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State of the nation’s economy: 


Up 

Auto Ovutput—- Week's total of 
119,910 vehicles in U. S. plants is 
3,086 units above previous week’s 
116,824 and 11,443 units over the 
108,467 in the same week a year 
ago. 

UNEMPLOYMENT — Persons out of 
work rose to 4,684,000 in February, 
204,000 over January and highest 
since August, 1941. Total does not 
include strikers. 

Reta. Business—Sales totaled 
$9,525,000,000 in January, 2 per- 
cent above year-earlier mark. 

Pusuic Construction—Last year’s 
building was the most active in 
history with $4,100,000,000 of work 
started. 


* * * 


Down 

Corporation Divip—ENps—Payments 
in January amounted to $530,200,- 
000, compared with the $532,100,000 
of January, 1949. 

Consumer Crepir— Amount out- 
standing in January dropped to 
$18,335,000,000, cr $442,000,000 less 
than December but $2,587,000,000 
over year earlier. 

Goto— Monetary stock de- 
creased during January by $82,- 
055,000 to $34,394,615,000. 

Crops—For second straight year, 
farmers suffered 10 percent cut- 
back in sales during January and 
February. Receipts totaled $3,700,- 
000,000 during those two months. 

DEPARTMENT Stores—Sales in 
week ended Feb. 25 averaged 5 
percent below year ago. 

Raw Freicut—Coal shortage 
caused carloadings in week ended 
Feb. 25 to drop 20.5 percent from 
comparable week last year. 


Production 


Automotive News Estimates 
U. S. Cars, Trucks 


119,910 


116,824 


Last 1949 


Week Week Week 


For complete production totals 
by makes, see table, page 69. 


108,467 





Trust Case 


(ICAO. Clarification of an 
4 important factory-dealer rela- 
tionship was seen last week as a 
result of an opinion by the United 
States Circuit Court of Appeals in 
setting aside an award of $1,236,000 
to Fred F. Emich, a former Chev- 
rolet dealer here. 

The reversed judgment was 
against General Motors and Gen- 
eral Motors Acceptance Corp. 
Also set aside was the award of 
$250,000 in fees to Emich’s attor- 
neys, whose decision on further 
legal action is expected at the 
end of this week. 

The case was remanded with in- 
structions to grant a new trial. It 
is understood that Emich and his 
attorneys may take either this 
course or ask for a review by the 
U. S. Supreme Court. 


* * . 
AN UNUSUAL aspect of the ap- 
“3% peals court opinion was a 
reprimand for the trial judge, dis- 
trict court Judge Walter J. LaBuy, 
who was charged with serious error 







ow-Priced Line; 
Motor Advance; 
Mystery Car 


MORE spirited competition in the 
auto industry was reflected last 
week in hot auto developments 
which are upcoming on the cal- 
endar: 


1. One of the bigger independents 
will soon announce a new line of 
cars priced $23-$50 lower than com- 
parable Plymouth and Ford mod- 
els and only $60 higher than a 
Chevrolet Special. 


2. One of the Big Three makers 
has developed a new engine for 
1951 said to give 20 percent bet- 
ter performance than the most 
efficient of present engines. 

3. A Detroit consulting engineer- 
ing firm is waving big money be- 
fore engineers at established firms 
to attract them to work on a mys- 
tery low-priced car for an unnamed 
company. Many months of devel- 
opment work must still be done on 
this car. 

4. Another maker was reported to 
be considering a customer profit- 
sharing plan similar to that used 
many years ago by Ford. Under 
the plan, customers would get a 
bonus if volume on the model dur- 
ing the year lowers the cost suf- 
ficiently. 

* * * 

ppeaLans are being sampled on 

the new line mentioned in the 
first item. Announcement details 
are to be kept “top secret” until 
the latter part of the month. At 
that time, the maker has contracted 
to release extensive advertising on 
the competitive position of the new 
line. 

It will be offered to the public 
in all body styles, except the con- 
vertible and the station wagon. 

Automotive News’ sources empha- 
sized that the cars will not be 
stripped-down models. Settlement 
of the coal dispute was said to have 
removed the last barrier in the 
way of bringing the cars out within 
two or, at the most, three weeks. 

* * * 

NCREASED efficiency on the new 

engine mentioned comes through 
improved combustion design and 
other refinements, rather than 
higher compression. 

Compression is said to be no 
higher than in present engines. 

Engineers recently tested cars 

with the new engines in one of 
the coldest areas, where it was said 
improvements were noted in cold- 
weather starting and operation. 
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1950’s Millionth Car Is Built 
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Output Picks Up Steam 





Passenger-Car Dealers in U.S. 
1950 vs. 1949 and 1941 


(Estimated by Automotive News) 


1950 
. 10,5744 


CHRYSLER CORP. 
Chrysler-Plymouth 
DeSoto-Plymouth 
Dodge-Plymouth 

FORD MOTOR CO. 

Ford 
Lincoln-Mercury & Ford-L-M.... 
Mercury-Ford & Mercury 

GENERAL MOTORS CORP. 
Buick 
Cadillac 
Chevrolet 
Oldsmobile 
Pontiac 

CROSLEY 

HUDSON 


NASH . 

PACKARD . : 
STUDEBAKER ......... 

WILLYS-OVERLAND | 


Total U. S. Franchises .... 


IE, MMIII © Sassrepestecdued bases 00.64 Sadseons , 


Grand Total U. S. Dealerships 
+Includes duals. 


1949 
10,5077 
3,362 
3,120 
4,025 
7,5667 

6,402 


‘ 931 


233 
19,6727 
3,106* 
1,464* 
7,371 
3,627* 
4,104* 
863 
2,210* 
4,682* 
1,188 
1,445* 
2,410 
2,432* 


20,5477 
3,356* 
1,625* 
7,504 
3,828* 
4,234* 

720* 
2,182* 
3,155* 
1,298 
1,564* 
2,625 
2,465* 


52,947 
6,126 


52,975 
3,802 


46,821 49,173 


*Includes distributors. 





Increase in Duals Reduces 
Dealership Total to 46,821 


By Mac Gordon 


Associate Editor 


in the total of 
Nearly the 


was a big boost 
dual-franchise setups. 


EWER new-car dealerships are|same number of franchises were 

in business this year compared | being allotted, but more were going 
with a year ago, despite the fact|to dealers handling other new-car 
that the number of franchises is-| makes. 


sued by the factories remains about 
the same. 

The annual Automotive News 
survey of franchised dealers and 
distributors shows there were 
46,821 of them at the outset of 
this year, compared with 49,173 
a@ year previously. The latter fig- 
ure represented a postwar high. 
The current year’s 46,821 dealers 
divide up 52,947 franchises, it was 
found. A total of 52,975 franchises 

was allocated last year. 
+ * + 


CCOUNTING for the cutback in 
the total number of dealerships 


Clarified in Emich Upset | 


in barring evidence of the defense. 

Basis of the suit was a criminal 
trust conviction against GM on 
a charge of compelling dealers to 
use the credit facilities of its 
subsidiary, GMAC. 

This, it is said in factory circles, 
opened a legal umbrella for suits 
by dealers whose franchises were 
cancelled. 

* * * 
(CUARIDICATION of the previous 
4 judgment, which closes the um- 


Hudson Upheld 
In Trust Suit 


ENVER.—The Tenth U. S. Court 
of Appeals last week upheld 
the action of District Judge J. Fos- 
ter Symes in dismissing an anti- 
trust damage suit for $207,000 


against Hudson Motor Car Co. and 
Fred Ward, Denver Hudson dis- 
tributor. 


The suit for civil damages had 
(See SUIT, Page 62, Col. 5) 


brella somewhat, came in _ these 
words of the present appeals court | 
opinion: 


“But in so holding we expressly 
recognized that among the 15,000 
General Motors dealers there might 
be unscrupulous ones against whom 
General Motors might find it neces- 
sary to take special measures. 

“And certainly we did not mean 
to imply that General Motors 
would have to stand idly by while 
any of its dealers engaged in 
business practices calculated to 
bring themselves into disrepute 
and reflect discredit on the man- 
ufacturer who licensed them to 
engage in business.” 

In his suit, Emich charged that 
he had been cancelled because he 
had refused to do his financing 
through GMAC, using his own 
company instead. 

* * * 

ENERAL MOTORS, according 

to the opinion, asserted to the 
contrary “that the reason for the 
(Continued on Page 62, Col. 1) 











On the basis of factory data 
and its own cross-section sur- 
veys, Automotive News estimates 
that there were 6,126 dual fran- 
chises at the outset of 1950, 
against 3,802 a year ago. 

This figure corresponds with find- 

(Continued on Page 67, Col, 1) 


Ford Launches 
s 
Dealer-Discount 
+ 
Deposit System 

EARBORN.—A dealer - discount 

deposit plan, equally affecting 
all Ford car and truck dealers, was 
put into operation by the factory 
March 1, company spokesmen dis- 
closed last week. 

The Ford plan basically paral- 
lels the Chevrolet discount - re- 
serve system, but differs in the 
per- vehicle amounts. credited 
against the dealer discounts for 
distribution in lump sums every 


December. 
Ford Sales Manager Walker A. 


(Continued on Page 70, Col. 1) 


PENSION brawling threatened 
last week to plunge each mem- 
ber of the automotive Big Three 
into showdown feuds with the 
UAW-CIO. 

Even Ford was grappling with 


In This Issue 


Registrations, Prices ..........Page 28 
Pages 50-51 
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Used-Car Auctions ....... 
Production by Makes ........ 





UAW Bucks All Big 3 


New Militancy Prompts Stiffer Chrysler Demands, 
31-Cent GM Plea and Rift with Ford 


, Bernie Thomas 

‘a ssociate Editor 
T= millionth passenger car of 

1950 rolled off a U, S. assembly 

line last Thursday, more than two 
weeks ahead of its 1949 counter- 
part despite the continuing Chrys- 
ler strike, 


And, with the coal strike out of 
the way, auto plants, with the ex- 
ception of Chrysler, of course, are 
ready to turn on full production 
steam again. 

In fact, they turned a little on 
last week. U. S. plants built an 
estimated 96,845 cars and 23,065 
trucks for a total of 119,910 units, 
according to Automotive News’ 
compilations. 

This compared with a previous 
week’s accounting of 94,384 cars 
and 22,440 trucks—a total of 116,824 
vehicles. 

* = . 

AST week’s increase in volume 

over that of the week before 
was noteworthy because it was 
achieved without the utilization of 
much overtime work. 

However, healthier fuel sup- 
plies this week should at least 
put Ford and General Motors 
plants nearer to resuming re- 
cently abandoned six-day produc- 
tion programs, 

Another upturn in Studebaker 
car output may also be in the 
offing. Output at Packard, Nash 

and Hudson is likely to hold to 
recent levels. 

Meanwhile, resumption today 
(March 13) of output at Willys and 
further progress at Kaiser-Frazer 
will help to swell the overall in- 
— effort with each passing 
week, 


(Continued on Page 69, Col, 3) 


Top Cars 
New-car registrations for 32 
states in January: 
1950 Pos. Make 
1— 53,875 Chev. 
2— 45,224 Ford 
26,862 Plym. 
4— 17,796 Buick 
16,468 Pontiac 
14,716 Dodge 
11,941 Olds. 
11,682 Mercury 
8,861 Stude. 
7,512 Chrysler 
5,928 Hudson 
DeSoto 
Nash 
Packard 
Cadillac 
Lincoln 
Kaiser 
Willys 
Austin 
Crosley 
221 Frazer 
51 Ang.-Pref. 
Total All Makes 
239,198 178,618 
For further details see page 
28, today’s issue. 


1949 Pos. 
20,724— 3 
36,027— 1 
23,017— 2 


1, 441—18 
312—24 






unsettled problems over a retire- 
ment plan already negotiated. 
Ford and the union were still 
debating the principles dealing 
with the financing of the pen- 
sion fund. 

The chasm between strikebound 
Chrysler and the UAW appeared to 
widen last week, and the union 
came up with a lengthy slate of 
demands on General Motors high- 

(Continued on Page 63, Col. 1) 
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By Bob Gordon 
Associate Editor 

SPRING boom in retail used- 

car prices appears certain on 

the basis of activity and price 
rises on the wholesale market for 
the past five weeks. 
Automotive News’ over-all av- 
erage price of used cars sold at 
auction has increased for five 
straight weeks. The gain over 
that period has amounted to $37. 
Used-car prices hit their low 
point this year in the second week 
of February when the overage 
dropped to $938. Since that time, 
an unspectacular but steady weekly 
increase has pulled the average to 
the current figure of $975. 
+ * + 

Y MODEL years, the averages 

are more indicative of the trend. 
The average price paid for 1950, 
1947, 1946 and 1941 models has in- 
creased in the past two months, 
while the average prices of all 
other models have declined. 

Comparing average prices re- 
ported in the Jan. 9 issue of 








Dealers Donate 
$1 Million for 


Ford Memorial 


DETROIT.— Ford Motor Co. 
Fund and the Ford Dealers’ Me- 
morial Committee last week an- 
nounced a $2,500,000 gift to Detroit 
for construction of a new civic 
auditorium in memory of the late 
Henry and Edsel Ford. 


The total amount includes $1,000,- 
000 donated by individual Ford and 
Lincoln-Mercury dealers and $1,- 
500,000 contributed by Ford Fund, 
a newly-organized community char- 
ity corporation. 

The $1,000,000 grant was approved 
by the Ford Dealers Memorial 
Committee March 2 at a meeting 
in Miami, Fla., according to com- 
mittee Chairman Ralph Grooms, 
Louisville Ford dealer. The com- 
mittee was set up soon after the 
death of Henry Ford three years 
ago. 

Construction on the new audi- 
torium is expected to get under 
way as soon as final plans are com- 
pleted. It will have a 3,000-seat ca- 
pacity and will be located at the 
foot ef Bates St. on the Detroit 
river. 





Hearings Nearing End 
In K-F Stock Case 


DETROIT.—Hearings here before 
Federal Judge Frank A. Picard on 
a proposed settlement of $50,000,000 
in stockholders’ claims against 
Kaiser-Frazer Corp. and its officers 
may wind up this week. 

The suits involved in the claims 
are based on charges of alleged 
mismanagement of K-F on the part 
of Henry J. Kaiser, his son, Edgar, 
and other K-F officers. Kaiser 
charges that the suits were in- 
spired by Cyrus Eaton, Cleveland 
financier, who in February, 1948, 
withdrew from an underwriting 
pact to market K-F stock. 





‘S} KAISER COUPE MAKES DEBUT .ti NEW YORK—Edgar Kaiser, president of Kaiser- 


Frazer (left), 


Spring Surge Is Likely 
In Used-Car Prices 








}tained production of more than 


: explains some of the nv features of this model to a crowd on hand for 
the premiere. Nearly 100,000 attended the week-long display. (INS photo). 


February ... 


Automotive News with those 
listed this week, the following 

| changes have occurred: ’50s, up 
$13; °49s, down $76; '48s, down 
$27; ’47s, up $5; ’46s, up $13; *42s, 
down $15, and "41s, up $37. 

The over-all average price for 
used cars in January was $970. In 
February, the average fell to $956. 
This was chiefly due to a $32 drop 
in the first week of February. Al- 
though prices rose in the follow- 
ing three weeks of the month, the 
increases were not sufficient to off- 
set the first week’s decline. 

7 * + 

RICE increases have continued 

in the first two weeks of this 
month with the result that the av- 
erage is now $975—$5 higher than 
in January and $19 higher than in 
February. 

No such rise occurred in used- 
car prices last year at this time. 
Discounting the increase which oc- 
curred in March of last year 
(caused by the inclusion of 1949 , 
model prices in the over-all aver-| MILWAUKEE.— The Wisconsin 
age price), the wholesale value of |Supreme court has ordered the dis- 
used cars declined every month solution of the Retail Gasoline 
until June, when an increase of $4|Dealers Assn. of Milwaukee, up- 
was recorded. holding a previous price fixing con- 


That $4 advance back in June, | viction. : ; : 
1949, was also the last time that | The group, which lost its case in 
used-car prices for an entire |® lower court in May, 1949, took 


month have shown any increase |it to the state supreme court re- 
at all until this month. cently. Attorney for the defense 


In the first half of 1948, when 


used-car prices resembled an up 
escalator, prices increased every 


Sumpter Takes 
month until the postwar peak was 


reached in June. ‘Hudson Position 


Rai DETROIT.—Appointment of Lew 


RICES then began a slide which ‘ . 
© tone 12 months until June, 1949, pane wl gag cee 


when the aforementioned $4 in- 

crease took place. Following that eee 
interruption, the slide was resumed 
to run unchecked until five weeks 
ago. 


PACKARD OPERATING COMMITTEE—Eight 


ing all to 
Hugh J. 
president; G H 
tive vice-president; E. 
and public relati:‘ns W. H. Graves, enginee 
president and patents counsel 
as secretary. 











sales manager. 


eran of 20 years 
in the automobile 
business, comes to 
Hudson after 
holding a number 
of top executive 
sales _ positions 


Dealers Donate 
CLEVELAND.—The Bedford Au- 
tomotive Dealers of Greater Cleve- 
land have donated $200 towards 
the construction of a monument 
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cm -J. Hadley, | 


Sumpter, a vet- | 


1950 





key administrative executives of Packard are 
members of the company's newly-established operating committee, charged with coordinat- 


management functions. The committee is directly responsible to Packard President 
erry and the board of directors. Seated (left to right): K. M. Greiner, sales vice- 
Brodie, vice-president coordinating operations; Col. J. G. Vincent, execu- 
C. Hoelzle, vice-president, comptrolier and secretary, and G. C. 
Reifel, manufacturing vice-president. Standing are H. W. Hitchcock, director of advertising 


ting vice-president, and Milton Tibbetts, vice- 


Vincent is chairman of the committee and Brodie serves 


Must Fold, High Court Tells 
Milwaukee Gas Assn. 


tried to have the original convic- 
tion set aside, claiming a literal 
misconstruction of the anti-trust 
statute. 

Although Association Secretary 
Louis M. Faber was found equally 
|guilty with other officers of the 
group, he received immunity in the 
original trial. 

Of the _ individual 
fined, one was president of the 
| association when the suit was start- 
ed, one was a vice-president, two 
|were former secretaries, one a 
|treasurer, four were directors and 
jone a filling station operator. The 
|association was fined $2,000 and 
jeach of the officers, directors and 
other defendants were fined $200. 





Claims False Arrest 


CORPUS CHRISTI, Tex.—Alleg- 
ing that he was falsely arrested, 
with a warrant and without cause, 
Joe Hancock, Corpus Christi used- 
car dealer, has brought suit for 
$95,000 against the city. Hancock 
stated that, as a result of his ar- 
rest, he lost his credit rating and 








Lew Sumpter 
for over a period of 17 years. 


dedicated to service men who lost with Chevrolet 


their lives in the last war. 








Ex-Aide Debunks ‘Industry Plot’ . . . 


| by a local bank. 


his used-car stock was repossessed 


Why Tucker Failed 


(CHARGES that the auto industry | 200,000 cars in any one of the first 
used hidden influence to thwart 
Preston Tucker’s efforts to bring 
out a new car were debunked last 
week by a former 
executive of the 
Tucker firm. 


nual average of more than 100,000 
was highly improbable. 

“Such a number,” Knoble said, 
“would have been only a drop in 
the bucket compared with the | 


Cliff Knoble, at} huge total production of the 
one time adver-| industry.” 
tising director of Knoble, who spent years with 


Tucker Corp., told 
AUTOMOTIVE News 


established makers, also pointed out | 
that while the industry is highly | 
in an_ exclusive| competitive, such “sneak tactics” | 
interview that|are unheard of. 
such charges are 2 oe 
“unfounded non- UCKER’'S failure was attributed 
sense.” instead to a falling out of gov- 
Cliff Knoble Knoble pointed | ernment favor. 
out that even if Tucker had been Knoble insisted that Tucker 
successful he could not have at-| mever would have gotten started | 
in the first place except for the 
fact that he appeared to enjoy 
governmental faith, favor and in- | 
fluence. 
“Not one dollar could have been 
realized,” Knoble said, “from the 





Tucker Explains 
Uncashed Loan, 
Stettinius Deal 


CHICAGO.—Preston Tucker sub- 
mitted to a single day of question- 
ing on affairs of Tucker Corp. and 
his personal transactions last week, 
after which a hearing before Aus- 
tin Hall, federal referee in bank- 
ruptcy, was adjourned until today 
(March 13). 

Tucker’s testimony covered a 
$10,000 loan made on Feb. 25, 1948, | 
from Max Garavito, president of| 
Tucker Export Corp., New York. | 
He added that the check was not 

(See TUCKER, Page 69, Col. 1) 





three years. He added that an an-| 


Chicago plant.” 


sale of either dealer franchises or 
stock in the company without the 
|primary cooperation of a govern- 


|ment agency in having permitted 


Tucker possession of the Dodge- 


* * * 


ALE of Tucker dealer franchises 

brought the firm about $6,000,000 
in cash, and the stock sale brought 
about $15,000,000 more. 

Knoble said that nn informed 
auto man believed that Tucker 
could engineer a new car from the 
ground 
factory and get into volume produc- 
tion on such an amount of money. 

“Neither did Tucker,” said 
Knoble. “Nor his associates. 
Tucker did expect, however, to 
make such an impressive show- 

(See FAIL, Page 69, Col, 3) 


defendants | 


up, equip and organize a} 


Records Falling 
In Sales Push 


Oldsmobile 

LANSING. — Oldsmobile deale: 
sold 31,560 new models during Fet 
ruary for the third largest menth! 
sales total in the division’s histor 
and the greatest since May, 194 
it is announced by General Man 
ager S. E. Skinner. 

The alltime record sales month 
by Oldsmobile was established in 
April, 1941, when 34,949 new cars 
were sold, followed by May of the 
same year, when sales totaled 32,- 
296 new vehicles. The Februar) 
sales this year showed an 84 per 
cent gain over February, 1949 
when Oldsmobile dealers sold 17,166 
new cars. Prior to February thi 
year, the largest postwar sales 
month was August, 1949, when 29, 
476 new Oldsmobiles were delivered 

* * * 
Lincoln-Mercury 

DETROIT. — February, shortest 
month of the year, was the best 
sales-wise in the history of Lincoln 
Mercury, according to Joseph E 
Bayne, general sales manager. 

Sales of 1950 Mercury cars to 
taled 22,726 during the month, top- 
|ping by 10 percent the 20,660 units 
sold during the previous record 
month of December, 1949. 

“To date there is no indication 
of any decrease in customer de- 
mand for our cars, and we are 
looking forward to additional new 


sales records throughout 1950,” 
Bayne said. 
* . 
Chevrolet 


DETROIT.—Chevrolet retail sales 
last month topped the company’s 
best previous February by approx- 
imately 30,000 units, W. E. Fish, 
general sales manager, reported. 

The new record included 106,612 
passenger cars and 28,010 trucks 
for a total of 134,622 units. The for- 
mer peak for February was set in 
1941 when dealers delivered 104,660 
passenger cars and trucks. In Feb- 
ruary a year ago dealer sales hit 
82,608, Fish said. 

Chevrolet truck sales of 28,010 in 
February set a new record for the 
month, 10 percent above February. 
1949, the previous high. 

* + + 


Buick 
FLINT.—Buick sales in Febru- 
ary showed a 10 percent increase 
over January, Ivan L. Wiles, gen- 
eral manager of Buick, announces. 
Total sales for the month were 
38,410—the largest for any Febru- 
ary in Buick history. 
February’s sales were 36 percent 
greater than February of 1949. 
“Indications are that March salcs 
will be at a rate even highez than 
the peaks of January and Febru- 
ary,” Wiles said. 
- * 


Ford 

DEARBORN. -—Sales of new cars 
and trucks by Ford dealers in Jan- 
uary and February broke records 
dating back 25 years and more, it 
was announced last week by 
Walker A. Williams, general sales 
manager, Ford division. 

Retail deliveries of 214,068 Ford 
cars and trucks during January and 
February were the highest for the 
same two-month period since 1924 
|48 percent over the corresponding 
| Williams said. Deliveries in the 
|first two months of this year 
{showed an increase of more than 
‘8 percent over the corresponding 
period a year ago when 144,181 








lun.ts were sold. 








PEACH-PINK AND OVER 21 FEET LONG—Ordered for Sir Ahmed Ibn Al Jabir Subah, 
shiek of Kuwait, who died Jan. 29 without seeing the car, this 163-inch-wheelbase Cadillac 


was specially built by Derham Custom Body Co., 
It has a shortwave radio with dual controls—front and back 


than six months to complete. 


Rosemont, Pa. The vehicle took more 


seats. The sheik selected the car's color himself and specified that it be peach-pink with 


| matching leather upholstery. 
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Paid Attendance Doubles 1940 Mark .. . 

























as a prize. A new car will also 
be given to one of the specta- 
tors at the event. 
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|this subject. In fact, better con- 





tracts is a cause with me. I feel 
that because I am an independent 
outside observer, I can be impar- 
tial. I feel that sitting by the 
window, as it were, watching the 


|parade go by for more than 40 


years gives me experience as well 
as perspective. 
Remember, I am not advocating a 


| permanent franchise because of my 


interest in dealers only. I am doing 
so for the betterment of the op- 
portunity in the entire industry, as 
well as our national economy. 

I am sensitive, however, to the 
importance of unanimity among 
dealers. Although we have no 
hesitancy to go forward, to 




























up against a cost-of-doing-business 
situation which is going up instead 
of down, and a larger rather than 
a smaller gross margin is needed 
if the dealer is going to end this 
year with a reasonable profit on 
his investment. 

“The overwhelming success of lo- 
cal automobile shows from the 
standpoint of current public interest 
in new motor vehicles indicates le- 
gitimate sales prospects are out 
there for the sales organizations of 
those dealers who are ready and 
do some of the old-fashioned, tra- 
ditional A-one salesmanship upon 
which this industry has been built,” 
he added. 




















5 | 
| 79, 700 Des Moi Sh 
| 
| ° am es WMOtnes Ow 
By John O. Munn 
ithe By Fred M. Lazell 
‘Feb Staff Correspondent 
nth! (The opinions expressed herein are those of Columnist DES MOINES.—More than 79,700 
stor Munn and are not necessarily those of Automotive News). persons, twice as many as advance 
194 forecasts called for, jammed the 
Man j week-long Des Moines Automobile 
show which closed last Wednesday. 
10nth “OME months ago the Worcester | viving dealership in Indianapolis as In announcing attendance, D. S. 
din ’ o—. Automobile Dealers|of that date is The Gibson Co., Freeman, show manager, said 60,- 
cars Assn., which started in 1910, was|which handled Ford and Brush 000 were paid admissions, com- 
f the nominated as the oldest trade as-|cars at that time. The Gibson Co. pared with 30,000 for the city’s 
i 32,- sociation in continuous operation|is now an automobile supply house last auto show, held in 1940, 
ruary since the date of its establishment. | and is headed by Joseph M. Bloch, Dealers said they were “highly 
per I am glad to make some correc-|who is still active in the business satisfied” with the results, but both 
1949 tions. as president not only of the Gibson show officials and individual deal- 
17,166 I am informed by Richard Mac- |Co., but of the Capital Motors Co., ers were conservative on claims as 
this Meekin, general manager of the | Dodge distributor at that point. to sales. No concrete estimate was 
sales fou aan eee Ge Trade * * _s on sales actually closed at 
1 29,- ssn., S association was the show. Various dealers said the 
ered formed in 1902. John H. Fassitt, How Many Makes? p . had sold from five to ten cars at 
Ford dealer in Philadelphia, was | J WANT to correct an impression the exposition and could attribute 
an active member of the associa- about which dealers occasionally other sales in their showrooms to 
stent tion when it was chartered. Un- | write me. It is the question of how contacts made at the show. 
best less we have further corrections, leted, 3 . oh or oe a an ex- Howard Howlett, president of the 
s this makes the Philadelphia | 'Sted in the past. Many dealers are — D Moi Aut bile D 
coln- DEALERS STRESS SAFETY TO FUTURE FARMERS—G 1 Mot es oines Automobile Dealers 
h E association the father of them under the impression that the num-| huddle as they planned arrangements for the safety ‘Tuolinn tor tagham casein St club Assn. and members of the show 
; all. ber is somewhere between 1,900 emery e “— they wre a om > ~ Sener, Sone. Front row, left} committee were pleased with the 
° : i : Rex Lamerson, Trevellya at i i 
s to nate Se a en ae a oe — Pontiac Co. William €. Strickland. McClintock Gadillac Go's Floyd, Smale Wolverine | HEAVY number of visitors from out- 
top- rade Assn., with veteran Tom ; e probably | Chevrolet Co.; Harold Lillie, director oj the Lansing Safety Council. Rear row, left: J. R. side the city. Officials said visitors 
eutte Hanika now manager, was chart-|nearly two thousand discontinued | Stone, Oldsmobile safety director; Harold Lorenz, Lorenz Buick Co.; Mel Avery, director}came from 76 of the state’s 99 
aaa ered March 16, 1908. The only sur- sai to ce ake T bone of the Ingham County 4-H Clubs, and Leon Titus, England-Cook Chevrolet Co. counties and from Missouri and 
ebraska 
, kept them all during the time his- e . 
ation All Space Sold tory was in the making), there Show eye-catchers were the neu- 
“~ Sorte toun ious me Gb ee oa CaLao ur eys aters . merous special factory exhibits, in- 
are For Kansa Cit ae cluding cut-back chassis and mo- 
~ 1 facturers whose products got be- : 
new 7, yond making a model car or two On Sales at Show SeRtee tecmanerann Saneneene, 6 
950.” ° These bewe heen tne , eopard-skin car and revolv- 
y more : ; 
Automobile Show truck manufacturers retire from ‘ “Sar eeaest cae tom ht vari 
KANSAS CITY. — All available the business than car manufac- CHICAGO. — Encouraged by re- industry, for the first time in the auto manufacturin official t aes 
space in the Municipal auditorium} turers. In the early days, most /Sults of a spot check disclosing | history of the Chicago show, went| city and several canuptin oul a d 
sales exhibition hall has been sold for| every blacksmith shop or foun- | heavy sales during the week of its| all-out with some extraordinary | othe f a ici 
any’s the automobile show to be held} dry, even in the small towns, |Tecent record-breaking automobile |,4q unusual exhibits.” th — a a a 
»rOx- here March 17 through 23 under] started to assemble trucks. show, the Chicago Automobile} wiih ref : ee ee 
Fish, the direction of the Motor Car} How we got the impression that|Trade Assn. is making a survey ith reference to Chrysler divi-| Show officials said they thought 
d. Dealers Assn. of Greater Kansas| there have been so many car manu-|@Mong its members “to determine, | Sions, it was stated that “Chrysler,| several factors each played a part 
6,612 City, Manager Kenneth Spry re-|facturers is due to the fact that|if possible, the number of sales | Dodge, DeSoto and Plymouth deal- in the heavy attendance which 
ucks ports. most manufacturers had many | Made at the show, as well as those |ers pitched in and, in spite of a| hit its peak of 24,000 on Sunday, 
 for- A total of 65,954 square feet has|names for their products. Many of |in dealer establishments to buyers | terrific handicap with a month-old March 5. 
et in been sold; 54,655 square feet for|the present manufacturers suc-|Who visited the show.” strike in their factories, came up| They said the show had been 
4,660 cars and trucks, and 11,299 square| ceeded former manufacturers. “From all reports, show exhibi- | fighting and arranged very fine ex- heavily advertised, including a spe- 
Feb- feet for allied lines, accessories and * * «* tors did a large volume of business | hibits. cial eight-page section in the Des 
; hit parts exhibits. Mortality Under 400 in actual sales at the show as well —$—<_——_____. Moines Sunday Register Feb. 26. 
Spry said that there will be ap- : as securing a great many ‘live’ ° Other factors were prizes given 
10 in proximately 125 cars and 30 trucks|']‘HIS doesn’t mean that all old/ prospects,” a CATA postshow bul- Randolph to P ilot away each night, including an auto- 
- the in the first local auto show in 12 : sp Boer aren failed. ono nen letin stated. N M ‘ — the closing night, and it had 
lary, ears. ply sold out to a new group. m- : , een 10 years since Iowa people 
*“Baliadier Burl Ives will be here] Dler ——— ae. sae see ie lean ate der prod exico Assn. had had the chance to see all 
for the show. po Rags oP a ee See. exhibits and their all-around co- ae ae N. M.—William — = new automobiles gath- 
ie ES i. Ate operation, the association made a nova tise 4 —— after the uM nb mid ng Rtg . 
‘bru- Robbers Loot Hendricks ..|special mention of Chrysler divi- |" Tevitalized the dormant Auto- aeESres 5 She chow senna 
ae WELLINGTON, Kans. — Hend- Studebaker first had an electric| jio45 and truck companies. The mobile Dealers | were Al Cohen (Chevrolet), Frank 
ease i ’ . car. Then they took over E.M.F. . Assn. of West Vir- |Sanders (Dodge-Plymouth), and 
gen- ricks Motor Co. has been robbed|They started and discontinued the |/@tter group took 33 percent more inia, h Orville Lowe (Ford) 
neces. by burglars. The thieves took 4/ prsiine and the Rockne. space for its exhibits than at the td = —_ i we 
mes [Sen SEE i es seed eer Cee Bee wi Gi tae Ol ne aes in the New “Meteo 
Oru. ° Overland, but the Willys, the Jeep,| “The big surprise, even to the ye . 
safe was $547.60 in cash and checks. | the Garford, the Willys-Knight, a exhibitors, was the attention given —- Dealers Va. Dealers Win Fight 
oont Walt Hendricks owns the firm. Falcon Knight, the Red Bird, the|by the public to the truck display,” Rendeish alee To Kill Hillard Bill 
ic Whippet and the Americar. the bulletin pointed out. “The truck will spearhead the RICHMOND, Va.—Auto deal- 
— Detroit Dealers Plan Hudson has had its Essex, its activities of the| ers won a victory last week 
can Terraplane. Buick its Marquette. H l C : Bernalillo County| When the house general laws 
‘bru- ; c ons 
Show with Golf Meet Olds its Viking. Pontiac its Oak aller Cauti Auto & Truck| committee killed the Hillard 
DETROIT.—An open-air auto- a. Cadillac its LaSalle. The D l A e Bill Randolph Dealers Assn. in| bill, which would have required 
mobile show will be staged by | Chrysler Corp. took over and dis- eaters gainst conjunction with| 8m immediate itemized list of 
en Deteels Auto enters Acen. pe ae the Maxwell and the L T di his state post. ae ene costs when 
cars Yhalme , _| payments begin. 
Jan- Juno S0-July 4 in conjunction | "Yes, there have been 1,900 names|| “4OOSE 1 TACUNS polutmment as executive secretary of| _ The vote, 8 to 5, followed a 
ords Open at Red Run Golf club, it of cars which have gone into re- WASHINGTON. — A warning to|the two organizations was made spirited public hearing at which 
e, at was announced last week by tirement. But less than 400 car dealers that the sale of automobiles | jointly last week by Herbert L. the Automotive Trade Assn. of 
by manufacturers have passed out of 2 k f ons Virginia charged the bill w 
' Charles H. Dalgleish, DADA ; ; : : at discounts, and the making Of/Galles sr., state association presi- : s was 
sales president. The association will |the picture. Fifty-six motor vehicle | excessive over-allowances on trade-| gent, and Joseph G. Heaston, presi- discriminatory. John Raine, of 
co-sponsor the golf tourn ears |builders remain. These 56 firms/ins may prove a sales boomerang dent of the county group the association, said the present 
Tord : ame build at present 20 different trade- ; : al ffe . . law also requires an_ itemized 
along with the Red Run club. : which will seriously affect future q m 
and . |name cars, 39 different trade-name ‘i Headquarters of the two organ-| list of costs but it allows a little 
the The auto show will be De- (truck d twenty different li merchandising was sounded here izations have been established in 
1924 troit’s first since 1940, although ia, wenty COeeren MNES) last week by NADA President Fred) 4 inuquerque on 
: the DADA will also present a - L. Haller. : 
ding . * * * ai . ss P : Wi 
the full-scale indoor show in the «4 for Both? “ —— —_— a = — 
year fall. Prior to the Motor City e outstanding Ss represente 
. tournament, a pro-dealer golf |[)EALERS tell me I don't say|by today’s new and used automo- n the fouse ... 
jing tourney will be held June 30 | enough about permanent con-|biles can be a costly shorteet i) a  —————— f 
1181 with the pro half of the win- tracts. Let me assure readers that | salesmanship,” said Haller. Good News from the Field: Smart dealers are tightening up on 
: ning duo receiving a new car |I am not neglecting or overlooking| “Practically all dealers are now|| their tradein allowances; even the new-car bootleggers ms nos 
. . Enterpris- 


their “list prices.” . .. Used-car prices are rising, too. . ' 
ing dealers are doing something about their service 
volume, employing every method to build up cus- 
tomer labor sales... . 

Looks like the long-discussed Chevrolet ver- 
sus Ford sales battle will start in 1952... . 
Several foreign makes haven’t been successful 
thus far in getting independent U. 8. manu- 
facturers to let latter’s dealers handle foreign 
cars as a matter of policy. ... 8. C. Kurtz 

Pontiac, Los Angeles, has printed a clever “Es- 
timated Deficit Return” (a takeoff on Uncle 
Sam’s income tax returns); write them, if 
+ you'd like a copy.... 

Wemhoff This one is a little late, but still good: Jack Gra- 
ham, Claremont (N. H.) dealer, sent following postcard to friends: 
“A Happy New Year to You... Speaking of taxes, the folks here 
in New Hampshire don’t like them... Efforts to increase taxes 
have been of no avail. . . . They disapproved the state sales tax, 





In the Hopper eee eS Se Fire Sweeps Kelly Garage they disapproved the state income tax—and we still buy our stimu- 
Merchandising Memos <a commie + tad Gubee BRUIN, Pa.—A $4,000 fire swept lants, tobacco and otherwise, at a price that is probably substan- 
bah, RE ict nicsasen » So move. . ae ’ : ; tially lower than yours. The City of Claremont has reduced its tax 
lilac Personnel (Factory) When we get ahead of united | the Kelly Auto Co. garage in Bruin, || 7316 and yet we get along. Bhese New England Yankees are great 
more ea tke... *:% ||dealer thinking, we run the risk|Pa. One automobile was destroyed || TS © “(ne ¥ é: 6 s 
back Used-Car Notes .--:-ss---csscssccesssssneesce of obtaining some mangled compro-|and three others damaged. Henry || P®°P'* Pere We 
ath Used-Car Prices, Average mise instead of a contract which | Kelly, owner, said the blaze appar- ure Editor’ 





Washington Column ........... eae 


will benefit all and restrict none. 


ently started in a ceiling gas heater. 
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OUR PLATFORM: |. Fair and equitable contracts between manufacturers 
and dealers in motor vehicles, parts and accessories. § 2. A fair profit to 
the dealer on every used vehicie accepted in partial payment for a new 
car or truck. § 3. Every doliar of gasoline tax collected by state or federal 
governments applied to the building and maintenance of highways. § 4. The 
elimination of governmental and bureaucratic controls over this industry. 
§ 5. A return to the precepts of independence and the ‘rewards of applied 
energy and ability, which made America and gave more of her citizens 
more of the better things of life than anywhere else in the world. 


Capsule Comment 


Scrappage figures for 1949 show auto mortality at 1,220,- 
041 units, which is near the prewar rate, and obsolescence 
of trucks at 484,038, or nearly twice the prewar rate. 

Indicating a sizeable replacement market annually for 
both cars and trucks. 








The UAW is reported ready to demand elimination of the 
rise-and-fall pay clause in its new contract with General 
Motors. 

How times change? Shortly after the pact was signed 
—and GM workers received their first pay boost, because 
of a rise in the U. S. price index UAW Chief Walter 
Reuther was hailed by labor across the land. Now he’s a 
bum, because wages have dropped under the last three 
price-index declines. 

* * * 

United Mine Workers union has offered to lend $1,000,000 
to the UAW to aid its Chrysler strike and negotiations with 
“other segments” of the auto industry. The CIO steelworkers 
union had given the UMW $500,000 to further its cause in 
the recent coal strike. 


Talk about trusts! 

* * * 

Ohio is taking the bull by the horns by offering to supply 
license plates with any three letters preceding the numbers. 
Thus, a motorist so bent may order a license with DAM, 
HOG, RAT, NUT, etc. 

We assume that the Ohio secretary of state will permit 
only those combinations of words found in a standard 
dictionary. 

Ww - * 

A Cranston (R. I.) used-car dealer recently bid on a 1950 
Mercury four-door sedan sought for the chief of police. 
Fortunately for everybody concerned, the bids of four fran- 
chised dealers were lower. 


Now we’ve seen about everything. 
- * * 


Quite frequently we hear of an auto dealer here or there | 
who’s just been honored for his efforts in behalf of under- | 
privileged children, racial amity, castrophic fund drives, etc. | 

And all too often the citations get only casual mention | 
anywhere. So we'd like to doff our hat to those outstanding 
citizens among the dealer body who go out of their way 
to help a fellow man. ; 

” * * 

Having lost about $1,560 in wages in the nine-month con- | 
tract fight, the average coal miner will have to work 200 
days annually for 13 years to recover his losses under the 
70-cent daily wage boost and 10-cent-per-ton increase in 
royalty payments, it is estimated. 


All for the love of John L.? 
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| Of the business the customer’s way, | 


jas well, 


} 
wy 


| Dealer 
Forum 


| 
| KS 
| 
Eprror’s Note: Believing that ; 

| dealers in every state have their | 

peculiar problems and outlook, OW, WE'LL GO FISHIN’ 
| Automotive News has made this were ALONG IN 1951 
| column available to the president eTIME ,Tee-Hee J 
| of each state association (in al- 
| phabetical order of states) for his | 
| personal observations on the situ- 
ation in his area. 
| By Charles H. Dalgleish 

President, Detroit Dealers 
A SLOVENLY service depart- 
ment, where rudeness to cus- 

tomers is the rule, is one of the 
surest ways to 
turn that phase 
of the business 
into a red-ink 
headache. 

We in the Mo- 
tor City pay close 
heed to our back- 
shop operations, 
realizing only too} 
well that satisfied | 
service customers 
often become 
choice new-car 








©. H. Dalgleish 
prospects. 

The axiom that “The Customer 
Is Always Right” applies equally 
to service. From the moment the 
sliding door is raised to let the 
Service customer in, to the mo- 
ment he pays up and is checked 
out, he should be accorded the 

utmost in courtesy and defer- 
ence. 

But to increase the prospect that 
the service customers will keep 
coming back, don’t just forget 
about him after he drives away and 
cross your fingers in wishful think- 
ing. A well-planned, personalized 
direct-mail campaign has paid rich 
dividends for many Detroit-area 
dealers. 


four CAR IS THIRTEEN YEARS OLD 
AND \'M GETTING A NEW ONE 

BECAUSE WE'VE WAITED YEARS 
FOR THE DARNED OLD THING To 
WEAR OUT, IT HAS WORN US 
QUT JUST LOOKIN’ AT IT! 







+ + * 
IGHT now is the time, for ex- 
ample, to fill the mailboxes with 


your spring - tuneup promotion 
pieces. On spring tuneups, espe- 
cially, it’s important to get out 





your recommendations as early as 
possible. 

Quite frequently, you may find, 
a certain piece of direct-mail ad- 
vertising will not click. In that 
case, another direct-mail piece 
should be made up and sent out 
at once. Don’t list too many re- 
pair items on your literature, lest 
the recipient be scared off. 

Courteous treatment when the 
service customer comes in should 
be the target of every new-car and 
truck dealer. Here are some do’s 
and don’ts pertinent to the all-im- 
portant subject of customer rela-| What’s Ton-Miles? 
yo entrances and exits un Notice on the front page of your 

: : ~|Feb. 27 issue picture of the 1950 
clogged at all times so customer Mercury as the grand sweepstakes 


waiting will be reduced to a min- 
ina” winner of the 1950 Mobilgas Grand 


2. Preferably maintain separate|Canyon Economy run with 26.524 
doors to the lube pits, miles per gallon, yet in the next 
ee ee line or sentence you say a Stude- 
- AVOID overselling the CUS~| baker Champion averaged 26.551 
tomer by high-pressuring him ; 

on repairs or accessories he does|™iles per gallon. 
not need. Today in our local newspaper, 
4. Meet the customer with the| Studebaker, advertising under our 
proper personnel, not just a porter.| name, says: “Studebaker Champion, 
Give the car owner a full hearing| with overdrive, proved most eco- 
aa time for promised|nomical of all cars, regardless of 
5. Call the customer before per- Same class = = ther 
forming additional repairs of | 76-551 miles per gallon of gasoline. 
Will you please advise us as to 


which he is not aware. Call the ay 

customer if the car can’t be ready | Why it is stated that the Mercury 

at the promised time. was the grand sweepstakes winner, 

6. Check a new car very thor-| if the Studebaker Champion actu- 
ally gave more miles per gallon? 


oughly during the second inspec- ; 
tion so that the customer doesn’t|—W- Perry Smirn, W. Perry Smith 
(Studebaker), Columbia, 


come back in a huff long after the| Motors 
warranty expiration, complaining of Ss. C. 
such things as door rattles or Epitror’s Note: The Mercury 
clocks that don’t work. won the sweepstakes award with 
In general, play the service end| a “ton-mile” record of 61.2711. 
The “ton-miles per gallon” is fig- 
ured thus: Gross vehicle weight 
including allowable load, in tons, 


Letterbox 





used, if you so request. 








and you'll be doing yourself a favor | 


Cars Last Twice as Long 


NORTH PHILADELPHIA, Pa.—Car life has been doubled in the 


|] last 25 years because of lighter, stronger metals, better balanced en- 


gines and anti-friction bearings, according to W. L. Aiken, chief 


engineer of SKF Industries. 


Aiken said today’s average automobile can be expected to have 
more than 12 years of service and 103,000 miles behind it before 
reaching the junkyard. This compares with an average life span of 
six years and 25,750 miles for the car of 1925. 

And maybe he should know, for Aiken said he has already driven 
his own car over 200,000 miles—and it’s still going strong. 


‘On Economy 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. 
letters but you may sign your name with the assurance that it will not be 
Address Editor, Automotive News, Detroit 26, Mich 
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times the official Run mileage 
(which is the “ton-mile total’), 
divided by the number of gallons 
of gasoline consumed (which is 
the “ton-miles per gallon”). 

While the Studebaker Cham- 
pion’s average of 26.551 miles per 
gallon was slightly higher than 
Mercury’s 26.524, the Champion's 
lower weight dropped its “ton- 
mile” average to 51.8399 per gal 
lon. 

* . + 


Sunday Closing 

About a month has passed since 
the state motor vehicle commis- 
sioner of New York forced us to 
close our establishments on Sun- 
days, and for the benefit of the 
dealers of other states who are not 
blessed with a great commissioner 
such as ours, I would like to point 
out the results my partner and I 
have noticed. 

We operate as independent used- 
car dealers, and for the month we 
were closed on Sundays as com- 
pared to the previous month we 
find our volume about the same as 
last month and profits much bet- 
ter. We also cannot begin to mea- 
sure in terms of dollars and cents 
the benefit we receive from a full 
day of rest. 


Some of the things we do miss 
are as follows: 

We miss our family’s nagging at 
us to take them somewhere on 
Sunday, like Mr. So-and-so of next 
door does. 

We miss the sharpened shoppers 
who have been shopping for the 
past three or four Sundays and 
know more about prices and the 
automobile business in general than 
ourselves. 

We miss the weekday shopper, 

(Continued on Page 58, Col, 1) 
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Bootlegger or el? 


McCollum Insists Used-Car Dealers Help 
Overstocked Franchise Holders 


HE National Used-Car Dealers 
Assn. has been officially silent 
on the subject of the so-called 
bootlegging of new cars, but Martin 


them have a monumental over- 
head, McCollum claims. 

And when the new-car dealer 
sells to a used-car dealer, he avoids 







McCollum, presi-|part of the overhead. He pays no 
dent, says there|salesman’s commission, has no 
is a good deal of|warranty expense and has no 







resentment over|tradein problem. 
the term “boot-| However, McCollum contends 
legging.” that there is not much percentage 





in a used-car dealer handling many 
new cars. There is more profit, 
McCollum asserts, in used cars. 
* + * 
OME used-car dealers handle a 
few new cars only as an accom- 
modation to customers who ask 
the used-car dealers to obtain them. 
On the other hand, there are 
some used-car dealers who fill 
their lots with new cars and 
advertise all makes at a discount. 
But when a_ used-car dealer 
walks in to buy cars from a new- 
car dealer loaded with a make that 
is not selling too well, he is looked 
on not as a bootlegger but as 
an angel. 


NADA to Collect 
Business Data 


For Members 


WASHINGTON.—Fred L. Haller, 
president of the National Automo- 
bile Dealers Assn., announced the 
inauguration of 
an additional 
service to NADA 
membership 
through a pro- 
gram now being 
developed under 
the direction of 
the association’s 
new Dealer’s 
Business Manage- 
ment committee. 

A special de- 
v. i. Batter partment in the 
association’s Washington headquar- 
ters is being set up to handle the 
details of this service. 

Recognizing the growing import- 
ance of simple data which dealers 
of all sizes and makes can readily 
use for the purpose of checking 
their business operations, the com- 
mittee is at work collecting up-to- 
date figures on current finances 
and operating costs in various 
phases of dealer operations, Haller 
said. 

The committee is composed of 
Ernest Burwell, chairman, Spartan- 
burg, S. C.; George H. Jones, Cor- 
pus Christi, Tex.; James A. Mason, 
Ferndale, Mich.; and L. M. Stewart, 
St. Louis. 


Hertz Affiliates 
With British Firm 


CHICAGO.—Godfrey Davis, Ltd., 
car rental organization of Great 
Britain, has become associated 
with the Hertz Driv-Ur-Self sys- 
tem of the United States, according 
to simultaneous announcements is- 
sued in Chicago and London. 

Walter L. Jacobs, president of 
Hertz, and V. E. Bridgen, manag- 
ing director of the British com- 
pany, said in their joint statement 
that Britain-bound tourists may 
now arrange at any ticket office 
in the U. S. to have an automobile 
awaiting them whenever they land 
in Europe. 


Speaking pri- 
vately as a used- 
car dealer, McCol- 
lum says that he 
believes used-car 
dealers are per- 
forming a service 
for new-car deal- 
ers in buying new cars they can’t 
sell themselves. 

It is McCollum’s contention that 
a new-car dealer can afford to sell 
new cars directly to a used-car 
dealer for $50 profit, whereas he 
couldn’t afford to sell at double 
that profit to a retail customer. 

- * * 
ND, in turn, the used-car dealer 
can afford to resell the car at 
a profit in the dealer’s own ter- 
ritory. 

The key is overhead, McCollum 
claims. 

The used-car dealer’s overhead 
is small while the new-car dealer 
has a high overhead—some of 


Three Meetings 
Scheduled for 
Okla. Dealers 


OKLAHOMA CITY.—Three zone 
meetings have been announced here 
by Fred Albert, secretary-manager 
of the Oklahoma Automobile Deal- 
ers Assn. The meetings will be 
open to both members and non- 
members of the association. 


Albert revealed that southwest 
zone dealers will meet March 21 at 
the Calmez hotel in Clinton; north- 
west zone dealers will meet Apr. 5 
at the Youngblood hotel in Enid, 
and southeast zone dealers will 
gather Apr. 18 at the Aldridge hotel 
in McAlester. 

Featured speaker at the south- 
west zone meeting in Clinton will 
be R. D. McKay, Wichita Chrysler 
dealer and first vice-president of 
NADA. Also on hand will be Al- 
bert; H. Mead Norton, NADA di- 
rector for Oklahoma, and W. D. 
Dysart, OADA president. 

The northwest zone meeting at 
Enid will feature an address by 
Stewart Harral, University of Ok- 
lahoma public relations director, 
whose subject will be “Taking the 
Guesswork Out of Your Public Re- 
lations.” 

Norton, Dysart and Albert will 
also attend the meeting in Enid. 
Plans for the gathering in Mc- 
Alester will be announced later by 
J. A. Richardson, southeast zone 
vice-president. 


Mallon Made President 


Of Jersey Show Firm 


NEWARK.—At the annual meet- 
ing of the New Jersey Automobile 
Exhibition Co., William L. Mallon 
was elected president. 

The company has been running 
auto shows for dealers in Essex 
and West Hudson counties for the 
past 34 years. 












Martin McCollum 






































DEALERS ARE GLEEFUL OVER CHICAGO SHOW—Automotive men of Chicago join in 
six-way handclasp over success of the city's big automobile show. Left to right: Bud Cofoid, 
prontent Chicago Dodge dealers; Seymour Lewis, Chicago Automobile Trade Assn.: E. M. 

aden, bodge regional manager; Oscar Horace, chairman of the Dodge display; Edward 
L. Cleary, TA gow manager and chairman of the auto show, and James F. Goodwin, 
@ director on the show comm e ; 





























































—=Coming Events 





Dealer Conventions 


Mar. 21-22—lowa Auto Dealers Assn. ses- 
sion, Hotel Fort Des Moines, Des Moines. 





Mar. 27— Louisiana Auto Dealers Assn., 
Jung hotel, New Orleans. 

Mar. 30—Nebraska New Car 
Assn., Hotel Fontenelle, Omaha. 

Apr. 18-19—Michigan Auto Dealers Assn., 
Pantlind hotel, Grand Rapids, Mich. 

Apr. 20-22—Washington State Auto Deal- 
ers Assn., Davenport hotel, Spokane. 

May 2— Automobile Merchants Assn. of 
New York annual banquet. 

May 1!2—Arkansas Auto Dealers Assn., 
LaFayette hotel, Little Rock. 

May 14-17—North Carolina Auto Dealers 
Assn., Pinehurst, N. C. 

May 23— Missouri Automobile Dealers 
Assn., Hotel President, Kansas City. 
May 23-24—Massachusetts State Automo- 
_ Dealers Assn., Hotel Statler, Bos- 

‘on. 


Sept. 9-11—South Carolina Auto Dealers 
enn Ocean Forest hotel, Myrtle Beach, 


Dealers 


Sept. 10-12—Colorado Auto Dealers Assn., 
roadmoor hotel, Colorado Springs. 


Sept. 25-26—North Dakota Auto Dealers 
Assn., Bismarck, N. D. 

Oct. 15-17—Tennessee Automotive Assn., 
Memphis. 

Oct. 17-18— Federation of Automobile 
Dealer Assns. of Canada, Toronto, Ont. 

Oct. 23-24—Ohio Auto Dealers Assn. meet- 
ing, Neil House, Columbus, O. 

Nov. 8-12 — National Used Car Dealers 
Assn. convention, Baker hotel, Dallas, 
Tex. 

Dec. 1-2— Montana Auto Dealers Assn., 
Rainbow hotel, Great Falls, Mont. 

Jan. 7-10, 1951 — National Auto Dealers 
Assn. convention and exhibition, Miami. 

* + * 


Dealer Auto Shows 

Mar. 11-18—Pittsburgh Automobile Deal- 
ers Assn., Hunt Armory, Pittsburgh, Pa. 

Mar. 17-23—Auto Dealers Assn. of Greater 
Kansas City, Municipal Auditorium, Kan- 
sas City. 

Mar. 27-Apr. | — Rochester Automobile 
Dealers Assn., East Main Street Armory, 
Rochester, N. Y 

Apr. 8-16— Seattle Automobile Dealers 
Assn., Field Artillery Armory, Seattle. 

* . * 


Aftermarket Shows 


Mar. 23-26—Eighth annual Southwest Au- 
tomotive Show, County Coliseum, San 
Antonio. 

Mar. 28-31—Canadian Automotive Service 
Show, Toronto, Ont. 

Apr. 25-28—New England Regional Auto- 
motive Show, Mechanics Bldg., Boston. 

May I1-14— Midwest Automotive Show, 
Navy Pier, Chicago. 

May 29-June 9—Third Canadian Interna- 
tional Trade Fair, Toronto. 
Dec. 4-8—Automotive Service 
show, Navy Pier, Chicago. 

* - . 


Allied Industries 


Mar. 28-31—Foyrth National Plastics Ex- 
position (Society of the Plastics Indus- 
try), Navy Pier, Chicago. 

Mar. 29-31—American Petroleum Inst. (Di- 
vision of Production, mid-continent dis- 
trict), Skirvin hotel, Oklahoma City. 

Apr. 26-28—American Petroleum Inst. (Di- 
vision of Production, eastern district), 
Hotel Cleveland, Cleveland. 

May 1-4—American Petroleum Inst. (Divi- 
sion of Refining, mid-year meeting), 
Hotel Cleveland, Cleveland. 

May 1!1-12—American Petroleum Inst. (Di- 
vision of Production, Pacific Coast dis- 
trict), Biltmore hotel, Los Angeles. 


Industries 





Nash Shuffle Puts 5 Zones 
Under New Managers 


DETROIT.— Appointments of 
new Nash Motors zone managers 
in New York, Chicago, Los Ange- 
les, Seattle and Denver and an as- 
sistant zone manager in Denver 
were announced today (March 13) 
by H. C. Doss, sales vice-president. 

Zone managers named include 
L. B. Hakes, New York; J. B. 
Fountain, Chicago; R. D. Bolt, 
Los Angeles; W. E. Boyer, Se- 
attle, and A. H. Clark, Denver. 
H. A, Lotz is the new assistant 
zone manager at Denver. All ap- 
pointments were effective March 1. 
Doss also announced that L, T. 
Kouns, who has been regional man- 
ager and Los Angeles zone man- 
ager, would devote his entire time 
to the duties of western regional 
manager, with headquarters in Los 
Angeles. 

Hakes, who has been zone man- 
ager in Chicago since 1947, re- 
places R. H. Israel, granted a leave 
of absence because of illness. He 
joined Nash in 1943. 

Fountain, Milwaukee zone man- 
ager since 1944, joined Nash in 
1936 as assistant regional man- 
ager with headquarters in Ke- 
nosha, 

Bolt, who has been transferred 


Studebaker Net 
In 1949 at High 
Of $27,563,876 


SOUTH BEND: — Studebake-’s 
1949 production, sales and proi ts 
were all of record proportions, H. 
S. Vance, chairman and preside tt, 
reported last week. 

The company and its subsidiar:es 
in 1949 had a consolidated net profit 
of $27,563,876, after all charges, in- 
cluding provision for federal and 
Canadian income taxes. This is 
equal to $11.70 a share on 2,355,460 
shares of common stock outstand- 
ing at the end of the year. It com- 
pares with a net profit in 1948 of 
$19,114,972, after all charges, equal 
to $8.11 per share on the common 
stock. 

Studebaker’s sales in 1949 totaled 
$473,119,000, as compared with $383,- 
644,524 in 1948, an increase of 23.3 
percent. 

In a report to stockholders, Vance 
pointed out that the ratio of net 
income to sales in 1949 was 5.83 
percent, compared with 4.98 percent 
in 1948. 

“The upward trend in our profit 
margin will be reversed this year,” 
he said. “Our schedule for the first 
quarter calls for the assembly of a 
greater number of passenger cars 
and trucks than in any previous 
three-month period, and 30 percent 
more than in the initial quarter 
of 1949. 

“Effective Feb. 1, 1950, however, 
we made reductions in the list 
prices of all our passenger car mod- 
els ranging from $82 to $135, so as 
to strengthen our competitive posi- 
tion.” 

In 1949 Studebaker produced 2339,- 
900 passenger cars as compared 
with 166,755 the year before, an 
increase of 43.9 percent, while the 
industry as a whole showed a gain 
of 30 percent in number of pas- 
senger cars manufactured. Number 
of trucks produced by Studebaker 
last year was 64,971, as compared 
with 67,982 in 1948, a decline of 4.4 
percent. Truck production for the 
industry as a whole declined 16.7 
percent. 





Sept. 13-15—National Petroleum Assn., Ho- 
tel Traymore, Atlantic City, N. J. 

Oct. 2-6— American Trucking Assns. 17th 
annual convention, Waldorf-Astoria, New 
York. 

Nov. 13-l6—American Petroleum Institute 
30th annual meeting, Los Angeles. 

. * * 


General 

Mar. 15-17—American Management Assn. 
(marketing), Hotel Statler, New York. 

Mar. 16-26 — Auto Show, Geneva, Switzer- 
land. 

Mar. 20-2—Canadian Automotive Whole- 
salers Assn. annual convention, King 
Edward hotel, Toronto, Ont. 

Apr. 15-23— British auto makers show, 
sponsored by Society of Motor Manu- 
facturers, Grand Central Palace, New 
York City. 

Apr. 17-2I—Wisconsin Auto Trade Assn.'s 
second annual course on dealer manage- 
ment, University of Wisconsin, Madison. 

Apr. 24-27—i9th National packaging expo- 
sition, sponsored by American Manage- 
ment Assn., Navy Pier, Chicago. 

Apr. 25-26—Metal Powder Assn. annual 
show, Book-Cadillac hotel, Detroit. 
Apr. 26-27—Third Highway Transportation 
Congress, sponsored by National High- 
way Users Conference, Hotel Mayflower, 

Washington. 

Mey oe nareICneT Motor Show, Turin, 
taly. 

May 5-9— Mexican Pan-American stock 
car race, Mexico. 

May 13-29— French International Trade 
Fair, Paris, France. 

May 18-20—Automotive Engine Rebuilders 
Assn. convention, Hotel New Jefferson, 
St. Louis. 

May 22-24—1950 National Convention of 
Sales Executives, Detroit. 

May 29-June 9 — Canadian 
Trade Fair, Toronto. 

May 30 — 500-Mile Race, Indianapolis 
Speedway, Indianapolis, Ind. 

May 3l-June 2—Advertising Federation of 
America, national convention, Detroit. 
June 26-30—American Society for Testing 
Materials, 53rd annual meeting, Chal- 

fonte-Haddon Hall, Atlantic City. 

Aug. 7-19—First U. S. International Trade 
Fair, Chicago. 

Oct. 5-15—Auto Show, Paris, France. 

Oct. 16-20—National Safety Congress and 
National Safety Council exposition, Chi- 
cago. 








International 


* * * 


Engineering 

Mar. 14-16—Society of Automotive Engi- 
neers (passenger car, body and pro- 
duction), Hotel Book-Cadillac, Detroit. 

Apr. 10-14—American Society of Tool En- 
gineers show, Philadelphia. 

Apr. 10-14—American Society of Mechani- 
cal Engineers, Hotel Statler, Washing- 
ton, D , 

June 4-9—Society of Automotive Engineers 
summer meeting, French Lick, Ind. 
June 12-16—American Society of Mechani- 
cal Engineers fourth national materials 
handling exhibit, International Amphi- 

theater, Chicago. 

June 19-23—American Society of Mechani- 
cal Engineers, Hotel Statler, St. Louis. 

June 26-30—American Society for Testing 
Materials 53rd annual meeting (Exhibit 
of testing apparatus and equipment), 
Atlantic City. 

Aug. 14-16— Society of Automotive En- 
gneere National West Coast meeting, 
iltmore hotel, Los Angeles. 

Oct. 16-18—Society of Automotive Engi- 
neers transportation meeting, Hotel 
Statler, New York. 

Nov. 9-10—Society of Automotive Engi- 
neers fuels and lubricants meeting, 
Mayo hotel, Tulsa, Okla. 

Nov. 26-Dec. 1—American Society of 
Mechanical Engineers, Hotel Statler, 
New York. 


St. Louis Dealers 
Found Breaking 
Sunday Sale Ban 


ST. LOUIS. — Competition in St. 
Louis county is becoming so keen 
that some dealers are getting the 
jump on competitors by making 
sales on Sunday, in violation of 
state law, according to Joseph M. 
Schlecht, secretary-manager of the 
Greater St. Louis Automotive Assn. 


Schlecht said he had learned 
that one dealer made Sunday sales 
of 10 new cars in addition to sales 
of used cars. 

Schlecht pointed out that the as- 
sociation had passed a resolution 
at its last meeting which called on 
“all law-enforcing agencies, the Bet- 
ter Business Bureau and other 
groups to cooperate in bringing 
about full compliance with the 
Sunday-ban statute.” 

Under Missouri law, sales on 
Sunday are subject to a fine not 


from the Denver zone to Los An- exceeding $50. 


geles, joined Nash in 1938 at Oak- 
land, Calif.. as regional business 
manager. 


Boyer, new zone manager at Se- 
attle, was promoted from assistant 
zone manager at Los Angeles. He 
joined Nash in 1946 as district man- 
ager in Los Angeles. 


Clark, transferred from the Se- 
attle zone to Denver, has been with 
Nash since 1945. 

Lotz, new assistant zone man- 
ager in Denver, joined Nash in 
1941 as western regional service 
manager. 

Kouns joined Nash as a midwest 
field representative in 1943. 
Appointment of a Milwaukee 
zone manager will be made at a 
later date, Doss said. 


Advertising Post 
Goes to Ewald 


NEW YORK.—Henry T. Ewald, 
president of Campbell-Ewald Co., 
Inc., has been elected to the newly 
created office of honorary chairman 
of the board of the National Out- 
door Advertising Bureau, Inc. 

Harrison Atwood, chairman of 
the executive committee of Mc- 
Cann-Erickson, Inc., will succeed 
Ewald as chairman of the board. 
The elections took place at the bu- 
reau’s*annual meeting here. 

John M. Paver, president and 
general manager of the bureau, was 
re-elected. 


Calif. Dealers Elect Today 
SAN FRANCISCO.—The annual meeting and election of officers 
of the Northern California Motor Car Dealers Assn. was scheduled 
for today (March 13) in the St. Francis hotel here. 


Featured speaker at the parley will be W. Walter Williams, presi- 
dent of Continental, Inc., reports Amos T. Crowl, association man- 
ager. Williams is chairman for the Committee of Economic De- 
velopment, 
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oo i NEW CAR REGISTRATIONS AUTOMOBILE DEALER ANALYSIS 

. IN NEW YORK DURING 1949 NEW YORK METROPOLITAN AREA 

aking 

on of 

i An exhaustive survey of new car buyers, where The location of each new car dealership in the 

a they live, which make they purchased ... entire (50 mile) metropolitan area... 

one @ Sales rank of all new cars, private and @ 416 dealerships are located in the 115 sales 

he as- business-owned cars, listed separately, in a districts of the 5 boroughs of greater New York. 

o borough-by-borough analysis. 

e Bet- r : f @ 1326 dealerships are spotted in each city and 

nging Total number of new cars sold in each o town of 1,000 population and over in the 50-mile 

pe 115 New York sales districts. suburban area surrounding New York. 

@ not @ Percent of borough sales of individual make : sl ll 
within eciie disse. ® This study, probably the only one of its kind in 

' New York is of particular interest to automobile 

® Percent of total sales of all cars each in- sales executives who may now tell at a glance 

dividual make enjoys within each district. how their distribution set-up covers the market. 

wald, 

. Ca. 

con These two studies go hand-in-hand. They'll ual you will be able to review, analyze 

4 cua show. for instance, the areas where more and plot on district maps your entire 

in, of new cars in your price range are sold... dealership organization in New York. 

eceed how you rate with your competition in Ask to see the complete package. Just 

oct dealer coverage of these vital selling call a Hearst Advertising Service man 
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Makers Attack Laxness 
In Final Inspection 


By A. H. Allen 


(The opinions expressed herein are those of Columnist Allen and are not 
necessarily those of Automotive News.) 


f Yacacerhd phere of inspection standards and more concen- 
trated attention to quality control are phases of auto- 
motive manufacturing now occupying high positions on the 
agenda of many plants. They range all the way from a more 
careful inspection of incoming materials and parts, with 
heeuest rejection & ee 


standard items, down to final | 
ehecking of each car as it 
rolls down the assembly line. 

As long as the demand for greater 
quantities of materials and parts 
to meet assembly schedules was 
present, there was often a certain 
laxness on the part of suppliers 
whose principal concern was to get 
the stuff shipped. 

Now, as the flow of materials 
more nearly balances production 
requirements, inspectors are more 
inclined to “lower the boom” and 


refuse to accept 
shipments which 
deviate from 
minimum _stand- 
ard. 

Quality control 
is being reduced 
to a science and 
engineering 
groups spend 
their full time de- 
vising the most 
effective means to 
keep a _ constant 


A, H, Allen 


lana sure check on quality of parts 
and subassemblies in process. 

In this connection, the prepara- 
tion and issuance of standards is 
a project in itself. Maintenance of 
|reasonable standards is not only 
an aid to quality control but at the 
| same time is a means of cost re- 
duction. This applies both to pro- 
duction parts and to equipment, 
tooling, fixtures and machinery as 
well. 

+ * * 


Concentrate on Standards 


| TECHNICAL societies have taken 
an active part in the develop- 
ment and promulgation of stand- 
ards, Notable are the many stand- 
ardization programs of the Society 
of Automotive Engineers, the Amer- 
ican Standards Assn. and others. 
One difficulty which automotive 
standards experts have voiced with 
association propects is that they 
move too slowly. This is under- 
standable because the men partici- 
pating in standards committee 
work all have jobs of their own 
to manage and cannot sacrifice too 
much of their time for extracur- 
ricular activities. 

Large companies which can af- 
ford to have full-time depart- 
ments doing nothing but working 
on standards can move much 
more quickly. This has been true 


| 
r 


TYJESKI MOTORS DELIVERS. TO POLICE—The village of Brook Park, O., has purchased 
a Hudson from the Cleveland dealer for police work. Left to right at the presentation ar« 
Mayor Howard C. Koithoff; Eugene Tyjeski, dealership president; Chief George Dieckmar 


and Charles W. Schuur, Tyjeski sales manager. 


in the automotive industry where 
General Motors, Ford and Chrys- 
ler have taken the initiative on 
numerous standardization proj- 
ects and have invited other mem- 
bers of a participating industry 
to sit in on the development of 
mutually agreeable standards. 
The technique has been named 
the Joint Industry Conference, or 
JIC method, already applied with 
success to standardization of elec- 


Holding cars or trucks on hills for easier, safer starts, the Rein ROLL HOLDER 


is a new safety device that is making a big hit with drivers everywhere. The 


four wheels of the vehicle are braked firmly up or down hills, and at traffic 


lights where creeping is dangerous. Protects against theft 


Backed by National Advertising! 


Advertising in the automotive trade publications, direct mail, displays, and a 


— easily installed. 


fortified sales promotion campaign, are the dominant factors in creating sales 


for General’s new product. See your jobber or write us 


for 


yy 
GY 
=—y 


full 
HOLDER! 


Balanced 


century these products have been, 


details about 


profit-producing 


Rein ROLL 


*B-V Generators and Armatures 


for vibration-free 


smoothness; 


ventilated for 


cool operation assuring longer, uninterrupted generator 
performance. For more than a quarter 


and 


are, recognized for their superior per- 


formance. Available for all popular igni- 


tion systems. 


* Balanced and Ventilated 
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General rérunature & MWManufacturing Co. 


The World's Largest Independent Manufacturer of Replacement 


intomotive Generators PTT Armatures 


LOCK HAVEN, 


PENNSYLVANIA 


@ SAFETY 

ae 198) hed 

Le tele kia. | 3) 
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trical and hydraulic controls, press 


sizes, etc. 
* * * 


Grille ‘Hole’ Filled In 
ICTURES of the new smal! 
Kaiser car, scheduled for pro- 

duction sometime in June, show a 

large oval-shaped cutout in the 

hood top, around the central ele- 
ment of the grille. 


Some of the critical observers 
who were shown the model at Wil- 
low Run expressed disapproval of 
the design, claiming it spoiled the 
front-end appearance. 


They can rest easy, for according 
to K-F engineers the hood design 
has been changed for production 
models to eliminate this “hole.” 

* * * 


Valve Worked Free 


a" AUTOMOBILE plant was 
+4% Having trouble with a newly- 
installed three-way air valve be- 
cause of rust jamming up the 
action of the valve. An air supply 
line was torn down and cut apart 
to disclose a heavy collection of 
rust on the inside of the pipe which 
had been in service for many years. 
Lubricators were attached to the 
air line, and trouble with the valve 


ceased. 
* * 


Leather-Seat Push 


INE leather goods suppliers 

have joined forces in what is 
called the Upholstery Leather group 
of the Tanners’ Council of America. 
They have embarked on a promo- 
tion campaign to sell the distinc- 
tiveness and durability of “genuine 
leather” for automobile upholstery. 


Leathers are now furnished in 
a complete range of colors to 
complement or accentuate the 
newer colors being used in auto- 
motive finishes. 


Also being shown to car stylists 
is a snap-on cover or boot for con- 
vertible tops, made of leather and 
fabric combination, and hinged in 
five places to form its own all- 
leather container resembling a 
small piece of luggage. 


K-F Plans Output 
Of 6,000 Kaisers 


Yearly in Israel 


NEW YORK. — The establish- 
ment of an automobile assembly 
company to produce 6,000 cars a 
year in Israel was disclosed in a 
joint announcement last week by 
Arthur Lourie, consul general of 
Israel, and Edgar F. Kaiser, pres- 
ident of Kaiser-Frazer Corp. 

To be known as Kaiser-Frazer of 
Israel, Ltd., the newly formed com- 
pany has obtained a plant of 115,- 
000 square feet in Haifa, Israel, 
where production is scheduled to 
begin in April, according to Kaiser. 
The initial production schedule of 
6,000 Kaiser cars a year is based 
on a One-shift operation. 

American-made assembly equip- 
ment is now being rushed to the 
new plant, and an American plant 
manager has been sent to Haifa. 
Technical supervisory personnel 
from the company’s Willow Run 
plant will be sent to train the 
more than 300 Israelis who will be 
employed in the new company, Kai- 
ser stated. 

Basic component parts of the 
Kaiser automobiles will be shipped 
from the company’s willow Run 
plant to the new facilities in Haifa 
and combined with materials of 
Israeli manufacture in the final 
production of the automobiles, ac- 
cording to Kaiser. 

Total capitalization of the Israel 
company is $2,500,000, 
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Two-minute recipe for a hard-boiled egg 








everything but the 
fancy decorations, ’’ 
yaps this 
customer. 





AF 





So he calls the protections of my Universal C.I.T. package 
plan “decorations”! For the first time in my life I almost dislike 
a customer. “‘Look,” I tell him, “this finance plan is awful 
nice trimming to have on your tree when things go wrong. 
Here’s what it’s done for some of my customers.” 


Because I’ve made a practice of keeping a list of claims 
collected by my customers, I had something to open his eyes. 


‘“‘Let’s go over this,” I urge, slipping the list from under my 
desk pad. ““Two claims filed under Customer Group Life 
means two families got title to fully paid-up cars. Three under 
personal accident. Twenty collision claims, and half a dozen 
miscellaneous comprehensive claims, two fire, and three theft 
settlements. Besides these I know of at least a dozen claims 
on ‘Towing and Road Service and two Bail Bonds issued. What 
makes you think these things can’t happen to you?” 


Vital to Dusty’s success in the 


“All right, I’ll take back what I said about decorations. 


automobile business is his know-how But what do all these extras cost?’’ This guy gives in grace- 
in selling a finance plan. Here he uses fully and I’m over my peeve by now. 
case-histories of local townfolks to paint a ‘*‘About a dollar a month,” I reply, ‘‘and a darned inexpen- 


convincing picture of how his sive worry remover, too. 


- 


Protection Plan really gives protection. So he signs up and three months later I add his name to 
my desk list. Seems he tangled fenders with a bus... . and 
UNIVERSAL C,1.T. I had a repair job to do for him. 
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MAXEY & DONNELLY MOTOR BEGINS I6TH YEAR—Three partners in the Nashville a? 


Studebaker firm accept a 


bronze plaque presented on the occasion of the dealership's 15t 


anniversary. Left to right are Reuben A. Parker, District Manager netieed F. Dolan, Edward 


C. Maxey and Earl W. Donnelly. 


Legal Guide 


Pa. Group Publishes 


Book for Members 
HARRISBURG, Pa. — “P.A.A. 
‘Timely Tips’ to Dealers,” 
page book which defines laws af- 
fecting dealerships, has been pub- 
lished by the Pennsylvania Auto- 


motive Assn. 
Sent to all association members, 





the publication has sections on 
rules of the bureau of motor ve- 
hicles and the bureau of highway 
safety. It also devotes considerable 
space to labor laws. 

The book defines different classes 


a 110-|of commercial vehicles and their 


fees, and tells how to prepare reg- 
istration and other forms. 

A special feature reveals ways of 
telling if a used car is a painted-up 


taxicab. 













yook at its important 


~PLUS-VALUE” FEATURES! 


KENT-MOORE’S NEW 


SERVICE MERCHANDISER! 


Plenty of it. . 


*** then look 


Kent-Moore 


ORGANIZATION, Inc. 


GENERAL MOTORS BUILDING © DETROIT 2,. MICHIGAN 


Original-Equipment Share Up . 
Tire Shipments Show 


Rise of 17 Percent 


NEW YORK. Manufacturers’ 
shipments of passenger-car casings 
in January were up 17.74 percent 
to 5,032,879 units from 4,274,442 in 
December, according to the Rub- 


2 Speakers Set 
For Neb. Parley 


LINCOLN, Neb. — Speakers for 
the Nebraska New Car Dealers 
Assn. convention, set for March 30 
at the Fontenelle hotel, Omaha, will 
be Dr. Kenneth McFarland of the 
public relations staff of General 
Motors, and Robert R. Nadal, used- 
car and truck manager of Ford 
division. 

Aside from business meetings, 
there will be a luncheon, a banquet 
and entertainment. Registration fee 
is $15. 








Merchandiser. . 


good look . 


Engineers and Manufacturers of Special Automotive Service Tools and Equipment 
Seles and Service Engineering Representatives in Principal Cities Coast-to-Coast 


Here it is, Dealers! Just what you've been look- 
ing for to snap up appearance and spark 
increased efficiency in your bustling service 
department. It’s the new Kent-Moore Service 
. smartly styled, sturdily built, 
functionally engineered to provide maximum 
utility for your service operations. Yes, take a 
. at its gleaming white baked enamel 
finish, its , bright red trim. Bound to make a good impression 
On your service customers! Note its compact design, its sectional 
unit construction. Fits in almost any desired location, gives you 
complete flexibility of arrangement in single or continuous line 
installation. Check its rugged construction. Made of heavy gauge 
metal that’ll stand up in use, take lots of abuse. Storage space? 
. on the center tool panel, in the big roomy end 
cabinets, and in the work bench itself. Doors swing freely, fit 
snugly, lock securely, too. And as for work bench surface area, 
just measure it. 48” wide by 30” deep, completely protected by 
a durable tempered Masonite cover. Now for price. . 
news of all! So surprisingly low that you can’t afford to pass it 
up. Act now! Write for complete information today! 


its amazing 





against 1,014,946 units in the pre- 
vious month. Stocks of truck and 
bus casings were up 8 percent to 
1,877,315 units. 

Shipments of automotive tubes 
were up over 25 percent to 5,312,02¢ 
units compared with 4,222,315. in 
December. 


Production of tubes increased 
5.44 percent to 5,629,229 units and 
end-of-month stocks were up about 
2 percent to 10,925,678 tubes. 


GM Employment, 
Payrolls for 1949 
At Record Levels 


DETROIT.—General Motors pay 
rolls were at a record level and 
employment at a peacetime high in 
1949, C. E. Wilson, president, and 
Alfred P. Sloan jr., chairman of the 
board, revealed. Their statement 
was issued prior to distribution of 
GM’s 1949 annual report to 434,000 
stockholders. 

As expected in a year of record 
production, they said, total pay 
rolls reached an alltime peak of 
$1,440,690,450, compared with $1,- 
283,865,090 in 1948 and the previous 
high of $1,380,032,467 in wartime 
1944. 

The average number of salaried 
and hourly-rate employes on the 
pay rolls last year was 401,326, a 
new peacetime high. This_ total 
compared with 380,329 for 1948 but 
was less than the figure for the 
war years of 1943 and 1944. 


There was an average of 286,525 
hourly-rate employes working in 
General Motors plants in the United 
States in 1949, while hourly-rate 
pay rolls in the U. S. totaled $1,- 
019,293,641. Comparable 1948 totals 
were 269,056 employes and $896,777,- 
099 in pay rolls, Average weekly 
earnings for GM hourly-rate em- 
ployes in the U. S. amounted to 
$68.41 last year, compared with 
$64.10 in 1948. 

Generally, GM factories were 
operated on a 40-hour, five-day 
week throughout 1949, except for a 
brief period in some plants during 
the steel strike and during brief 
periods for model changes and in- 
ventory. 

More than half of GM’s employ- 
ment was concentrated in three 
Michigan cities. Flint totaled 54,257, 
Detroit 48,474 and Pontiac 25,029. 






ber Manufacturers Assn.’s monthly 
report. 


High shipments to automobile 
manufacturers accounted for the 
increase as replacement ship- 
ments were a little lower than 
the previous month, according to 
the report. 


Production of passenger tires 
was up to 5,710,675 units from 
5,260,128 units the month before. 
The higher production accounted 
for an increase of 6.46 percent in 
manufacturers’ stocks at the end 
of January, which is normal for 
the season. 


Shipments of truck and bus cas- 
ings were down 3.53 percent to 
925,693 from 959,558 units in De- 
cember. 

Production of truck and bus 
casings was 10 percent higher in 
January than it was in December 
with 1,116,701 units produced 





Farnsworth Gets 


Top Olds Sales 
Post in South 


LANSING. — O. C. Farnsworth 
was named Oldsmobile’s southern 
regional manager last week with 
headquarters in Memphis. G. R. 
Jones, general sales manager, also 
announced the following other pro- 
motions in the Oldsmobile field or- 
ganization: 


P. J. Monaghan, formerly assist- 
ant zone manager in Chicago, to 
succeed Farnsworth as zone man- 
ager in Philadelphia, to zone man- 
ager in Oakland, Calif. 


Farnsworth succeeds H. F. Banks, 
transferred to the Detroit zone. 
Swartz succeeds Russell Lesher, 
delegated to special assignments in 
the Pacific region. 

Farnsworth joined GM in 1929, 
transferring to Olds in 1933. Mona- 
ghan has been with GM since 1936, 
joining Olds in 1940. Swartz joined 
Olds as a service representative 
in 1935. 


BASIC 
MODEL 
435141 


Out of Business 
22 Montana Outlets 


Quit in 1949 


HELENA, Mont. Twenty-two 
state dealers went out of business 
in 1949, according to the Montana 
Automobile Dealers Assn. 

While the group did not have a 
| record of reasons for the termi- 
jnations, G. W. Yoder, association 
president, said: 

“No doubt there were a few that 
sold and closed completely, others 
because of financial difficulty.” 

In January, 1950, three Montana 
dealerships were closed, according 
to the report. 


. the best 


Sumpter Opens Truck Center 

Fort Sumpter Chevrolet Co., Inc., 
Charleston, S. C.,, has opened its 
new truck headquarters at 166 
Meeting St. 
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Every customer is a potential repeater and continuing 
source of income to you, unless crude, unfair or undiplo- 
matic treatment sours his good will. 

am That’s why the financing of your time payment sales 

ith ° 

R should be under your own control, and your selection of a 

= financing connection should be based on knowledge and 

st _ experience. 

.n- There is definite stress laid on the ‘Shuman element’’ in 

“4 Commercial Credit service, starting with the selection 

in and training of representatives, office managers, credit 

29, men, adjusters or what. 


Thus, the credit service is always competent .. . never 
blundering. Raw, ill-mannered collection or adjustment 
methods, that re-act against the dealer, are ruled out. 


The human element in Commercial Credit service ... the men 
who work with you in all your financing transactions .. . 
play a helpful part in making more profitable sales for you. 





: COMMERCIAL CREDIT CORPORATION 


or A Subsidiary of 
> Commercial Credit Company Baltimore, = Capital and Surplus Over $100,000,000 


MORE THAN 300 OFFICES IN PRINCIPAL CITIES OF THE UNITED STATES AND CANADA 





AUTOMOTIVE WASHINGTON 





Byrd Economy Group 
Keeps Senate Backing 


By William Ullman 


Washington Correspcndent 


LIVELY defense of Sen. Byrd, Virginia Democrat, and 


his committee on reduction of non-essential federal ex- | 
oe ae in the Senate the other day wound up in a three- | 


our debate of government fiscal policy and deficit spend- 


ing. The argument started with the V 


nying charges against the®——— 
committee made previously | 


by Sen. Humphrey of Minne- 
sota, also a emocrat. Member 
after member rallied behind Byrd, 
with some challenging the admin- 
istration to balance the budget or 
risk financial ruin for the country. 

Humphrey, who was prepared to 
speak in rebuttal when Byrd com- 
pleted his address, was prevented 
from taking the floor for more 


irginian’s speech de- 


The reaction to 
the Byrd defense 
was so strong 
that it was evi- 
dent that Hum- 
phrey’s attempt to 
kill the Byrd 
committee would 


fail. 
But when he 
got the chance, 


Humphrey reiter- 
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READY FOR PONTIAC DRIVEAWAY—The University of California has picked 35 students|_. . 
by lot for a trip to Pontiac to drive 35 Silver Streaks back to California. The Berkeley his fellow members should give a 


| university has a fleet of several hundred Pontiacs. 





useless and has served no function | 
since 1947. 


* * + 


Policy Promotion Forced 


ne given before the 
House Appropriations commit- 
tee was utilized by the NAM last 
week to illustrate the manner in 
which the Budget bureau exerts its 
power to force quasi-judicial gov- 
ernment agencies to promote ad- 


reau of trade practice confer- 
ences, was the witness. The prime 
objective of Miller’s agency is the 
elimination of unfair and decep- 
tive trade practices through vol- 
untary action taken by industry 
members after conferences and 
discussions. 

The Budget bureau, Miller re- 
vealed, made it plain that it thought 
this phase of the commission’s 




























than two hours because of what he 
called the “eulogies” for the Vir- 


William Ullman 
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MET «dubia 


STOPS MISTAKES—SAVES TIME. Indica- 

tion shows price of each item and 
total. Machine automatically adds items, 
preventing mistakes in addition, and speed- 
ing customer service. Records from 1¢ to 
$999.99. Gives protective supervision over 
all prices charged, and control of all money 
collected. 


EXTRA LARGE CASH DRAWER. 7-coin, 4- 

bill compartments. Free-gliding roller- 
bearing construction prevents binding and 
sagging. Removable, plastic coin tray per- 
mits balancing cash in private. 





ginian and the economy addresses. ;tee was wasteful in that it was 


this machine g 


3 : Business grows more complex every day—demands more busi- 

ness information and more accurate information. Install a 

to National ‘‘200’’—the streamlined National Cash Register 

ba that contains an in-built adding mechanism. It gives you so 

‘ much information, so much protection —at such low cost — 

that you cannot afford to be without it any longer. 
The National ‘‘200” distributes your transactions 

automatically into any 8 desired classifications, 

such as departments, selling employees, services, 

commodities, etc. Notations may be written op- 

posite any entry. The in-built adding mechanism 

is completely independent, and can be used at 

any time without disturbing the cash register 


The National ‘‘200” brings you simplified, 
mechanized record-keeping. It prevents 
mistakes...speeds service...shows the 
price of each item in a purchase and 
the mechanically added total of all. 
Absolute figure accuracy is assured. Have 
your local National Cash Register office 
demonstrate the time-and-money-saving a 
advantages of the National ‘‘200”’ to 


ated his charges | ministration policies. 
that the commit- 


YOU NEED 


the more complete 
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Check these features against your needs! 


AUTOMATIC DISTRIBUTION. Classifica- 

tion keys automatically separate sales 
by departments, selling employees, serv- 
ices, commodities, or other classifications. 
Quickly adapted to any need or use. 


DESCRIPTIVE KEY SECTION. Identifies 

individual selling employees. Records 
sales-slips, numbers, quantities, weights, 
etc. Prints stock, code, and size numbers, 
etc. 


Henry Miller, director of the 
‘ederal Trade commission’s bu- 'of force through anti-monopoly 


operations to police industry was 
of secondary importance to the use 





information 
ives you! 
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ALL RECORDS UNDER LOCK 

AND KEY. A 5-position lock, 
operated by proprietor’s personal 
control key, protects records and 
accumulated total. 









action in the courts. As a rest lt, 
Miller’s appropriation for the next 
fiscal year was cut by $64,700. 

At the same time, FTC Commis- 
sioner Mead told the committee 
that the agency proposes to spend 
$476,200 more on its anti-monopoly 
program, in the fiscal year begin- 
ning July 1, than is contemplated 
during the current fiscal year. 

. * e 


Bureaucratic Bankruptcy 


CCORDING to recently pub- 

lished hearings of the House 
Appropriations committee, Rep. 
Cannon, Missouri Democrat and 
chairman of the group, gave the 
following examples as reasons why 
scrutiny” to the 


“most careful 


budget: 

“It takes 20 percent more to 
operate the Post Office’s fleet of 
motor vehicles than it does to 
operate private transport fleets. 

“Thirty-eight government agen- 
cies are engaged in lending money. 

“There are 75 separate federal 
offices dealing with transporta- 
tion and nine separate govern- 
ment committees establishing 
policies under which these 75 
agencies are supposed to work. 

“The Army tore down a $16,000,- 
000 camp in Alaska and shipped 
the lumber to Seattle, where the 
Department of the Interior ac- 
quired the lumber and shipped it 
back to a point not 10 miles from 
the original camp site. 

“The original total cost of con- 
struction of hospitals per bed for 
private hospitals is about $16,000; 
for federal hospitals, about $25,000. 

“Victory through bankruptcy,” 
the Cannon note concluded, “may 
be the aim of the Kremlin.” 

+ * +. 


State Department Reds 


— constantly rising political 
tempo in the session was re- 
| flected in the Senate decision to 
investigate charges of Sen. Mc- 
Carthy of Wisconsin that employes 
and officials with communistic lean- 
ings were being shielded in the 
State department. This charge may 
be superceded by a controversy as 
to whether President Truman's 
order to refuse to bare loyalty files 
|to the Senate can be set aside. 
The possibilities for extended po- 
litical debate in the controversy 
are enormous, with the result that 
pending legislation may be slowed 
up during the next two months. 
* * 7 





| Small Business Board 


T= Senate has voted to set up 
a special small business com- 
mittee to listen to the troubles of 
little concerns and to return with 
recommendations. A number of 
proposals have been made, rang- 
ing from a special “capital bank” 
organization within the Federal 
Reserve system to abolishing the 
10-year repayment limit on RFC 
loans. 
* * * 


| Excise Tax Cut 

| [a= belief is now quite general 

here that Congress will reduce 

|but probably not abolish a good 
many wartime excises. One levy 
almost certain to be completely re- 

| Pealed, however, is the 3 percent 

| charge on freight. 


* * * 


Consumer Credit Down 

HE Federal Reserve board re- 

ported last week that outstand- 
ing consumer credit, including the 
amount owed on installment pur- 
chases, dropped $442 million during 
January. The FRB explained that 
the decline was seasonal. It was, 
however, the first decrease from 
the preceding month since January, 
1949, but at the same time the Jan- 
uary, 1950, total of $18,335 million 
was still $2,857 million higher than 
a year ago. 


Ford Delivers 280 Cars 
To Phila. Agencies 

PHILADELPHIA. — Ford Moto 
Co. has delivered 280 cars to th 
Philadelphia police and fire bu 
reaus. The 1950 models replace 27! 
Fords purchased in January, 194! 
Delivery of the latest order was 
completed in less than two month: 

All of the cars are two-door 
sedans. They were assembled in th 
Ford plant at Chester, Pa. The city 
also has an order for 45 emergency 
police patrol wagons from Genere! 
Motors, it is reported. 
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Want a personal introduction to 





the leaders in your community? 


Of course you do. For the better you know them, the better your chance of 
selling those really influential people. And they’re your most important prospects! 
Sell them and you’re well on your way to selling other folks who admire and 


imitate them. 


And you get the next best thing to a personal introduction when your 
manufacturer’s ads appear in The Saturday Evening Post. For nearly all your 
“premium prospects” are regular Post readers. When they see your car adver- 
tised in the Post, they immediately think of you, their local dealer. 


Yet the Post gives you more than a friendly introduction. It gives you a 
strong sales boost at the same time! A recent survey among magazine readers 
shows that people pay more attention to advertising in the Post .. . and have 
more confidence in the products advertised in the Post than in any other 


weekly magazine. 


That’s why the Post is top salesman among magazines. It not only calls on 
the really important prospects; it has the priceless ability to convince them, too! 
No wonder automobile manufacturers place so much more advertising in the 
Post than in any other magazine. They’ve found it’s the best way to recommend 


you to your most valuable prospects . . . to help you make the sale! 


reaches the people who mean business 
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Curvaceous Rear Ends Prevail on New Models... 


Slipstream Gives Way to Bustle 


By Mac Gordon 
Associate Editor 

USTLES have unseated slip- 

streams in styling popularity on 
1950 new-car models. 

At this outset of the model 
year, fewer fastbacks are avail- 
able to the purchaser than at any 
time since the war. 

The rising postwar curve in favor 
of notchbacks sharply reverses the 
trend of the late '30s and early ’40s, 
when fastbacks predominated on 
the new-model four-door and two- 
door sedans. 

* . * 
R the technical-minded, fast- 

back refers to the rear end of a 
car whose roof line flows without 
interruption from top to bumper. 


An outstanding example is the 
Chevrolet Fleetline. 
Notchback means a rear end 


whose trunk bubbles out beneath 
the backlight either in a gentle 


or severe curve. The Lincoln Cos- 





“MAKE SURE IT’S Safety 


@ Then you'll know that 


Glass of unexcelled quality . . 


mopolitan sports sedan is an emi- 


nent example of this type. 
Each term has numerous syn- 
onyms. Some _ used 


fastback are slipstream, tear- 


+ * * 





FASTBACK FOR ‘'50—The roofline extends in 
an unbroken — from top to bumper in 
this new Buick Special Jetback four-door 
sedan. Buick Special fanciers are also offered 
a rounded-trunk design in the four-door Tour- 
back sedan. 

+ * 


* 
drop, jetback, slantback, flatback, 
and zipperback. Notchback is also 
called bustleback, humpback, 
tourback, trunkback and rollback. 
Only two makes now offer noth- 


your cars are equipped with Safety 
. Safety Glass that retains its 


clarity indefinitely; that affords unsurpassed clarity of vision. 
And because Pittsburgh Safety Glass has these properties— 
because it has achieved an enviable record of dependable serv- 
ice in the automobile, aviation and railroad car industries—it 
has earned the respect of both manufacturers and car buyers. 

But there is another important reason why manufacturers 
insist upon Pittsburgh Safety Glass: They know that long ago, 
in anticipation of the needs of modern vehicles, Pittsburgh 


instead of | 
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| ing but fastback two and/or four- 
|door sedans. They are Crosley and 
Nash. 

An option on various body styles 
| between the two rear-end designs 
}is made available on 1950 or 1951 
cars by six additional makes— 
Buick, Chevrolet, Kaiser, Oldsmo- 
bile, Packard, Plymouth and Pon- 
tiac. 

The rest of the makes present 
notchbacks exclusively on their 
sedan models. These bustle advo- 
cates are Cadillac, Chrysler, DeSoto, 
Dodge, Ford, Frazer, Hudson, Lin- 
coln, Mercury and Studebaker. 


+ + * 
i‘ medium-priced 1951 Kaiser 
will offer notchback sedans, 


while the lower-priced new Kaiser 
will be available at first solely in a 
fastback two-door sedan. 


Information as to the sales pref- 
erence between fastback and notch- 
back sedans, where an option is 
available, is generally kept confi- 
dential by the factories. 


It is known, though, that Chev- 


Glass 


BY PITTSBURGH“ 








1950 


rolet hoisted the production 
schedules on its 1949 Styleline 
bustleback series last spring, at 
the same time reducing assem- 
blies of the Fleetline fastback 
sedans. 

When Chevrolet launched 1949- 
model output, 50 percent was de- 
voted to the new Styleline design 


jand 50 percent to the hotselling 


Fleetline sedans. The _ Styleline 
share was raised to 60 percent 
during the sales boom of last sum- 
mer:and fall. 

The fact that several makers 
have recently done away with fast- 
back cars would point to the con- 
clusion that the new-car buyer is 
leaping abroad the bustle band- 
wagon. 

* * + 
‘ year, for the first time since 
the mid-1930’s, Cadillac, is pro- 
ducing no fastback model. The slip- 
stream sedanet available on 1946- 
49 Cadillac lines has been dropped 
for a notchback model. 

The new Cadillac two-door sedans 
and convertibles, moreover, cur- 
rently sport the ultra-long trunk 
hitherto confined to that division’s 
Series 60 Special four-door sedan. 


Another make now out of the 


developed techniques and processes for the mass production 
of curved, as well as flat panels. So today, regardless of your 
particular requirement, Pittsburgh can be depended upon to 


fill it adequately and promptly. 


Remember these facts. And, in specifying Safety Glass for 
your cars, make sure it’s Pittsburgh. Furthermore, you're 
invited to consult with our specialists, any time you have a 
difficult problem of glass application. You’ll not be obligated 
in any way. Pittsburgh Plate Glass Company, 2048-0 Grant 
Building, Pittsburgh 19, Pennsylvania. 





SY GLASS os mune 


DUPLATE SAFETY PLATE 


PITTSBURGH 


GLASS : 


PAINTS + GLASS 


PLAT 


DUOLITE SAFETY WINDOW GLASS 


* CHEMICALS - 


3 i SS 


BRUSHES - 


PLASTICS 


COMPANY 








NOTCHBACK FOR ‘50—In this new DeSoto 
sedan, the roofline drops ore to the deck 


lid, which in turn descends to the bumper in 
@ 90-degree-angie curve. The bustie has ‘e- 
placed the slipstream as the more popuiar 
rear-end design. 


fastback business is Lincoln, 
which discontinued its Cosmopol- 
itan four-door town sedan for 

1950, leaving Ford Motor Co. with 
a 100 percent humpback lineup. 

Oldsmobile utilized its 1950 model 
changeover to juggle its fastback- 
notchback sedan selections. 

The flatback four-door town 
Sedan previously available to Ser- 
ies 76 and Series 88 Oldsmobile 
purchasers was dropped, but a town 
sedan was added to the newly- 
styled Series 88. 

7 * .Z 
LDSMOBILE also added notch- 
back models to the two-door 

sedan selection in its Series 76 and 
Series 88, and sales executives of 
the division believe this will provide 
a better gauge to the sales popu- 
larity of the respective back-end 
types. 

The price differential between 
fastbacks and notchbacks on makes 
offering an option ranges from 
zero to $32, with the slipstreams 
slightly cheaper in all cases but 
| Chevrolet. 

Advertised-delivered price tags 
are exactly the same on Chevro- 
| let’s Fleetline and Styleline two- 
door sedans, as they are on Fleet- 
| line and _ Styleline 
| sedans. 
| The four-door sedan in the Buick 
| Spocees Jetback group is $32 less 
|than the comparable Special Tour- 
| back model, while the deluxe Jet- 
| back four-door is $31 less than the 
Tourback deluxe job. 


The two-door sedans in Buick’s 
three series—Special, Super and 
Roadmaster — are all fastbacks. 
Buick uses the tourback for all its 
Super and Roadmaster four-doors, 
including the new extra-long-wheel- 
base models. 

Oldsmobile’s fastback two-door 
sedans in the 88 and 76 series, both 
standard and deluxe versions, are 
$16 less than their comparable 
|notchback editions. The Series 98 
town sedans undercut the notch- 
back four-doors by $32. 


+ * * 


$21 SPREAD exists in the Pon- 

tiac line between the fastback 
sedans of the Streamliner group 
and the rounded back members of 
the Chieftain family. The Stream- 
liners enjoy the price advantage in 
all instances, six and eight-cylinder 
and standard and deluxe. 

No direct similarity is found in 
|the Packard and Plymouth lines, 
because competing back designs 
are not built in the same body 
styles. 


Packard’s two-door sedans, off- 
| ered in the Eight and Super series, 
are both fastback. The standard 
and deluxe two-doors are $25 lower 
than the four-door models in their 
series, which boast gently curved 
notchbacks. 

Plymouth is the only Chrysler 
Corp. division still assembling a 
slipstream car. Its Deluxe P19 
two-door sedan is 6% inches 
shorter in wheelbase and $27.25 
lower in price than the Deluxe 
P20 club coupe, a humpback 
model. 

Whether tastes will change again 
with the fastbacks returning to 
vogue, remains a moot question. 

The bustle is riding the crest of 
a mighty tidal wave and appears to 
be entrenched for some time to 
come, enjoying as it does the pref- 
erence of the majority of new-ca! 
designers and purchasers. 
* - * 


AYMOND LOEWY, whc 

“dreamed up” the humpbackec 
postwar Studebakers, recently pre 
dicted that the rear-end conflic' 
will shake itself down ultimatel; 
into a uniform trunk design. 


This, he said, would amount to ¢ 
(See BUSTLE, Page 15, Col. 1) 


four-door 
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4 Guide to Automobile Selling’ enere 


Used-Car 


Eprror’s Note: This is the ninth 
installment of a book by John O. 
Munn, comprising Chapter XIII, 
‘Selling the Used-Car Allowance”: 


By John O. Munn 


Tt proper answer to the ques- 
tion “How much for my old 
car?” has long challenged the best 
thought in the 
automotive trade. 
Selling the allow- 
ance is always a 
focal point of any 
deal, and it calls 
for the use of just 
as much_ good 
selling as does 
the sale of the 


competition. 
: The average 
dein ©, Munn new-car  sales- 
man is amply prepared for the 
new-car sales work, having con- 
vasses and material supplied by 
the factory. He is provided with 
the necessary facts, evidence and 
comparisons to fortify him when 
he goes up against a prospect 
interested in a competitive make. 
That situation — prospect inter- 
ested in another car—gives him a 
good workout, He has confidence in 
himself, in his selling canvass, and 
in his product, But when it comes 
to selling a fair used-car allowance 
he lacks the efficient sales prepara- 
tion that he has utilized in success- 


fully selling the new car. 
7 . * 





A Great Asset 


LTHOUGH the used car has 
+% been responsible for much loss, 
still it is one of the greatest assets 
of the industry. Used cars are actu. 
ally purchasing power. If we could 
automatically wipe out the 41,000,- 
000 used cars in operation in this 


In Book Form 
John O. Munn’s “A Guide to 
Automobile Selling” has been put 
in book form, due to heavy de- 
mand, Sixty-four idea - packed 
pages in handy size. 
Order it today — at $3.50 per 
copy, postpaid — from... 
Book Department 
AUTOMOTIVE NEWS 


2666 Penobscot Bidg., Detroit 26, Mich. | 


country that represent the down) 
payment, or a portion of the down 


payment, on a new automobile, we 
would sell but few new cars. 


The used car is simply a medium 
of exchange, but without a par 
value. The only difference between 
that medium of exchange and 
money is that money has a par 
value; there are 100 cents in every 


dollar. Anyone on earth will accept | 


money any time, but there is only 


one business in the world that will | 


accept this other medium of ex- 
change—used cars—and that is the 
automobile retailing business. 

Now there is no more elasticity 
to one medium of exchange than 
there is to another. You can’t 


Bustle 


(Continued from Page 14) 


modified slipstream with a slight | 


notch where trunk crease 
begins. 

Consumer buyers of notchback 
models often cite as a reason for 
their choice the increase in head- 
room for back-seat riders and the 
tendency of fastback cars to collect 
snow and ice on their backlights in 
severe winter weather. 

Slipstream advocates claim 
their preferences are smoother- 
looking and encounter less air 
resistance in highway cruising. 
In this connection, Nash and 
Ford engineers recently debated 
the question of which end of a 
car affects the air drag the most. 


the 


(See Automotive News, Feb. 6, 
page 69.) 
The contention of notchback 


champions that their cars allow 
more trunk space has been largely 
debunked by the engineers. 

Pontiac men, for instance, will 
pull out yardsticks and even suit- 
cases to demonstrate that as many 
valises can be stowed into a 
Streamliner trunk as in a Chieftain. 

What it all boils down to is a 
matter of personal eye-appeal. Re- 
tail sales of the various fastback 
and notchback types will constitute 
the acid test. 


new car against | 


Allowance 


stretch a dollar bill into a dollar 
and a half, and you can’t stretch 
a $500 used car into a $750 one 
| any easier. 

Nobody ever got hurt when he 
delivered a dollar’s worth of mer- 
chandise and accepted one dollar 
in exchange. But where business 
men get on speaking terms with 
the sheriff is when they attempt to 
deliver a dollar's worth of mer- 
chandise and accept 50 cents in 
exchange. 
over any great period of time. 

Your customers don’t come in 
with 10 $100 bills and expect you 


come in with a $500 used car and 
expect you to stretch it to $750. 
+ * * 


Good Sales Chance 


view his used car simply as a 
medium of exchange which he is 
using in lieu of money, you have 
a better chance of getting him to 
look at it from the right angle. 

Now let’s see how new cars are 
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to stretch it to $1,500, and there is | 
no more reason why they should | 


IF YOU can get your customer to | 
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SIGNING THE CONTRACT—Otis L. Melton is the new owner of a Buick dealership in 
Cheyenne, Wyo. The transaction involved more than $100,000. Left to right are H. N. Symons; 


Bob Davis, district manager; Melton, and J 


sold. First you get your prospect’s 
attention. Then you give your sales 
canvass. No trouble about that, You 


|are proficient. You are prepared. 
| You know both your own and your 
competitors’ products, You are con- | 


vincing. You sell by comparison. 

Then you give the prospect a 
demonstration. Why do you dem- 
onstrate? To prove the superior- 
ity of your car, of course. But an 
even more important reason why 


. J. Shaw, zone manager. 


| we should always insist that 
every prospect take a demonstra- 
tion is to make him dissatisfied 
with the car he is now driving. 
| Whatever is wrong with the pros- 
pect’s car has come about so grad- 
ually that, in most cases, he doesn’t 
| realize just how bad his old car is 
juntil its deficiencies are brought 
|}home by comparison with some- 
thing that is new and perfect. Then 
all the faults of his old car are 











THE 


_ 1 


made vividly apparent—and he 
wants something better. That’s a 
characteristic of the American 
people—always wanting something 
better. That’s what makes it profit- 
able for manufacturers to bring out 


new models each year. 
* 7 * 


| Sales Techni que 


i you ever notice the sales 
technique that a good shoe 
salesman uses on you when he sells 
you a new pair of shoes? He takes 
off one of your old shoes and puts 
on one new one. Then you sit there 
for a moment and look at that new 
shoe and your old shoe, You never 
realized just how worn your old 
shoes looked until you made com- 
parison with a new pair. Then you 
buy them, 

With the completion of the 
sales presentation and demon- 
stration we have completed the 
sales steps by taking the prospect 
through the stage of attention, 
interest and desire, There is one 
more step to hurdle, “How much 
for my used car?” Salesmen 
should welcome that question. It’s 
the first indication the prospect 
is ready for action. 

He is asking how much it will 
cost to buy your new car, He must 

(Continued on Page 64, Col, 1) 







NEW STREAMLINED 
LUGGAGE CARRIER 


REGISTERED U.S. PAT. OFF. 


BLAZING ONE OF THE GREATEST TRAILS 
IN MODERN AUTOMOTIVE HISTORY!! 


The All-Around Utility of the CAR CADDY 
for Town-Country.. Business or Pleasure 
is Unexcelled .. the Natural Beauty of Its 
Streamlined Design Is A Welcome 
Addition to the Appearance of Any Car. 


LOOK AT THESE FEATURES 


Prime Tubular Steele Rubber Contact Points 
No Bolting Down e No Holes to Drill 
On or Off in a Jiffy « No Tools Needed 
Baked Aluminum or Chrome Finish 
Individually Boxed e Easily Shipped. 
Collapsible for Convenient Storage. 


FITS ALL CARS 


2318-33rd STREET LONG ISLAND CITY 


CORP 


NEW YORK, N. Y. 


A NATIONALLY ADVERTISED PRODUCT 
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Dealer Business Counsel 


With Prudence and Caution, Parts Wholesaling 
Can Be Made Profitable 


AUTOMOTIVE NEWS, MARCH 13, 1950 _ 


(The opinions expressed herein are those of Columnist Van Tassel and are not 


necessarily those of 
By J. B. Van Tassel 


Ane to my most recent 
analysis of stockroom depart- 
in retail dealer- 
ships, the gross 
profits on sales of 
parts at wholesale 
are averaging 
18.16 percent and 
the total expense 
of operations in 
these departments 
is averaging 18.14 
percent. On this 
basis these stock- 
rooms are show- 
ing a net profit of 
.02 percent on the 
sales of parts at wholesale. 
Anytime any class of merchan- 
dise, especially parts sold at whole- 
sale, only shows a margin of net 
profit of .02 percent to sales, you 
can be assured the net profit re- 
sults after obsolescence adjust- 


ment operations 





4. 6. Van ‘asset 


Automotive News.) 


ments have been made will be a 
loss. However, in order to sell parts 
successfully at wholesale you have 
to stock a widespread variety of 
parts and accessories items; you 
must have immediate availability. 
Also, you must be able to give good 
service and, last but not least, you 
must compete with both indepen- 


dent jobbers and other dealers at | manager. Both men have been with the firm for many years. 


unusually high competitive trading 
discounts. 

In order to do a successfully 
outstanding job, you should have, 
in addition to your regular stock- 
room manager, a high-priced 
parts merchandising manager. 

All told, parts wholesaling is, in 
my estimation, too expensive for a 
retail dealer to handle in a big way, 
unless he is provided with an addi- 
tional discount over and above his 
regular retail parts discount which 
he can use to absorb his increased 
costs in handling this volume and 


Cars may come and 












NEW OWNERS OF EMRICK FIRM—J. H. Toone (left) and Charlies W. Appich were as- | 
signed the supervision of Emrick Chevrolet Sales 





Corp., Richmond, Va., after the death of 


Henry G. Emrick Feb. 14. Toone is now president and Appich is vice-president and general 


have some 
profit. 


+. * * 


Herons an attempt is made by 
a retail dealer to take on a 


large wholesale parts volume, 


careful study should be made of his 
present local trading area in respect 
to the number of cars in operation 
in the area, the average amount of 
parts that would be needed for the 


left over to show a 


same make of car handled by the 
dealer, the number of independent 
jobbers in the area, the number of 
independent repair shops in the 
area, and the accessibility by good 
roads to the distant points in the 
area. 

Also a study should be made 
of the railroads, bus lines and in- 
terurban lines, both as to how many 


maintenance and servicing of these |transfers would have to be made 


cars, the number of other dealers 
who are wholesaling parts for the 


Cars may go. 


Ayalls go on 


to service all points in the area 
and the amount of time required to 








. but 


Out of sight—out of mind—mil- 
lions of Hyatt Roller Bearings 
are contributing to the quiet, 
smooth-rolling comfort of most 
of the motor cars, buses and 
trucks on the roads today. 

And as the automotive indus- 
try has progressed, so has Hyatt 
matched this progress with its 


advanced research and experi- 


mental testing—newer bearing 
types and methods of production. 

Hyatt made its first roller 
bearings for motor cars in 1892. 
Hyatt is still first in preference 
—tested and proved by endur- 
ing performance. Hyatt Bear- 
ings Division, General Motors 
Corporation, Harrison, N. J.; 


Detroit, Michigan. 


HYATT ROLLER BEARINGS 





ship to all points in the area fro 
the dealer’s place of business. 

Parts wholesaling is a highli 
specialized business which re 
quires experienced and capabi 
manpower to properly handle i‘ 
It requires a comparatively high 
investment. 

It is very highly competitive and 
you just cannot go into it as a 
sideline and expect to compete wiih 
companies that are well-seasoned 
in the business, heavily capitalized, 
have large availability of stocks, 
great purchasing power, fast deliv- 
ery service, adequate solicitation 
and a price schedule that would 
break the average dealer if he at- 
tempted to meet it competitively, 
unless he had all these things that 
it takes to do a large wholesale 
volume. 

However, I do not think that 
dealers should continue to regard 
their parts departments as holes in 
the wall, because there is a lot of 
parts business that can be obtained 

on a profitable basis where dealers 
will dress up their displays, carry 
a reasonable amount of both fast 
and slow-moving stocks and prob- 
ably put out some merchandising 
specials on parts and accessories 
from time to time. 
* = « 

N OTHER words, get into the 

parts and accessories business 
the same as you would any profit- 

able business, but only up to the 
point where you don’t have to tie 
up all of your working capital and 
available floor space that will prob- 
ably be needed very shortly to 
finance and stock new and used 
cars. 

Whatever you do, don’t go into 
any line of merchandise where you 
cannot show a reasonable net profit 
return in line with the sales and 
money invested. 

Any questions on business man- 
agement will be gladly answered 
by J. B. Van Tassel, care of 
| Automotive News. 


Insurance Bill 
May Hit Dealers 
In Kentucky 


FRANKFORT, Ky.—Few of the 
|bills introduced during the first 
ithird of the 1950 Kentucky legis- 
lative session affect the automotive 
| industry. 

But one of them, a bill to create 
'a department of insurance and to 
| recodify the state’s insurance laws, 
|may include some “jokers” for 
Kentucky Automobile Dealers Assn. 
members who write insurance, ac- 
cording to the KADA newsletter. 

Insurance Commissioner Spald- 
ing Southall said one of the bill's 
five major changes “would require 
all new agents to pass examina- 
tions to show they have a basic 
knowledge of the insurance they 
plan to handle.” 

He added “that the new code is 
}not retroactive, and as such would 
jnot effect insurance writers li- 
censed before the effective date of 
ithe law, which will be Sept. 1 if 
it is passed.” 

A bill to include farm tractors 
|and trucks under the law that pro- 
|vides penalties for defacing, re- 
moving or altering serial numbers 
cn eutomobiles has also been in 
troduced. 

Other pending proposals include 
a new speed law, authorization to 
construct and operate turnpikes, 
issue revenue bonds and charge 
tolls, and a measure to increase 
by 25 cents the fees on automo 
biles and trucks. 











Continental Gears 
Output Upward 


DETROIT.—Schedules of Conti 
|}nental Motors Corp, and subsidiary 
| companies call for March produc 
tion of approxi 
mately 41,500 en 
gines, compared 
with 24,896 in 
Februaryand 
30,212 in March 
1949, C. J. Reese 
president, said 
last week. 

It is the third 
successive month 
ly increase, an 
unless the coa 





| C. J. Reese 


| strike interferes 
will carry output above any mont! 
last year, he said. All divisions 


share in the gain over last month 
and a year ago, Reese added. 
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(1) 





(3) 








(4) 


Which of these famous race horses can you name? 


Probably you will find it difficult, and most of your friends will, 
too, to recognize (1) Aqueduct-winner Seabiscuit, (2) Derby- 
winner Twenty Grand, or (3) Belmont-winner Equipoise. 


But few of you will fail to recognize the fourth horse. 
Yet that horse ran his last “race” 18 years ago! 


While the other horses have appeared on front pages, sport pages, 
and newsreels, Spark Plug has appeared only in the comics. 


Is there any more graphic way of demonstrating the tremendous 
editorial impact of PUCK, the only national comic weekly? Doesn’t 
it show how PUCK’s all-star cast of characters has woven itself 
into America’s life... Jiggs, who “sold” corned beef and cabbage; 
Popeye, who made spinach a top favorite; Dagwood, who helped 
the U. S. Atomic Energy Commission explain nuclear energy? 


Do you wonder that such hard-headed firms as The Andrew 
Jergens Company, Gillette Safety Razor Company, Ralston Purina 
Company, and many others are spending millions of advertising 
dollars in PUCK, The Comic Weekly? 


Educators speak of comics as “a social force” that constantly 
helps shape our manners, morals, and thinking. But shrewd busi- 
ness men speak of the comics as a tremendous “sales force”! 


PUCK, The Comic Weekly, distributed with 15 great Sunday 
newspapers from coast to coast, (with its two advertising affiliates ) 
reaches more than 18,000,000 adults (and their youngsters) in 
7400 communities where 83% of all retail sales are made. 


Year after year readership reports show PUCK delivering 3 to 
5 times more thorough readers of advertising per dollar than top 
weekly magazines. If you want to know why advertising in PUCK 
is so effective in selling goods, ask us about “Getting More Out of 
the Dollar!” 





THE COMIC WEEKLY 


The Only NATIONAL Comic Weekly —A Hearst Publication 
63 Vesey St., N. Y., Hearst Bldg., Chicago, 406 Hearst Bldg., San Francisco 
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In the Hopper 


pounds; providing that vehicles 
used for towing and wrecker 
service, regardless of weight, will 
be charged the annual fee of $5, 
and repealing that section of the 
law which provides for a com- 
pensatory fee of one-half mill 
per passenger mile for commer- 
cial buses. 


Gov. J. Bracken Lee has an- 
nounced that the next session of 
the Utah legislature will be asked 
to amend the state’s truck tax laws 
to see “that Utah gets what it is 
rightfully entitled to in compari- 
son with other western states.” 

The governor's announcement 
followed a state tax commission 
study purporting to show that on 
a ton-mile basis a light passenger | Maryland Law Requires 


car pays anywhere from twice to Proper Track I ling 


four times as much tax as heavy 

trucks. The study suggested two Trucks using Maryland highways 
additional grades of tax—2 cents| must not spill any part of the load 
per mile for vehicles with a capac-| upon highways in such manner as 


ity between five and 10 tons and/to create a traffic hazard, says a 


* * * 


2% cents per mile for trucks over | bill passed by the Maryland house | 


of delegates and sent to the state 
senate. 


10 tons. 


* * * 


Wyo. Passes Bill Affecting 


Commercial Vehicles 

Final approval has been given 
by the Wyoming legislature to a 
bill increasing the maximum un- 
laden weight for vehicles which 
may come under the state’s flat 
annual compensatory fee of $5 
to 4,000 


| Dice-Game on Job Ruled 
‘Invalid for Compensation 


A “freak” extension of the work- 
man’s compensation law which had 
business and industrial leaders in 
Texas wondering “What's next?” 
was reversed recently by the state 











FORD FETES SALES OFFICIALS FOR SAFETY CONTEST—Fifty-seven field sales officials 
and representatives were guests of the Ford division for three days in recognition of their 
outstanding work in connection with the Ford car-safety contest last ptember and 
October. The group is pictured with company officials at a banquet in Detroit. Watches 
were presented the group by Walker A. Williams, general sales manager, Ford division, 
and Henry M. Strout, manager, parts and accessories sales. 








tion law and was awarded $6,416 
|by the trial court, the civil court 
of appeals supporting the ruling in 
an appeal. The case then was ap- 
The case arose when Clarence pealed to the supreme court by 
Williams died as a result of in-/the insurance company involved. 
juries received in a dice-game fight | oo. 
WER nother worker whie both! Wis. Group Plans Hearing 
were at a jobsite awaiting job so P 
assignments for the day on a high- On Truck Sizes, Weights 
way construction project. The question of motor carrier 
Patsy Williams, the widow,|size and load weights will be con- 


dice shooting was not part of high- 
way building or a recognized indus- 
trial occupation. 


supreme court when it ruled that! brought suit under the compensa-' sidered specifically by the Wiscon- 
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THE LONG 
TORQUE 
CONVERTER 


We have perfected a new torque con- 
verter for the automotive manufacturer. 


A highly efficient unit, it has been designed 
for velvet-smooth power transfer with 
torque multiplication of better than 2 to 1 
at stall. 


Converter is direct air-cooled for sim- 
plicity and trouble-free service. 


The various units of the assembly are 
fabricated from stampings, with a mini- 
for 


mum of copper-brazing, low-cost 


manufacture. 





TORQUE CONVERTERS 


CLUTCHES e 
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7 
LONG MANUFACTURING DIVISION 
BORG-WARNER CORPORATION 

sind Detroit '2 and Windsor, Ontario 


RADIATORS e OIL COOLERS 


sin legislature’s highway investiga: - 
ing committee at its next publc 
hearing in Madison, Chairman Jess 
Miller of Richland Center hes 
announced. 

Notices have been sent to truck 
operators and motor vehicle man - 
facturers as well as other persons 
and organizations interested in the 
question of regulating highway us: , 
a topic that has had considerable 
attention by Gov. Rennebohm ani 
the state legislature during the past 
year. 


Fund for Hit-Run Victims 
Rejected by Mass. Senate 


Massachusetts’s senate has re- 
jected an attempt to protect hit- 
run accident victims from loss. 
Melley proposed a $l-a-car tax 
on all registered cars to set up 
a state fund from which courts 
could order judgments paid to 
people hurt in hit-run accidents, 
or to their heirs if the victim 
was killed. 

He said the tax would raise a 
fund of $1,250,000 to start. He 
estimated that future assess- 
ments would not exceed 25 years. 
Opposition objected that the pro- 
posal would open the way for 
fraudulent claims, and that it 
would save the insurance com- 
panies from paying claims which 
they should rightfully pay. 

+ * . 
| Minimum-Wage Bill Dies 
In Wyoming Legislature 

A state wage-hour bill was among 
a number of proposals which died 
with the adjournment of a special 
session of the Wyoming legislature. 

As amended in the house, the bill 
would have set a minimum wage of 
75 cents an hour plus time and a 
half overtime after 48 hours of 


work in any one week. 
| © 7 a 


State Tax Commission 


Urged in Kentucky 


Enactment of legislation provid- 
ing for the creation of a permanent 
State agency to study Kentucky's 
taxes was urged in a_ resolution 
adopted by the executive commit- 
tee of the Kentucky chamber of 
commerce, 

The resolution calls for a “state 
commission on_ taxation, whose 
primary purpose would be to study 
and evaluate tax policies and fiscal 
procedures of the state in relation 
to our wealth, income, and needs.” 
Establishment of a state tax-study 
group also was advocated in a reso- 
lution adopted earlier by the Asso- 
ciated Industries of Kentucky. 

a2 * 





Trans-Canada Highway 


May Get Quebec OK 

A bill giving the Canadian gov- 
ernment the necessary power to 
make agreements and spend money 
on the Trans-Canada highway 
within Quebec will be introduced 
in the provincial legislature. 

Quebec Roads Minister Talbot, 
the bills author, expressed hope 
that the federal and provincial gov- 
ernments could agree on the route 
and cost of the proposed highway. 

* . + 


Virginia May Liberalize 
Anti-Closed-Shop Law 

A bill to liberalize Virginia's 
anti-closed shop law was _ intro- 
duced in the state legislature by 
Delegate W. H. W. Cassell. 

He said his measure was intend- 
ed to make the Virginia law paral- 
lel with the federal Taft-Hartley 
act. It would legalize both union 
shops reached by bonafide collec- 
tive bargaining and the checkoff 
of union dues when it is part of a 
contract and agreed to individually 
by the employes. Virginia’s present 
law prohibits all forms of compul- 


|sory unionism. 
| * 


* + 


'N. Y. Bill Would Exempt 


Buses from Utilities Tax 

A bill to exempt bus companies 
from the gross income tax levied 
by New York at the rate of 2 per 
cent on the income of public utili 
ties has been introduced in th: 
state legislature. 

A similar bill was vetoed last 
| year by Gov. Thomas E. Dewey. 

* + + 


Compromise School Bus Bill 


Introduced in S. C. 

Appropriation of $3,200,000 fo 
| school transportation in the 
| 1950-51 fiscal years has been pro- 
posed in a compromise school bus 
| (Continued on Page 19, Col, 1) 
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In the Hopper 


(Continued from Page 18) 


bill introduced in the South Caro- 
lina legislature. 

The proposed appropriation 
would take the place of any 
school transportation items in the 
general appropriations bill, where 
they formerly have been carried. 
Creation of a division of school 
transportation under a $4,800-a- 
year director in the state educa- 
tion department also would be 
provided by the biil. 

* * o 
Wyoming Wage Law 

A bill to establish a 75-cent hour- 
ly minimum wage was introduced 
in the Wyoming legislature. The 
measure would require time-and-a- 
half overtime pay after eight hours 
in any one day or after six days 


of work in any one week. 
a + > 


State School Bus Division 
Proposed for Kentucky 


State transportation of school 
children under supervision of a new 
division of school transportation 
was proposed in a bill introduced 
in the Kentucky legislature. 

The proposed new division would 
buy buses and collect the cost of 
operation from the school districts 
on the basis of a passenger-mile 
charge. Local school districts in 
Kentucky now operate their own 
buses. 





* + + 


Georgia Vetoes Speed Hike 


Gov, Herman Talmadge vetoed | 
a bill which would have increased | 
Georgia’s speed limit from 55 to | 


65 miles an hour, 
* + * 


Compulsory Auto Checkups 
Spurned in Maryland 


The Maryland legislative council | 
appears to have retreated from its 
plan to institute compulsory semi- 
annual inspections of automobiles 
licensed in Maryland. 

In place of the bill that did not| 
gain any headway in the house| 
ways and means committee, lead- | 
ers in both branches resorted to! 
proposals for commissions to study | 
and report on the matter. 

> 7 oo 


Recommend Abolition 


Of Conn. Road Fund 


Abolition of the state highway 
fund and all other special state 
funds is one of a number of 
recommendations by the Connect- 
icut state government organiza- 
tion commission scheduled for 
consideration by a special session 
of the Connecticut legislature. 

Under the commission’s plan, | 
the only state income which 
would be segregated and reserved 
for special uses would be trust 
funds and federal grants for 
specific purposes. 

* * 


N. Y. Bill Would Establish 
Separate Vehicles Agency 


A bill to divorce the motor vehi- 
cles bureau from the state depart- 
ment of taxation and finance and 
establish it as an independent state 
agency has been proposed in the 
New York state legislature by a 
joint legislative committee on motor | 
vehicles. 





** * * 


License Fee Hike Asked 
For N. Y. Insurance Fund 


Creation of a state fund to pro-| 
tect the public against uncollect- 
ible judgments arising out of acci- 
dents involving uninsured motor- 
ists is proposed in a bill introduced 
in the New York state legislature 
under sponsorship of the joint state 
legislative committee on motor ve- | 
hicle problems. 

Revenue for the fund would be 
obtained by increasing the auto- | 
mobile driving license fee, now $1.50 | 
for three years, by 50 cents. On 
the basis of 5,000,000 drivers, the 
50-cent fee would give the fund an| 
average of $833,333 a year. 

* * * 





Virginia Law Authorizes 
Emergency Grab of Mines 

Gov. John Battle has signed | 
into Virginia law a bill authoriz- | 
ing state seizure of coal mines 
in an emergency if necessary to 
safeguard the welfare of the 
people. 

The new act gives statutory 


| Status to the power which for- 


mer Gov. William Tuck invoked 
during the strike last fall, when 
he activated a state emergency 
fuel commission to produce and 
distribute coal to Virginians. 


* * * 


No Mass. Bonus Babies 


Bonuses for babies have been re- 
jected by the Massachusetts house 
of representatives. Without debate, 
the legislators threw out a bill in- 
tended to give parents $100 for 
birth of a child. 


* * * 


Wyo. License Deadline 


A bill to amend the state motor 
vehicle registration laws to change 
the deadline for display of regis- 
tration plates from Jan. 1 to Feb. 
1 was introduced in the Wyoming 
legislature. 

Another Wyoming bill, house bill 
No. 5, would amend the motor ve- 
hicle laws relating to payment of 
compensatory fees for use of high- 
ways by motor carriers, raising the 


load limit for flat fees from 3,500 | ro 


ito 4,000 pounds, and _ including 


| wreckers. 
+ + 


* 
Mass. Studies Bond Issue 
A proposed new $100,000,000 bond 
issue for highways was brought 
before a Massachusetts state house 
hearing. Sen. Edward W. Staves, 
chairman of the committee on 
highways and motor vehicles, called 
the measure, “one of the most vital 
pieces of legislation to be consid- 
ered by the general court this year.” 
* * . 
Virginia Bill Would Define 
Used Cars as 90 Days Old 
Pending in Virginia’s legisla- 
ture is a bill which would define 
a used car as one that has been 
driven 5,000 miles or held 90 days 
by an individual owner. 
* * + 
Wyoming Title Day 
A bill providing that registration 
of motor vehicles shall be made on 
or before Feb. 1 instead of Jan. 1 
has been given final approval by the 
Wyoming legislature. 
+ + * 


Ky. Job Health Exams 





for any medical examinations or 





A bill requiring employers to pay | 
|on motor vehicle registration forms 
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records they require from appli- 
cants for jobs has been passed by 
the Kentucky house and sent to 
the state senate. 
+ + + 
Looking Ahead 

Windshields would be checked 
as a part of the periodic inspec- 
tion of motor vehicles under a 
bill given final approval by the 
Massachusetts senate and sent 


| to Gov. Dever for signature. 


* * * 


List Liens on Registration 
A New York bill to provide space 








AN ACCURATE NEW INSTRUMENT 


HAINES & SON IN MT. HOLLY, N. 
has 5,600 square feet of floor space and the showroom covers 1,100 square feet. C. H. 
Haines jr. designed the building. 


J.—The shop of this Oldsmobile aT 


for listing mortgages or conditional 
sales liens against such vehicle has 
been introduced in the state leg- 
islature. 

* + * 


Texan Advocates Auto Tax 


To Raise Advertising Fund 

The idea of a city automobile 
tax instead of an ad valorem tax 
on property has cropped up in the 
Rio Grande Valley at McAllen, 
Tex. 

Mike Robinson, Valley hotel 
owner, has proposed a $3 yearly 
tax on automobiles to be levied 

(Continued on Page 20, Col. 1) 





AUTOMATICALLY MEASURES MOTOR OIL-LEVELS 





grounds of the many car factories. 


These exacting tests proved conclusively that 
OIL-SPY can be considered among the most 
important and essential developments in modern 
automotive history. OIL-SPY is the positive 
answer to the insistent demand of every driver for 
a convenient, accurate and necessary oil-level 


dashboard indicator. 


A 


OIL-SPY automatically converts the weight of crankcase oil into 


PRECISION INSTRUMENT 


the first time an entirely new development for 
dependable checking of motor oil-levels has been 
approved by leading automobile manufacturers. 
This remarkable oil-level indicator is now offered 
to the automotive trade, after three years of tough 
fleet road testing and another full year in the 
technical laboratories and on the rugged proving 


HIGH ? 


ROT ~ 
y 70 INSTALL 


An estimated 45,000,000 poten- 
tial customers need this preci- 
sion instrument. Last year oil 
trouble cost the motoring public 
over $8,000,000, and the loss of 
6.720.000 driving hours. 


WRITE FOR COMPLETE’ 


quarts; then when the level drops, the sciences of hydrostatics 
and electronics are combined to automatically flash a signal 


to the drivers An AMBER light on the instrument panel 
means one quart low. If ignored, a RED light glows and 


indicates the oil-level is two quarts low. The light stays on 
until the proper quantity of oil is added. 


SALES INFORMATION 


Dist... $995 


MODELS FOR CARS, BUSSES, TRUCKS AND TRACTORS 


“KEEPS AN EYE ON THE OIL SUPPLY” 


20 NORTH WACKER DRIVE=—CHICAGO 6, 


CALs LLL LL ‘ 
FRANK A. NEALON ASSOCIATES ~ 
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ownership permit. According to the ; 
plan, the holder of the lien would & wes ims 
nt e opper hold title of ownership until the uk — 
lien was paid. 
* . k ee 
(Continued from Page 19) La. Highway Users Urge e - 
by every Valley city for raising | parking and truck unloading fa-| 2.Cent Gas Tax Cut 4 L 
tees ne ee = — 7 ee a ae: A two-cent reduction in Louisi- 
for the Valley s paig' K ky S . ana’s state gasoline tax has been 
ze entucky Safety Bill called for at a meeting of the state : N 
: ? : . ‘ Kentucky’s senate has passed a| highway users’ conference. e or! 
Md. Gets Liability Bill bill to require any person replacing} ‘The conference adopted a resolu- tect 
A compulsory motor vehicle lia-|#"Y glass in an automobile to use|tion declaring that the Louisiana irre 
bility insurance bill was introduced |8@fety glass. Also passed by the/ gasoline tax of nine cents a gallon adv 
in the Maryland legislature. It|Senate was a bill to enable a/was “far out of line” with taxes 1 sl 
would require proof of financial re-|8@Tage operator to give a clear|in surrounding states and “in a / 
sponsibility by the owner before an title of transfer for an automobile| number of instances has driven thi 
automobile could be registered. he sells to collect a debt. business out of the state.” State of 
soe ey) ee and federal taxes amount to a 53 fin: 
oe : nt. Propos W Ss percent levy on gasoline, the reso- id 
Hit-Run Penalties |O the al ‘ ould ‘op lution pointed out. IN THE LIGHTS—One of the largest Dodge-Plymouth dealers in the country John Jones a 
Mandatory jail terms of one to| Sale of Cars with Liens ‘a a tng. Mla, Fla., hes inaugurated spectacular displays to introduce the 19 Dodge. In one 
i i a ition fo @ neon-ti e ruc whic ours tami streets, e tirm as jone u or 
i edlesan tain and ‘ide ae Prospective | purchasers of used Ns Be Jobless May Lose illuminated window daplen. "John Jones Junction" is the firm's designetion of three abi 
A ae - - ~ aaah oan rd cars in Ontario will no longer have Florida V ti P separate buildings, one eaten cceepies on eave city block, The ae buliding le weed ari 
i as new-car showroom an service epartment. oimnin 's e arts epartment. e 
partisan support in the Rhode Is- - > oe . liens on the cars ee a ay next corner, across the street, are the truck sales ‘and Service building and lot. John £ TI 
ey buy if a plan put forth by Unemployment insurance benefit | Jones is president of the company and Al Mauer, vice-president and general manager f i 
land house. a the Garage Operators’ Assn. is ap-| provisions would be tightened un- ene pate iaa* re i com 
‘ : : : | 
To Aid Parkin = by the provincial govern- es scams tee -a cae. employment was poor would be|termine union collective-bargaining type 
, rong 8 iii ie + , ae tative iite. y @ joint 'e8!8-| barred from benefits under one/| representatives on their employer's Mas 
A bill pending in the New York! The association is seeking legis proposed change, aimed at benefit | premises upon reasonable notice to Bi 
state legislature would permit cities | lation which would make it com- Persons who left the area of their | recipients who leave New York for | +h - i S vehi 
to exempt from taxes for 10 years,|pulsory for every car owner to|former employment for a locality! Florida in the winter. ples en : 5 beet 
property remodeled for offstreet! possess a title in addition to his'!in which the opportunity for new ; Another bill introduced in th 
eines . pe ee ere ee deocintonnsay. cit Another proposed change would | tucky senate provides sentences state 
deny benefits to persons not active- y : Pp ae ee ; 
lly seeking work in their usual oc-|°f One to two years’ imprisonment Li 
cupation or in an occupation for|f0r any person who uses or threat- of 1] 
| which they are reasonably fitted. ens to use force or violence to keep fina 
* * * another person from his work. The requ 
| Kentucky May Designate measure would impose the same bilit 
| " . penalties for any persons who use doul 
|Special Truck Highways ferce or violence in a “labor dis- by t 
, A bill introduced in the Ken- | pute,” which is defined as a dis- D 
Rubbermaid tucky legislature would prohibit |agreement between an employer =e 
HOUSEWARE operation on any highway, except |and two or more employes. to 
those designated by the state | * = © oth 
highway commissioner, any of | Ky. Senate Passes Measure to. 
the following vehicles: pay 
Motor truck or _ semitrailer For Toll-Road System per 
truck which exceeds 11% feet in | Kentucky's senate has passed and ace 
height or 96 inches in width; |sent to the house a bill providing T) 
motor truck, except semitrailer | for the establishment of a system mon 
Ore truck, which exceeds 26% feet |of toll roads to be supervised by spec 
in length; semitrailer truck which |the state highway department. Stat 
exceeds 30 feet in length, and any Under the bill, the roads would Rob 
truck or semitrailer truck which | be constructed with funds from men 
exceeds 18,000 pounds gross | revenue bonds which would be re- jury 
weight. tired from toll receipts. No routes incr 
oe <2 are designated by the bill. pital 
ath. Ore Jersey Truckers Protest : 2 s TI 
a Heavy Tax Burden | S. C. Eyes Gas-Tax Hike o> 
cows ‘ONTA Mower | Opposition to proposed New Jer- | A one-cent increase in South as ! 
14s? evecenes |sey legislation to increase license Carolina's six-cent-a-gallon tax has age 
|fees and tighten weight regula-| won majority approval from the requ 
° |tions of trucks has been expressed | house of representatives’ ways and Al 
WE, SAIS |to Gov. Driscoll by the United Mo-/ means committee. The extra tax, if a bil 
tor Carriers’ Assn. enacted, would remain in force for plice 
In a letter signed by its pres-|three years. Revenues from it law 
ident, Frank Roman, the associa-| would go to farm-to-market roads. dent 
tion warned that license fees, gaso- * al aN ae irae liabi 
|line taxes and increases in other the 
Wi operating costs have put an almost 
ee unbearable burden on truckers. A 
Increases in fees would boost unde 
| freight rates, Roman said. woul 
ae eee resp 
|Toll Road Trend Spreads regis 
To North Carolina Sead 
In a further indication of the) F. M 
spread of the toll road trend, North |NAME PLATES P 
Carolina Gov. W. Kerr Scott has W: pascon Cast the 
announced that First Securities, e : pas COSTS acci 
Corp. of Durham is underwriting a Cee Atl Of inst 
survey to determine the feasibility | Quantities as low as 100 may be any 
@ [of building a high-speed toll turn- ordered with original design for every acei 
“== |pike across the central part of the job! Proof of design submitted for res] 
state and is interested in financing opproval. Heavily chrome plated. pro] 
e @ ° o ‘i o = project if the report is favor-| Write for detoils. sam 
} able. t e) 
aye eC ut OM) “natION The governor said he has named befc 
|a committee, headed by Orton A. An 
Boren of Greensboro, to direct the made 
; , : ‘ study. If the committee’s recom- Geor 
Here are some of the twenty-three major makes it extra profitable is this: of all the |mendation is favorable, the gov- ir PP meas 
aew a ° - ; A . lernor indicated he would urge the ; cKean Ss. mads 
ccounts in the first-quarter big home magazines, only HOUSEHOLD 1951 state legislature to approve Phila. 45, Pa., Dept. A requi 
HOUSEHOLD! hits hard at the home towns, the free-spend- the establishment of a turnpike liabil 
° ‘ es |authority to build and operate the “ . os anne Th 
These big names have seen how ing communities under 25,000. road issue 
HOUSEHOLD hits home. it hi | ae Rhod 
- s home. How it hits the And remember, HOUSEHOLD HITS Kentucky Considers Tax of | 
big home families... 2,107,586 of them from HOME for the lowest cost per page per 1,000 On Outstate Business SEWING sougl 
| § tive ; 
cOast to coast...62% home-owners. Hits —four colors, $3.20; black and white, $2.40. Pending in the Kentucky legis- indic 
, ee bt ie “13: | lature is a bill which would provide MACHINES 
em with home editorial—food, building, fur- |that each nonresident of Kentucky me 
nishing, gardening, child care. HOUSEHOLD MAGAZINE ae ee oe ey et budg 
ie ina : | principal place of business outside a 
Home Families, Home Editorial ... that’s ARTHUR CAPPER, Publisher the state shall pay a 5 percent tax Aut eC Trade eee 
the HOUSEHOLD rofit binats Wh on the purchase price of all labor, utomotive of su 
profit combimation. at Topeka, Kansas services, supplies, material, equip- pr 
WOME UCC OCeE Send for Illustrated Catalogue vehic 
« to the state, its agencies and po- Write, Wire, Telephone Un 
litical subdivisions. 
e enact 
ese s being 
Two Labor Bills Pending PRANSKY owne 
| ° accid 
HOME FAMILIES 44 HOME EDITORIAL In Kentucky Legislature proof 
pr A Pa SEWING MACHINE CO. claim 
egislature wou authorize e As 
CONCENTRATED IN THE HOME TOWNS OF AMERICA! state industrial relations commis- BOSTON ii, MASS. sachu 
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insurance Law Also in Favor... . 





| 


More States Requiring 


Driver Responsibility | 


NEW YORK.—Proposals for new|there this year to make various 


or more stringent legislation to pro-| changes in the state’s 
tect the public against financially | insurance statute. 


irresponsible motorists are being 
advanced in a number of states, 
a suryey discloses. 

Analysis of developments in 
this field points to continuation 
of a trend toward the spread of 
financial responsibility laws pro- 
viding for revocation or suspen- 
sion of driving privileges of per- 
sons unable to demonstrate their 
ability to settle financial damages 
arising from accidents. 

There is also growing evidence 
of increasing demands for outright 
compulsory insurance laws of the 
type thus far adopted only in 
Massachusetts. 

Bills proposing compulsory motor 
vehicle liability insurance have 
been introduced in the New York 
state legislature. 

Double Amount 


Liability insurance requirements | © 


of New York’s present motorists’ | 
financial responsibility law, which 
requires proof of financial responsi- 
bility after an accident, would be | 
doubled under a recommendation | 
by the state insurance department. | 


New York’s present law requires | 
motorists involved in an accident | 
to show through insurance or | 
otherwise the ability to pay $5,000 | 
to any one person injured and to 





pay $10,000 if more than one | 
person is injured in the same 
accident. 


This required coverage would be | 
increased to $10,000 and $20,000, re-| 
spectively, under a proposal by) 
State Insurance Superintendent | 
Robert E. Dineen, whose recom- 
mendation was based on higher 
jury verdicts in recent years, the| 
increased cost of medical and hos- 
pital care and other factors. 

The New York state insurance 
department also has recommended 
that taxicabs be required to carry 
as much liabilty insurance cover- 
age as private cars. They are now 
required to carry only half as much. | 

Also pending in New York was 
a bill to exempt motorists from ap-| 
plication of safety-responsibility | 
law penalties because of an acci-| 
dent judgement, if they carried) 
liability insurance at the time of 
the accident. 

Sought in Ky. 

A compulsory insurance bill, 
under which motor vehicle owners 
would be required to show financial 
responsibility as a pre-requisite to 
registration, instead of after having | 
an accident, was introduced in the 
Kentucky legislature by Sen. Earl 
F. Martin, Hartford Republican, 

Present Kentucky law requires 
the owner of a car involved in an 
accident to show that he has 
insurance or other means to meet 
any claim arising from _ the 
accident. The limits of financial 
responsibility required by the | 
proposed legislation would be the 
same as in the present law, but 
they would have to be shown 
before licenses were issued. 

An unsuccessful attempt was| 
made in this year’s session of the} 
Georgia legislature to bring up a} 
measure to override Gov. Tal- 
madge’s veto last year of a bill to} 
require automobile owners to carry | 
liability insurance. 

The automotive liability insurance | 
issue has been under study in| 
Rhode Island, but just what type 
of legislation, if any would be 
sought during the 1950 state legisla- | 
tive session there had not yet been| 
indicated at this writing. 

Idaho Suggestion 

Gov. Robins announced that his | 
budgetary requests to the Idaho 
legislature this year would include 
a recommendation for appropriation 
of sufficient funds for adequate en- 
forcement of the state’s new motor 
vehicle financial responsibility law. 

Under this measure, which was 
enacted in 1947, but is just now 
being put into effect, drivers and 
owners of vehicles involved in| 
accidents are required to show 
proof of ability to pay damage 
claims up to $11,000. | 

As is usual every time the Mas- 
sachusetts legislature convenes, | 
numerous bills were introduced 








compulsory | 


Although hundreds of bills pro- 
posing changes have been ad- 
vanced since this law was first 
enacted more than a dozen years 
ago, it remains substantially in 
its original form. 

The Massachusetts legislative 
committee on insurance rejected 
a bill to create a state fund for 
compulsory automobile liability in- 
surance, thus repeating the defeat 
of such proposals in prior years. 

On Driver’s Record 

Measures still pending at this 
writing, however, included a propo- 
sal for a sliding scale of insurance 
rates based on a driver's safety 
record. 

Also pending was a proposal for 
the establishment of a flat rate in 
automobile insurance in the state, 
which now has rates fixed according 
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SAVINGS FOR ONE YEAR! 


These savings are represen- 
tative of those returned to 
policyholders in every part of 
the nation. Name and address 
of each dealer available 


upon request. 
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L. C. TAYLOR CO. LOANS TWO TRAINING AUTOS—This Medford (Ore.) Dodge-Plymouth 
firm has presented cars to Medford high school and to Jacksonville high school. Above, Ted 
Taylor, sales manager of the dealership, presents the keys to Dick Boyd, superintendent and 
principal of Jacksonville high school, while Don Kingsley, driving teacher, looks on. 


to accident experience in the vari- 
ous areas of the state. 

North Dakota’s legislative re- 
search committee, an interim study 
group, is seeking to determine 
sentiment for or against a proposal 
that the state go into the auto- 
mobile liability business. 

The committee was directed by 
the 1949 North Dakota house of 
representatives to study the feasi- 
bility of the state entering the auto- 
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mobile liability insurance business 
and requiring all motorists to carry 
such insurance, The issue will come 
up in the 1951 legislative session. 

A subcommittee of the Connecti- 
cut legislative council is consider- 
ing a proposed model financial re- 
ponsibility law requiring motorists 
involved in an accident to show 


proof of financial responsibility or 
lose their driving privileges. Exist- 
ing Connecticut law requires no 


Bite From Your Income? 


profi 
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proof of financial responsibility un- 
til after the first accident. 
Urged in Conn. 

Compulsory motorists’ liability in- 
surance is advocated in Connecticut 
by State Rep. Simon S. Cohen of 
Ellington, who contends that both 
present and proposed laws are in- 
adequate. He has urged the study 

committee to recommend an out- 
right compulsory insurance law to 
the 1951 legislature. 

New Hampshire has a legisla- 
tive interim commission studying 
the state’s motorists’ financial 
responsibility law. The study 
group, which was created by the 
1949 legislature, will report its 
recommendations to next year’s 
legislative session. 

Compulsory automobile liability 
insurance has been proposed in 
Wisconsin by the state farm bureau 
federation and by labor groups. 
Such a proposal was rejected by 
the 1949 Wisconsin legislature but 
is expected to come up again next 
year. 

Meanwhile, new or more stringent 
financial responsibility laws were 
enacted by a number of states, 
including Arkansas, Florida, Ne- 
vada, Oklahoma and Tennessee in 
extension of a trend which has 
seen this type of legislation spread 
steadily in the last dozen years. 











King Cost 


Feeds on Your Profits! 


Do Your Fire Insurance Costs Take Too Big a 


Savings opportunities in business are few and far between 
today. Costs are getting heavier . 


ts are getting 


. but thousands of authorized dealers nationwide 


are saving nearly one-third of their fire insurance costs — 


through Universal Underwriters. 


Dollar for dollar... 


When you look for ways to cut costs . 
Universal Underwriters’ remarkable long-range economy. 
Policies and services designed expressly for automobile 


Pasadena, Calif. . $ 594.74 
Champaign, Ill... 1,461.20 
Cedar Rapids, lowa 774.14 
Escanaba, Mich. 1,844.24 slimmer . . 
North Kansas City, 
Me... o's dan Bee 
Bridgeport, Pa. . . 855.75 
Rapid City,$.D... 975.77 
Memphis, Tenn... 702.48 
Harlingen, Texas . 1,395.96 





Join your fellow dealers .. . 
the automotive class! Write us. Learn what our proposal 
means to your budget. There's no obligation. 


dealers eliminate waste . 


. . reduce cost. 


Selective Insurance for Authorized Automobile Dealers 


FIRE, WINDSTORM and ALLIED LINES 


these dealers enjoy the same insur- 
ance protection at a saving on their fire insurance costs that 
has never been less than 30% for 28 consecutive years! 


. don’t overlook 


the preferred fire risks of 


niverstal Clinderwriters 


509 Terminal Sales Bldg. 
Portland 5, Ore. 


616 Royster 8idg. 
Norfolk, Va. 


1000 R. A. Long Bidg. 8 
Kansas City 6, Mo. 


943 Wilshire Blvd. 
Beverly Hills, Cal. 
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Cleveland Sales Up 


By Sanford Markey 
Staff Correspondent 

Sales of new cars in Cleveland 
hit the comeback trail after Wash- 
ington’s birthday week with a total 
of 1,448 sales reported for the 
period ended March 3. This was 
the third highest week of the year. 

During January and February, 
new-car sales consistently sur- 
passed year-ago trade except for 
the opening week of the year, 
and the volume to date, accord- 
ing to the Federal Reserve Bank, 
is 46 percent ahead of the equiv- 
alent period last year. 

Used-car sales moved to 2,138 
units during the week ended March 
3, the second highest week of the 
year. Year-to-date used-car volume 
is 28 percent above last year. 

A spurt in commercial vehicle 
sales during the first week in 
March brought new-truck sales to 
155, and used-truck sales to 229. 
Both figures were new highs for 
the year. Used truck sales were 
double those of the previous week. 

Clerk of Courts Leonard F. 
Fuerst reported that February 
new-car titles increased 1,812 over 
last year for the same month, 
with the February (1950) total 
going to 5,397. Used-car titles 
soared to 4,765 as against 2,334 
for February, 1949. 

New-truck sales amounted to 429 
as against 407 for February, 1949, 
while used-truck sales were 215, 
an increase of 70 units over the 
same 1949 month. 

* + + 


Philadelphia 

The mild winter in Philadelphia 
has been a boon and a bust to vari- 
ous facets of the automobile busi- 
ness. Car dealers are happy, but 
accessory dealers are sad. 

The open winter has made cus- | 
tomers “car-minded” much earlier 
than usual. Many people who 
usually wait until spring to buy 

new cars are taking advantage of 
the climate, thus helping increase 
gasoline sales also. 

Automobile sales have jumped 
about 20 percent over the same 
period last year. While most of the 
sales are concentrated in the low- 
priced field, some higher-priced car 
dealers have also reported good 
business. 

Despite spring-like temperatures, 
sales of alcohol have been holding 
up well. The apparent reason is 
the unpredictable weather — warm 
one day and cold another. This has | 
caused alcohol to boil off, and mo- | 
torists have had to replenish sup- 
plies to avoid getting caught in a/| 
surprise cold snap. 

Automobile chains have not 
been moving off dealer shelves at 
all. Batteries and heaters have 
also suffered a drop in sales of 
from 15 to 30 percent below last 
year’s winter season. 


The situation in the accessory | 


| 
| 
| 
| 





field is completely the reverse of 
that of last winter. Retailers, over- | 
supplied on all winter driving | 
items, are trying to unload mer- | 
chandise by selling at bargain base- | 
ment prices. Wowever, they still | 
get few takers. 

The accessory business has caught 
manufacturers, distributors and re- 
tailers with their inventories up. | 
Perhaps the worst sufferers are | 
those who handle automobile heat- | 
ers. One retailer said that the en- 
tire business has plenty of stock 
and is short of only one thing—a 
cold winter.—(Norman Shigon.) 


* * * 


Minneapolis 
New-automobile deliveries in| 
Hennepin county (Minneapolis) | 


during January set an alltime} 
record for that month with a total | 
of 2,397 cars. 

The former January record was 
set in 1948 when 1,997 new cars 
were delivered. A total of 27,245 
new automobiles was delivered 
during 1949, setting an alltime 
record for one year. 

New-truck deliveries in the area 
in January totaled 163, up 23 from 
December's low of 130 but off from 


December of 1948 when 245 trucks 
were sold. Total truck deliveries 
during 1949 were 2,890, compared 
with 1948’s record 3,799. 

New-car sales by makes in Janu- 
ary were: Anglia-Prefect, 1; Austin, 
1; Buick, 140; Cadillac, 16; Chevro- 
let, 478; Chrysler 91; DeSoto, 59; 
Dodge, 173; Ford, 452; Hudson, 42; 
Kaiser, 41; Lincoln, 5; 
106; Nash, 27; Oldsmobile, 148; 
Packard, 54; Plymouth, 336; Pon- 
tiac, 136; Studebaker, 90, and 
Willys, 1—(Nat Wood.) 


+ * + 


Charleston, W.Va. 


The coal strike has had a pro- 
found impact on business in this 
area. January debits at the four 
banks here dropped below the 1948 
figure and electric consumption 


tumbled almost five million kilo- | 


watts in one month. 


Closer to the ground level, one 
hardware store reported volume 


Mercury, | 


off, or damaged, for the coming 
year a full 20 percent. 
Several smaller grocers were re- 


their stores beeause of inability to 
credit striking miners. 
Houck.) 
aa * * 
Memphis 

New-car sales in Shelby county 
(Memphis) during 1949 numbered 
16,957 units, well ahead of the pre- 
vious year’s total of 12,484. The 
advance in the automotive market 
last year is shown by figures which 
reveal that in 1939 total motor 


bered only 10,417 units. 

New-truck sales during the year 
totaled 1,903, compared with 2,109 
in 1948. 

New-car sales by makes in 1949 
were: 
117; Buick, 1,036; Cadillac, 242; 
|Chevrolet, 3,952; Chrysler, 324; 
Crosley, 42; DeSoto, 336; Dodge, 





. finest, softest, most absorbent... 


TURKEY CUP 


brings highest prices in world market... 
found on Syrian coast, Crete, Cyprus. 


Anglia-prefect, 35; Austin, | 
Ford, 567; GMC, 265; International, | plant activity in some directions 


ported to have temporarily closed | 


(L. H.| 


vehicle sales in the county num-| 


| lys, 138. 
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ROWE MOTOR CO. SELLS DUAL-CONTROL CAR FOR $i—This Ford dealership in Peabody, 
Mass., has sold a training car to Peabody high school for $1, At the presentation, left to 
right, are William Cronin, instructor; Anthony A. Bonzagni, deputy registrar of motor 
vehicles; Arthur Barry, school principal; William A. Rowe, of the dealership, and Mayor 
Leo F. McGrath. 


980; Ford, 3,587; Frazer, 63; Hud-|Thames, 4; White, 16, and Willys, 

son, 419; Kaiser, 97; Lincoln, 154; | 38.—(Lorena Abbott.) 

Mercury, 582; Morris, 2; Nash, 837; * * *& 

Oldsmobile, 685; Packard, 294; Providence 

Plymouth, 1,868; Pontiac, 742; Re- During January factory jobs in 

nault, 30; Studebaker, 510, and Wil- Rhode Island slumped 13 percent 

in a larger than customary dip in 
New-truck sales were: Chevrolet,| manufacturing employment. This 

587; Crosley, 2; Diamond T, 7;|was taken as an indication that a 

Diveo, 2; Dodge, 200; Federal, 4;| miniature boom, which boosted 


|231; Mack, 14; Pontiac, 3; Plym-|last fall, has petered out now. 


outh, 9; Reo, 6; Studebaker, 48; | (Continued on Page 23, Col. 1) 





HONEYCOMB... Mediterranean 
variety... cake shaped, tuft covered 


ELEPHANT EAR Uef0... elastic, 
durable... native to coasts of 
Algeria and Egypt. 


The familiar, yellow, porous, resilient drug 
store sponge is just the skeleton of a submarine 
creature that considerably antedated man...was 
used to pad the helmets of Homer's Greeks, blot 
blood for Egypt's priest-surgeons, .. . and for a 
sorrier purpose in the Crucifixion. 

In shallow water, the sponge is detached from 
the bottom by wading natives. For deeper beds, 
sponge fishers wear air-fed masks. Mediterranean 
divers, stark naked, still dare 150 feet depths. 


SPONGES GROW in every sea, include more 
than 3,000 varieties, but few have utility... The 
Florida, Cuba and Bahamas waters grow a hall- 
dozen commercial types...The Reef, Wool, Hard 
Heads, Hairy Yellow and Grass 
best Mediterranean sponges. Western Atlantic 


none up to the 


beds, blighted in 1938, once provided two-thirds 
the world output, now yield only 20% prewa! 
volume, while world production is off so%. 
Greece today 1s the largest producer, followed 
by Tunisia, Turkey, Egypt, of the Mediterranean 
types... Zimocca,disk shaped, hard,for scrubbing. 
Elephant’s Ear, shallow, thin, for stuffing journals 
... Honeycomb, large, round bath sponge... Fi 
Turkey Solid, cushion shaped, soft, higher price: 
...and Fine Turkey Cup... 








Turkey cup 
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(Continued from Page 22) 


According to state labor depart- 
ment figures, industrial jobs in 
January totaled 133,330, a decline 
of 1,759, or 1.3 percent. The total 
was 6,800, or 4.9 percent, under 
January last year when employ- 
ment dropped and carried the 
total to a postwar low of 122,469 
jobs in July. 

Last July, industrial employment 
was 35,433 jobs below the postwar 
peak of 157,902 in February, 1947. 
Unemployment was estimated by 
the department of employment se- 
curity at between 50,000 and 55,000. 

Now, manufacturing employment 
stands 24,522 jobs under the post- 
war top and unemployment, as fig- 


ured by the DES, is around 30,000. | 


(Jack Sullivan. ) 


Sibeuin, Ill. 


The key to what’s going on in 
the retail automotive business can 
sometimes be found at the auto 
salvage yard. 

Autos are being junked in 
Salem, Ill, at a more rapid rate 
than heretofore with dealers 
sending about half of the supply 





WOOL... 
Caribbean... 


from the Gulf of Mexico, 





large, highly absorbent. 


and individuals supplying the 
other half, according to Isadore 

Fishman, owner of Salem Auto 

Parts Salvage Co. 

Most of the cars being junked 
are 1937 models or older. The 
dealer sells them for the junk reve- 
nue but the individual who sells 
them, according to Fishman, is usu- 
ally broke and wants to cash in 
for what he can get. 

He is not a prospect for a new 
car or a new used car at the pres- 
ent time because he could get more 
for his junk heap by trading it in. 
—(L. H. Houck.) 


* * * 


Columbus, O. 


New-car sales continued strong 


|in Franklin county (Columbus), O., 


during February when 1,781 units 
were delivered. In the same month 
last year 1,105 new cars were sold. 

New-truck sales were also high- 
er than in 1949 with 174 new 
trucks sold in February of this 
year against 156 in 1949. For the 
first two months of 1950, new- 
truck sales totaled 348, compared 


a # 


* 


the Four-Letter Award. Left to right: T 
John Dukewits and Alex Fellini. 


with 362 in the first two months 
of 1949. 

Used-car sales also were far 
ahead of the preceding year al- 
though used-truck sales were lag- 
ging. Used-car sales in February 
amounted to 7,233 units, against 
5,291 in the same month of 1949. 

Used-truck sales in February 





|/numbered 401, against 458 in Feb- 
ruary, 1949. In the first two months 
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HARDHEAD... 


rugged, resilient, rough 
.. mostly from the Bahamas. 


GRASS... 





FORD HONORS SPRINGFIELD ie.) Oa tenet Dukewits, Inc., 
. O'Neil, manager of the Ford Kansas City branch, 


wiry, not durable 
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was cited with 


of 1950, used-car sales were 15,011, 
against 10,026 in January and Feb- 
ruary of 1949, while used-truck 
sales were 962, compared with 
1,174 in the same 1949 period. 
New-car sales by makes during 
February were: Austin, 2; Buick, 
150; Cadillac, 15; Chevrolet, 357; 
Chrysler, 44; Crosley, 1; DeSoto, 
40; Dodge, 93; Ford, 374; Hud- 
son, 125; Kaiser, 14; Lincoln, 7; 


.. found off Florida coast, 
Mexico and Honduras, 


and 3,000 others... 


Turkey Cup is the sponge aristocrat... . large, 
cup shaped, soft in texture yet firm and highly 
absorbent, sells for as high as $25...thrives in 
Mediterranean waters ...rich in protoplasm or 
whatever sponges feed on... low in lime, which 
makes skeletons brittle...clear of sediment, which 
coarsens sponge openings... cooler than the 
Caribbean, and down deep, often in caves, .. . 
undisturbed by other sea creatures, tides, ships’ 
screws, oil scum... less accessible, longer lived, 
the fortunate heir of favorable environment! 


Now THE FARMER is not as badly stuck with 
environment as the sponge. He can always say the 
hell with it, sell something, run for Congress. But 
he gets an even break with environment, or else 

If his soil is straight silicon or shale. ..water 
arrives in tank cars...frost leaves late and comes 
early...tropics sap his energy... 
thumbed genius takes the job in the shoe factory. 

New England ended up with hay, cordwood, 
cranberries . . . the South with sharecroppers and 
cotton...the West with wool and range cattle... 
Some states specialize in potatoes, pecans, and 
citrus fruits... But put a tracer on the freight 
trains full of grain, livestock and canned goods— 
and most shippers have RFD addresses in the 


.the greenest- 


* ARN is TOOT SE IANO SENN 


UCCESSFUL 


Middle West. Nature makes the great Central 
Valley the leading carry-and- cash crop country. 
The glaciers gave the thickest topsoil on the 
continent, were liberal with lakes, springs, rivers. 
Mountains on both sides shut out sea changes. 
The growing season is a good six months, with 
hot sun, adequate rainfall. Here the farmers have 
always had higher yields, and more crop to sell! 
This is Successrut Farminc country, fifteen 
Heart states that provide the majority of our 
agricultural output, and the best farmers, with 
larger investments, more know-how and better 
practice. The million SF 
states averaged a round $10,000 in gross income 
re and'48, $4,000 above the US farm average 
.-have had nine straight years of high income, 
are one of the world’s best class m: arkets! General 
media have shallow roots here—only SF has the 
deep hold, wide spread, earned influence to bring 


subscribers in these 


your advertising to the best farm buying power! 

No better opportunity ever existed for new 
automotive volume, and a lasting high potential. 
Let us show you what you’re missing in this 
business-and-home medium! Call any SF office... 

SuccessruL Farminc, Des Moines, New 
York, Chicago, Cleveland, Detroit, Atlanta, San 
Francisco, Los Angeles. 
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Mercury, 78; Nash, 66; Oldsmo- 
bile, 110; Packard, 22; Plymouth, 
83; Pontiac, 126; Studebaker, 71, 
and Willys, 3. 

New-truck sales were: Autocar, 
1; Chevrolet, 53; Diamond T, 1; 
Divco, 1; Dodge, 30; Ford, 43; GMC, 
8; International, 16; Mack, 1; Reo, 
1; Studebaker, 3; White, 12; Willys, 


2, and miscellaneous, 2. (Bert 
Strang.) 
+ * . 
Houston 
After a slow January, new-car 
dealers in Harris county (Hous- 
ton) hit their stride in February 


with the delivery of 2,380 new cars. 
In the preceding month, new-car 
sales were 1,951. 

Combined new-truck and com- 
mercial-vehicle sales in Febru- 
ary were 418 units, compared 
with 429 in January. The Feb- 
ruary total included 144 trucks 
and 274 commercial vehicles. 
New-car sales by makes in Feb- 

ruary were: Buick, 201; Cadillac, 
37; Chevrolet, 526; Chrysler, 15; 
DeSoto, 34; Dodge, 95; Ford, 574; 
Frazer, 2; Hudson, 47; Kaiser, 8; 
Lincoln, 37; Mercury, 209; Nash, 
54; Oldsmobile, 149; Packard, 33; 
Plymouth, 129; Pontiac, 145; Stude- 
baker, 70, and Willys, 15. 
Combined new-truck and com- 
mercial-vehicle sales were: Auto- 
car, 1; Chevrolet, 146; Dodge, 41; 
Ford, 146; GMC, 35; International, 
29; Mack, 5; Studebaker, 5; White, 
8, and Willys, 2.—(Ruby Fenoglio.) 
* 


* * 


Akron 


The way both new and used auto- 
mobiles have been selling in Sum- 
mit county (Akron) so far this year 
makes it look as if 1950 will be 
one of the biggest years in history. 


Sales in both fields have been ex- 
ceeding expectations. Business in 
February was very good, particu- 
larly since this month is normally 
considered an off period. 


There were 1,512 new cars sold 
during the month as compared 
with 962 in February, 1949. The 
sale of new trucks also boomed 
with 191 purchased during the 
| month. In February, 1949, only 
| 111 were sold in the county. 
| 


| Plymouth, traditionally in third 
| place, fell to sixth because of the 
Chrysler strike which cut off the 
|supply of these cars. Chevrolet 
{continued in first place with 399 
| Sales. Other totals included: Ford, 
309; Buick, 124; Pontiac, 112: 
Studebaker, 99; Plymouth, 87; Olds- 
mobile, 80, and Mercury, 74. 


The volume of used cars handled 
also was high. Used-car sales hit 
2,142, more than double the 999 
sold in February a year ago. The 
figure exceeded January, 1950, used- 
| car sales by 202.—(Joe Kuebler.) 





* * * 
| Washington 
| Statistics provided by the Wash- 
|ington Automotive Trade Assn. 


|show that sales of new cars and 
|trucks in January dropped to the 
lowest total for that month in three 
years. 

In January, 1948, the total was 
2,338, sliding off to 2,268 in the first 
month of 1949 and dipping to 2,134 
| in January of this year. 

The WATA scoresheet for the 
first 15 days of February shows 
a total of 1,259 new cars and 

| trucks titled. That is less than 
| the total for the same period in 
| 1949, but final figures for the 
month were expected to run con- 
siderably ahead of last year due, 
in large measure, to the associa- 
tion’s highly succes:ful automo- 

bile show held Feb. 18-25. 

New-car sales in the first 15 days 
|of February (total for January in 
parentheses) were: Anglia-Prefect, 
10 (3); Austin, 3 (4); Buick, 70 

| (182); Cadillac, 11 (9); Chevrolet, 
| 281 (409); Chrysler, 27 (82); Crosley, 
|1 (0); DeSoto, 14 (32); Dodge, 63 
(117); Ford, 181 (387); Frazer, 0 
(2); Hudson, 21 (70); Kaiser, 1 (3); 
Lincoln, 14 (18); Mercury, 73 (96); 
Nash, 11 (34); Oldsmobile, 104 
| (127); Packard, 11 (20); Plymouth, 
159 (213); Pontiac, 95 (158); Stude- 
baker, 38 (57); Willys, 2 (3), and 
| miscellaneous, 5 (2). 

New-truck sales in the first half 
of February (January total in pa- 
| rentheses) were: Autocar, 0 (7); 
|Chevrolet, 26 (48); Diamond T, 0 
| (1); Diveo, 3 (10); Dodge, 8 (24); 
|Ford, 20 (30); GMC, 8 (9); Inter- 


|national, 3 (15); Mack, 1 (4); Reo, 
j1 (3); Studebaker, 1 (5); White, 
|0 (3); Willys, 0 (1), and miscel- 


laneous, 3 (0).—(William Ullman.) 
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ARATHON MOTORS, INC. 

(DeSoto-Plymouth), Brooklyn, 
took advantage of its location on a 
bus line to obtain a lot of advertis- 
ing and good will. The firm erected 
an awning over the bus stop, where 
1,000 passengers wait daily, and let- 
tered the inside awning flap so that 
it read: 

“You are being protected from 
the weather through the courtesy 
of Marathon Motors, Inc.” 

Comment has been exceptionally 
favorable and several passengers 
have been impressed enough to stop 
in at the dealership and express 
their appreciation of the courtesy. 

* * + 


Mystery Lock 

AN ETTA MOTORS, called the 

world’s largest Lincoln-Mercury 
dealership, has launched an unusual 
“mystery-lock” contest in San Fran- 
cisco. 

Ed Boyson, general manager, 
announced that keys which have 

been attached to explanatory 
cards will be left all over San 
Francisco. The finder of such a 
key has an opportunity to win 
either a free paint job, a $50 to 
$100 credit on a new Mercury or 
Lincoln, or a complimentary lu- 
brication. 

Two locks will be placed in Van 
Etta Motors’ showrooms. If a key 
unlocks the “treasure lock” a free 
paint job will be given. The other 
lock is known as a “mystery lock” 
and if the test key fits the lock the 
finder will receive a $50 credit on 
a new Mercury or a $100 credit on 
a new Lincoln. 

Should the key not open either 
lock, Van Etta Motors will then 
present the key holder with a free 
lubrication on his present automo- 
bile. 

* * * 
Cooperation 

SED-CAR dealers in Erie, Pa., 

stepped up business volume 
with a Washington's Birthday pro- 
motion launched with a full-page 
cooperative newspaper ad. 

The ad featured a cherry-col- 
ored ink, and theme of the event 
was: “Cut yourself a piece of 
cake. Washington’s Birthday plain 





truth sale of used cars.” . 

Dealers throughout the city tied | 
in with the event, offering Wash- | 
ington Birthday specials in used | 
cars, 


* 4 * 


Clown 


yur other day, Clearwater Lin- | 
coln-Mercury Co. in Clearwater, | 
Fla., hired Ko-Ko the clown to | 
extoll the virtues of the Mercury | 
ear while clowning around town. | 
Auto drivers, muddled by heavy 
downtown traffic, became even 
more muddled when Ko-Ko di- | 
rected traffic at the corner of 
Ft. Harrison Ave. and Cleveland 
St. But no harm was done, and 
Ko-Ko made up for his street | 
antics by giving safety lectures | 
to kids. | 
Ko-Ko, in real life 56-year-old | 
T. J. Farmer, formerly was with 
Ringling Bros. Barnum and Bailey 
Circus for 22 years. Now he goes 
from city to city, making his living | 
by clowning for business firms. 
* * * | 
| 


Team 
ARIO J. VAGGE, a dealer in| 
Nashua, N. H., is organizing a 

strong semi-professional baseball 

team to publicize his business. 
* * 

Multipurpose 

K ASER-FRAZER is pushing the | 
Traveler as the car for sales-| 

men, sportsmen and small eansaaedl 

men. | 
For instance, it is suggested that | 
dealers arrange a Traveler show- | 
room display featuring the car as| 
the salesman’s official car. | 
One dealer told of selling a | 
Traveler to a grocer after con- 
vincing him that it would take 
the place of the grocer’s pickup | 
and two-door sedan and save him | 
money. 
Latest K-F promotion bulletin | 
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Merchandising 
Memos to Dealers 





By Bob Finlay 


to inspect the car by a uniformed | 
girl attendant who points out some 
of the features of the car. Cus- 
tomers are invited to visit the main 
showroom to inspect the different | 
models. 


+ + 


Change of Pace 





+ ads urging to buy, Guy Smith’s 
jad in Albuquerque, N. M., was a| 
breather: | 
| “THANK YOU, ALBUQUERQUE. 
| Thank you for the wonderful busi- 
/ness we enjoyed during February, 


emphasizes that now is the time/first month of our 25th year in 


when businessmen and sportsmen 


are thinking of buying new ve- 
hicles. 


* a + 


In Dime Store 


[aELArY of a 1950 model Crosley 
station wagon in the local store 
of a nationwide 5 and 10 cent store 
chain is the newest sales promotion 
stunt of the Dulaney Motor Co., 
Wheeling, W. Va. 

A red station wagon with the 
sale price, company address and 
sales slogan painted on the sides 
and hoods, is displayed in the 
front of the store between two 
entrance doors. 


Interested spectators are invited 


OnN OW eh WDHD — 


o 3 


. M-Belt Dynamometers 

. Cofistant Temperature Room 

. Physics Equipment Shop 

. Physics Laboratory 

. Technical Libtery 

. Micro-Balance Room 

. Microseopy Laboratory 

- Special Instruments Laboratory 
. Chemical Laboratory 

. Technical Office 


| Albuquerque.” 

* * * 
Advertising Car 
| PIERRE CHIVE JR., of Chive | 
Motors (Studebaker), New Or- 
|leans, has an advertising car which 
he terms the “Chive’s Jet.” 

It is a Studebaker Commander 
| convertible with extra gadgets 
| such as a six-blade fan and no 
thermostat, a Weland cylinder 
head with dual cool manifold and 
carburetor, a heavy-duty 45-am- 
pere cruising generator and buck- 
horn type exhaust pipe running | 
to the back of the car, where | 
there are six direct small exhaust 
pipes. 
The tail light and signal lights by! 


| 


} 


a treasure house of science 
for engineers 








17, Experimental Compounding and 
Mill Roam 


11. New Products Laboratory 18 

12. New Products Pilot Plont Room 
13. New Products Evaluation Lab. 19. 

14, Adhesion Laboratory 20. 

15. Pilot Plating Plant 21. Dark Room 
16. Physical Testing Laboratory 22. 


| A MONG cut-price sales and other | § 


. Product Engineering Drafting 


Specifications Work Shop 
Product Egginsering Office 


Metallographictaboratory 


VIEWING ANDERSON'S SALES BOOSTER—Link Anderson (left), 
Santa Monica, Calif., explains to Automotive News Editor Pete Wemhoff, center, and Col 
Don House, Los Angeles zone manager of Pontiac, use of third-dimension picture projection 
by salesmen of his dealership. 


special arrangement are set into} 


ithe body. 


“The Chive Jet,” says Chive, “is | 
our advertising car. If the mayor 
decides to dedicate a bridge, I offer 
him the Jet to ride in.” 

* 


* * 
Buickized 
N EVANSVILLE, Ind., the auto 
dealers like to play on words. 
For instance, Braden Motors 








Pontiac-GMC dealer in 


(Kaiser-Frazer) says “You'll Like 

Traden with Braden.” 

The Lincoln Motor Co., which 
does not deal in Lincolns but in 
Buicks, does not just overhaul and 
tune up its used cars, it offers 
“Buickized Guaranteed Bargains.” 


AUTOMOTIVE NEWS, the Newspaper of 
the Industry, read by everyone who counts 
in America’s No. 1 Industry . an esti 


mated more than 100,000 readers weekly! 
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( as Price War 
Spreading West 
Of Mississippi 


LOS ANGELES. — 
across the nation are being handed 


up to five cents a gallon savings | 


by retailers engaged in a _ fast- 
spreading gasoline price war. 

A major oil company spokesman 
blamed a local surplus for the com- 
petitive price cutting at Califernia 


gas stations. 


of the price cutting so far, with 
signs of the war reported in Los 
Angeles, San Diego, San Francisco, 
Salt Lake City, Miami, Seattle, 
Milwaukee, St. Paul, Phoenix, Tuc- 
son, Minneapolis and Indianapolis. 

General Petroleum Corp. said it 
was granting a day-to-day competi- 
tive 


due 
tors 
So far, other companies have re- 


in their immediate 


Motorists| 


allowance to any of its retail 
dealers “suffering extreme hardship | 
to price cutting by competi- 
vicinity.” 


lescort to a gallant corpse. 
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Auto Etiquet 


Live Escort Piterved 


To Gallant Corpse 
ST. PAUL.—Men shouldn’t open 
car doors for women because all 
women would prefer a discourteous 


new code of driving etiquet has been 
proposed by Homer Thomas, sec- 
|retary of the safety council of St. 
Paul and Ramsey county, so men 


fused to give such allowances. One| drivers can be correct without risk- 


oil company 


spreading. 


parts 


with great experi- 


ence in 


To explore the 


possibilities 


send for “‘ 


Fort Wayne, Indiana, or 


spokesman said the 
war will be disastrous if it keeps | 


In the U. S. Rubber 
Fort Wayne plant 


involving rubber- 
bonded-to-metal 


ing their necks. 
“My basic rule for women pas- 
|sengers is not to take offense at a| 


a ey EXPANSION PROGRAM—Harmon Garage (Chrysler) is in Harmon-on-Hudson, 
. Y. The service department was stressed in the firm's modernization _Plans. 


Big city retailers have done most | —— 


|her sex,” 


| traffic lane, he said. 
This | 


|of Pine and North Ridgewood, Se- 
| bring, Fla., 
| Poer Chevrolet Co. 





male driver’s disregard for the 
little consideration normally due 
he said. Men who have 
been opening doors for women for 
centuries, are urged not to open 
car doors for women because it 
generally requires walking into a 


Sebring Outlet ‘Builds 


Under construction at the corner 
is the new home of L. D. 


In all, the building will contain 
15,000 square feet of fire-proof floor 





‘| space. 


this is your new 


arenas 





is a new 
laboratory 


and all-rubber You will find 
products, too. 
and finest 


equipment 


reducing vi- 
bration, noise 
and wear 


and trucks, 


of this treasure 
house of science 


which you 
can use 


here the newest 


in automobiles 


Ele hale’ 









to work out 
your problems 


and a staff of 
chemists, physicists, 
metallurgists, and 
design engineers 


and all other me- 
chanical equipment 
with moving parts. 


This is Your Laboratory,” the profusely illustrated 
booklet that takes you step by step through the great Fort Wayne 
laboratory. Call or write Engineered Rubber Products Division. 


UNITED STATES RUBBER COMPANY 


5850 Cass Avenue, Detroit, Michigan 





By L. H. Houck 

Staff Correspondent 
CARLYLE, IIL- 
ers in this section have an advan- 
tage over their city brothers during 
these present times since they are 
not troubled by some of the most 
vexing problems of the city dealer. 


These facts were indicated in a 


| survey along U. S. 50 traveling east 
| from St. Louis. 


Most city dealers in St. Louis 
and East St. Louis found the 
demand for both new and used 
cars slackening during the past 
60 days. Legitimate dealers were 
also faced with bootleg autos on 
used-car lots at up to $300 under 
their list. 

The picture changes sharply in 
| the hay and coal regions of Illinois. 
Here in Carlyle, a town of 3,000, 
J. H. Mount has been dispensing 
Chevrolets through his Mount Mo- 
tor Sales, Inc., since 1932 and he 
has been selling Chevrolets himself 
since 1928, 

His demand for new cars has in- 





Report from the Byways 


Auto Picture Found To Be Brighter 
Away from Cities 


Small-town deal- | 





creased sharply during the past 90 
days and used-car demand has kept 
in step. His situation is a reflection 
of the position of the other dealers 
here. 

In addition there are no used-car 
lots selling bootleg cars. 

Further east is Salem, a bust- 
ling town, with about 10 new-car 
dealers. Demand there was re- 
ported strong for both new and 
used cars, repossessions almost 
nil on gilt-edge deals, 

Dealers are taking in trades at 
about the same price they offered 
a year ago except in the prewar 
models. 

These good reports persist in the 
|face of increasing numbers of un- 





| employed. Salem is oil, coal and 
industrial country, mixed with 
farming. 


Labor Turnover 
At Ford Trails 
Auto Average 


DEARBORN. Ford employes 
seemed more satisfied with their 
jobs last year and less inclined to 
|leave the company for work else- 
where, Mel B. Lindquist, general 
industrial relations manager, re- 
ported last week on the basis of 
1949 labor turnover figures. 


Average monthly turnover among 
all employes of Ford Motor Co. 
dropped from 3.7 percent in 1948 to 
3 percent last year, he said. 


The 3 percent figure was ‘consid- 
erably less than the monthly Bu- 
reau of Labor Statistics average of 
5.8 percent for the automobile in- 
dustry and the BLS average of 4.2 
percent for all manufacturing 
industries. 


Turnover among all Ford em- 
ployes in Michigan was 2.9 percent 
per month in 1949, compared to 8 
percent for automobile industry 
| reported by the Michigan state em- 
ployment service and 6.9 percent 
|for all Michigan manufacturing 
industries, Lindquist said. 

Ford Detroit area turnover was 
2.8 percent per month in 1949 com- 
pared to the employment service's 
|8.9 percent for Detroit auto indus- 
}try and 7.7 percent for all manu- 
| facturing industries in the city. 





e 
Diesel Torque 
GM Division Explains 
How It Works 
| DETROIT.—A color booklet on 
|\“The New General Motors Diesel 
Engine — Torque Converter Unit” 
has been released by Detroit Diesel 
Engine division of General Motors, 
13400 W. Outer Drive, Detroit 28. 
The division claims to be the only 
Diesel engine maker providing both 
the engine and the torque con- 
|verter as a combined unit. 
Illustrated and explained in the 
booklet are the functions and ap- 
|plications of a torque converter. 
| Free copies are available by writing 
the division, 


Production Is Started 


By New Fisher Plant 


DETROIT. Fisher Body divi- 


| sion’s new fabricating plant at 
operations 


| Pittsburgh has begun 
on a minor scale 
and will build up 
| to full production 
later this year, 
according to J. J. 
Cronin, general 
|manager of Fish- 
jer Body. 

| Although the 
| plant still is un- 
|der construction, 
| many presses al- 
|ready have been 
installed and one 
of them is in operation, 
out roof bows, Cronin said. 
small number of employes is en- 
gaged in the present work, but 
more will be added as operations 
expand. 

When in full operation, the plant 
is expected to employ 2,200 persons. 
|The plant, located in West Mifflin 
township, is under the supervision 
lof Anthony Stormzand, resident 
| manager 








43. J. Cronin 


stamping 
Only a 
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‘Courtesy Car' 


Memphis Auto Voices 
Violator’s Offense 


After Memphis streamlined its 
traffic conditions by eliminating 
many left turns, rerouting traffic 
and installing one-way streets, it 
was decided that the human ele- 


ment remained and that it should | 


be remedied. 

Even with improved street con- 
ditions, drivers were still slipping | 
through amber lights or signaling | 


[incorrectly for turns. It was then 


that a “courtesy car” was _ in- 
| augurated. 

| The vehicle, with a public ad- 
dress system, cruises the city’s 


streets with a police officer and a 
safety engineer. They watch for 
traffic violations and call the of- 
fender’s attention over the loud- 
speaker. 

Memphis’ “courtesy car” is 
|planned to make motorists con- 
| scious of the most common traffic 
violations, especially thoughtless- 
ness. 








Do you know how 


SAN DIEGO 


ranks with 


Population 


442,294 
407,871 
342,046 
384,372 
460,926 
420,216 
305,510 
431,917 
381,373 
331,570 


Atlanta, Ga. . . 
Birmingham, Ala. 
Dallas, Tex. . . 
Denver, Colo.. . 
Indianapolis, Ind. 
Louisville, Ky. . 
Memphis Tenn. . 
Providence, R. |. 
Rochester, N. Y. 
St. Paul, Minn. . 
Seattle, Wash. . 407,630 
Toledo, Ohio . . 341,663 


SAN DIEGO, CALIF. 425,361 


All population figures are for City 
Zone and are taken trom SRDS 
Consumer Markets 1949-50 Edition 







Do you know that San 
Diego is an isolated, con- 
centrated market, 125 
miles away from Los 
Angeles... that San Diego 
has its own wholesale and 
jobbing channels... that 
its people and its distri- 
bution system must be sold 
locally! 













The San Diego Union and 
Tribune-Sun offers the 
one best way to cover this 
big, busy market thor- 
oughly at low advertising 
cost. Ask the West-Holliday 


man, 


















San Diega 


UNION andT 


eon aman: 
in California’s Ne 
REPRESENTED NATIONALLY BY 





RIBUNE-SUN 


Evening and Sunday 


w Major Market 
WEST-HOLLIDAY CO., 





New York + Detroit + Chicago + Denver Seattle» Portland+ San Francisco*los Angeles 


DEALER NAME PLATES 
Tell People “Who Sold That Car” 


Sparkling, polished, heavy chrome plate to 


avtomotive manufacturers’ specific 


MACO de luxe name plat 
are of original design; made 
to your specifications in any 
form, shape or design; with 
color if desired. Write today 
for folder and estimates. 


METAL ARTS CO., 





INC. DEPT. 8 ROCHESTER, N. Y. 


ations. 





| 
es , ! | 


| 


| 





| Washington firms, 


|gine and small 
| They occupy the new Titus building 
jin Tacoma, but operate under the 
| dent 


the 
| 
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‘Mild Winter Spurs Sales; Used-Car ae | ee 


By Roy Carmichael 


Staff Correspondent 


MONTREAL. 


demand for cars is promising. 

It is significant that a greater 
percentage of new cars are being 
bought on the installment and 
budget plans. There are fewer 
“real” owners today and a great 
deal more financing of auto pur- 
chases. 





Dealers said that the open winter | 
that has prevailed for January and | 
the first weeks of February has, to} 


a great extent, stimulated auto 


travel. 


Some heavy snows may be looked 
for before the winter is over, dur- | 


ing which time there should be a 
|mild recession in motor circles, but 
ithe worst of severe temperature 
conditions is past and spring is not 
|}many days off. Once arrived, ac- 
tivity may be looked for in both 
new and used car business. 

| Deliveries to dealers here show a 
|tendency to more than catch up 
| with demand and, should the spring 
trade not be as active as is looked 
| for, stocks in dealers’ hands will be 
greater than is now expected. 

| Competitive market conditions 
| are looked for with the British 
| makes a factor in this regard. 
| While the larger percentage of 
| purchasers of new cars still are 
| decidedly on the side of the 
| American models, there 
growing sentiment for the Eng- 
lish cars by reason of their 





greater handiness under present | 


traffic conditions. 
The used- -car _market L appears to 


L-M to Establish 
Club for Its 


‘Super-Salesmen 


DETROIT. Lincoln - Mercury 
soon will 
|salesmen’s club to be known as| 
‘the Lincoln-Mercury sales council, 


Joseph E. Bayne, 


general sales 
manager, said last 
week. 


The council will 
be open to all 
Lincoln - Mercury 


the U. S. A num- 
ber of top honors 
and awards will 





be available to) 
h ]- 
J. E. Bayne a —— 


“It’s our intention to help make 


Lincoln-Mercury retail salesmen be | 
Bayne | 


the best in the country,” 
said. “We will furnish council mem- 
bers every possible sales help and 
guidance to enable every member | 
to advance to a position of greater| 
responsibility and better oppor-| 
tunity.” 

Bayne, a veteran of more than 
25 years in automobile selling, was | 
| himself formerly a retail car sales- | 
| man. His sales record in the highly- 
competitive Detroit market before 
World War II earned him the posi- 
tion of sales manager of a winaid 
distributorship. 

Shortly after that, he joined the | 
factory staff as assistant sales | 


|manager and in 1940 he was ap- | 


pointed general sales manager. 


|Rebuilding Operations 


Merged by Titus, Tam 


SEATTLE. Merger of two} 
Titus Mfg. Co., 


|Tacoma, and Tam _ Engineering 
|Corp., Seattle, has been announced 
| here, 


The two are authorized Ford en- 
parts rebuilders. 


Tam name. Leon E. Titus is presi- 
and general manager and 
William O. McKay is chairman of 
board. 


Canada AEA Convention 

OTTAWA The convention of | 
the Canadian Automotive Electric 
Assn. will take place in Montreal | 


|from March 5 to 10, 1950. 


— Opinion among 
auto dealer houses is that a buyers’ 
market may be expected for the 
whole of 1950, although the spring 


is a | 


announce details of a} 


retail salesmen in| 





|be well filled with little prospect 


reduced prices, 
purchasers will be decidedly in the 
direction of 1950 types of vehicles. 

The truck market is oversupplied 
|} and, unless there is a better upturn 
jin heavy construction work this 
|year, this type of motor vehicle 
will be overstocked in the metro- 
politan area. 

However, there are indications | 
that open weather conditions will | 
greatly stimulate out-of-door em- 
ployment in the direction of new 
construction in nearby suburban 
}areas, Should this be fulfilled, the 
demand for new truck units may 
gain some momentum. 

The consensus of dealer opin- 
ion is that the motor business is 
gradually, but surely, working 
back to the era of salesmanship, 
and while Montreal dealers of 





DECADE 





A 

















GEOG Cinicanr re 





of any great demand this spring. | 
Good used cars still will attract | 
buyers but, with the new models at | 
the tendency of | 


O F 


English Cars Gain in Canada 


established reputations will enjoy 
a steady demand for both new 
and used cars, this year will bring 
difficulties for those firms that 
are in the recent arrival class. 
Cars in the future will be sold 
on merit, said one of Montreal’s 
prominent auto dealer heads, and 
the guarantee of the firm will be 
a decided asset in the sale. 
Although the easy-money days 
in the industry are over, motor 
| vehicles of every description are 
so necessary in these days of speedy 
transportation, that auto circles in 
this vicinity, as well as throughout 
Canada, are confident that trade 
conditions will be well maintained 
throughout 1950. 
Beyond this no 
|}pared to venture 


one seems pre- 
an opinion. At 


| present, however, established 
|houses are doing well with new 
models, with the promise that 





March and April will see a more 
| active demand. 





















PROGRESS 


During the past ten years, the value of 


GOODS MANUFACTURED 
increased from $318,300,000 to 


3957750027000 


More goods produced 
means more goods 
bought. And, 


more and greater pay 


it means 


wi checks, too! Here's a 
“| healthy, growing market 
| with a wealth of buying 


power! 


The heart of /'Q@Y 7 Tennessee is 


INAS EW Wb hs 


The '"MONEY TOWN” of the South 


Reach this prosperous market through two great newspapers. 


Vee 7 STE Lwe 


La 





SPRAY 


GRAINS MOLDINGS 
AND DASHES WITH A SPRAY GUN 





Just spray graining ink through a cloth screen to form grain. Produces factory- 
like finish, dries fast. Any painter can do it. 
Kit consists of 3 graining screens, fine, medium, wide. 6 pints graining ink 


concentrate—Mahogany, Dark Wainut, 
and Grey. 


The graining ink should be thinned 4 to 
enough for 50 to 70 cars. 


Walnut, 


Maple, Oak 


F.0.B. Los Angeles $18.75 


| with lacquer thinner, making 30 pints, 


Screens last indefinitely when washed with lacquer thinner. 


GEORGE W. SNIBBE SALES COMPANY 


926 S. FLOWER ST. 





LOS ANGELES 15, CALIF. 
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(-n the Financial Front... 





Chrysler Profit Pace 
Leads Sales Rise 


By George Deery 
Associate Editor 

Ss profits in 1949 rose 

4 at a faster pace than the in- 
crease in sales. The net profit— 
greatest in the corporation’s his- 
tory—was up 49.4 percent to $132,- 
170,096, or $15.19 per share. 

During the same period, sales 
mounted about 30 
percent to a total 
of $2,084,602,547. 
Net profit in 1948 
was $89,187,240, 


. per share. Sales 
in that year 
reeched a volume 
"=, of $1,567,933,360. 
Other items in 
last year’s report 
issued by Presi- 
dent K. T. 
included dividends 
subsidiaries, $13,080,524; taxes of 
all types, $213,885,704; wage and 
salary payments, $349,479,472. 





| 


/ equal to $10.25) 


Keller | 
from foreign | 


share on 


common stock outstanding. 


In 1948 


from other sources amounted to| first quarter. The firm has also reg- 
$200,852,859 with net earnings, after | istered 249,948 shares with the Se- 


income taxes, of $10,552,825. Based | 
on the number of shares of com-|The public offering price will be | 


mon stock now outstanding, 
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was equivalent to $6.15 per share, | 
after provision for preferred divi- | 
dends. 


Raises Dividend 


Commercial Credit Pays 


$1.20 in First Quarter 


| Commercial Credit Co. last week | 
1,617,125 shares of|announced a boost in the dividend 
|}on its common stock to $1.20 from 
It becomes effective for the 


the 


total sales and income | 41. 


curities & Exchange Commission. 


| filed in an amendment. 

The publicly offered stock witt| 
consist of shares not used in the | 
|conversion in the calling of 249,842 
|shares of 3.6 percent cumulative | 


this 


Auto Stocks 
Mar. 6 Feb. 27 

















Chrysler 66% 63%4 |preferred stock. The preferred | 

Crosley 2% 2% /|shares are convertible into 1% | 

General Motors 76% 15% | shares of common stock. 

Hudson 13% 13% . & © eee. eee 

Kaiser-Frazer 65% 63% E ° “MAIN FLOOR COVERS 17,000 SQUARE FEET—Sid Wellborn Motors, Inc. (Chrysler) in 

Nash-Kelvinator 17% 17% varnings Silver Spring, Md., iust across the District of Columbia line from Washington, recently 

Packard 3% 8% Monroe Auto Equipment Co.—Six | | pape ay these facilities. Lo also a @ total of 4,750 square feet for ground parking, 

Studebaker 28% 97% |months to Dec. 81: Net income, | & 7s seme tem tr rem pam. toatl 

Tucker 30 35 | $196, 636, equal to 41 cents a com-| cents a share, compared with $306,- $3, 093, 840, or r $5. 12 a share, increased 

Willys-Overland 6% 6% |mon share, compared with $532,177, | 581, or 74 cents a share in the cor-| from $2,460,133, or $4.14 a share, in 
Average for |or $1.27 a share in the similar | responding 1948 period. 1948; net sales, at new high of 
10 Stocks 22.19 21.97 | period of 1948. December quarter: Noblitt-Sparks Industries, Inc.— | $37,128,659, compared with $35,447,- 





Stockholders received $45,686,886 | 


in dividends. Expenditures for ad- 
ditions to property, plant and 
equipment in 1949 totaled $46,714,- 
649. 
* * * 

Ts NET earning rate on sales, 

the report adds, was 6.34 per- 
cent. It has been exceeded in eight 
of the preceding 24 years. 

Foreign subsidiary dividends in- 
clude amounts accumulated from 
earnings of prior years that were 
not heretofore available for trans- 
fer to this country. Excluding these 
foreign subsidiary dividends, earn- 
ings were 5.71 cents per dollar of 
sales. 


These compare with 1948 earn- 
ings rates of 5.69 cents per dollar 
of sales including dividends from 
foreign subsidiaries and 5.22 cents 
excluding these dividends. 

The balance sheet shows cash 
and cash securities at Dec. 31 of 
$322,932,288, exclusive of U. S. treas- 
ury savings notes purchased for 
income tax payments. Net working 
capital was $339,816,612, Inventories 
on hand totaled $139,371,754. 


* * + 


Best Quarter? 


N EXPECTED rebound in in- 

dustrial production following 
the coal strike points to the second 
quarter as the most active of the 
year, according to Standard & 
Poor’s Corp. Mass vacations will 
bring a slowdown in the third quar- 
ter. The fourth-quarter outlook is 
still somewhat nebulous, it adds. 

“The recovery from the inven- 
tory recession of 1949 has reflect- 
ed sustained consumer demand 
and exceptional activity in the 
auto, building, home appliance, 
steel, textile and television in- 
dustries,” it states. 

“A rapid increase in outstanding 
consumer credit has been a con- 
tributing factor. 

* * * 

THILE the coal strike has ex- 

acted a severe toll, the vitality 
of the business structure appar- 
ently has not been impaired. Re- 
covery should be aided by produc- 
tion against unfilled orders and by 
net cash outlays by the govern- 
ment, which will reach a crest in 
the second quarter. 

“Actions by the government will 
have an increasingly important ef- 
fect on business developments. De- 
fense spending, now roughly one- 


third of the national budget, is 
likely to increase. 

“Public building, including state 
and municipal, constitutes about 


one-fourth of total construction ex- 
penditures and is growing.” 
* 


Koppers’ Profit 
Is Off from ’48 


Sales of Koppers Co., Inc., during 
1949 amounted to $191,386,841, the 
company revealed last week. Addi- 
tional income from other sources 
brought total receipts for the year 
to $192,314,685. The net earnings, 
after provision for income taxes, 
were $7,111,997 which, after provi- 
sion for payment of preferred divi- 
denis, was equivalent to $4.03 per 


to 10! | For 1949: 


income, $57,083, equal _ Record net income of | 581. 


Net 


AOA A 
_ FIRST: in RETAIL SALES 


IN U.S. (per capita) 





Of the 19 leading markets in the United 
* States—including such cities as Los Angeles, 
._ San Francisco, Chicago and New York, ° 
. Seattle ranks FIRST in retail sales per 1° 
capita, SECOND in effective buying in- . 


























mas ; \ wo come per capita.* 
a al > 7“ h : Seattle is expanding to take care of 
o- > I this rich market’s spending habits. And above the din of 
=| construction can be heard the steady ringing of cash registers. 
at In the BIG Seattle market of more than a half million 


Ae AMCISCO people, advertisers know that success can be found through 


~~ _ concentrated frequent advertising in The Seattle Times. 


*Source: Sales Management Magazine, Survey of Buying Power, May 10, 1949. 
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New Passenger Car Registrations, 32 States for January, 1950-1949 
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club cpe., $1,498; conv., $1,847; Bel Air, |2-dr. sed., $1,424; bus. cpe., $1,332.50. | $3,239.50; oud cpe., $3,187; conv., $3, - sed. deluxe, $3,950; 2-dr. sed., $2,608 (de-| WILLYS-OVERLAND—Four — Jeepster Ste 
$1,741; stat, wag., $1,994. Fleetline Spe-| Deluxe Eight — 4-dr. sed., $1,545; 2-dr. | 949-50. (Hydra-Matic optional on all mod-|juxe, $2,894); conv. deluxe, $3,350; lim. | $1,603.01; stat. wag., $1,709.08; stat. wag 3 
eial—4-dr. sed., $1,450; sed. cpe., $1,403. | sed., $1,497.50; bus. cpe., $1,419. Custom | ¢!s at $174.25.) deluxe, $4,100. Custom—4-dr. sed., $3,935; | (four-wheel-drive), $2,008.27. Six — Jeep- 4 


Fleetline Deluxe—4-dr. sed., $1,529; sed. | Deluxe Six—4-dr. sed., $1,558; 2-dr. sed., MERCURY—4-dr. sed., $2,032; Model 72! conv., $4,480. (Ultramatic standard on | ster, $1,639.85; stat. wag., $1,814.33. (31 
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| Lawsuits Affecting Dealers... 
| ‘*Whether To Be a Dealer 


| Court D 


By Leo T. Parker | 

Attorney at Law | 

SELLER of an automobile on a} 
conditional contract may retain 
legal title to the car by means of a} 
simple clause in the contract of 
sale, according to a recent higher 
court, | 

For example, in Denkins Motor 
Co. v. Humphreys, 220 S. W. (2d) 
847, it was shown that Denkins 
Motor Co., used-car dealer, sold an | 
automobile to one Humphreys who 
resides in Tennessee. 

A downpayment was made, and 
Humphreys executed a conditional 
sales contract which provided that 
title to the property should remain 
with the seller until completion of 
the instalment payments agreed 
upon. 

The contract also stipulated the 
purchaser should not remove the 
automobile from Tennessee. The 
contract was not recorded in either 
Tennessee or Kentucky. 

Three months later Humphreys 
sold the automobile to one Marr, 
in Kentucky. At that time Hum- 
phreys had defaulted in his in- 
stalment payments, 

The automobile was originally | 
licensed in Tennessee, but later | 
Humphreys licensed it in Kentucky, | 
and at the time of purchase by | 
Marr it bore Kentucky plates. How | 
this Kentucky registration was pro- 
cured by Humphreys does not ap-| 
pear in the evidence. He had no} 
bill of sale from Denkins Motor Co. | 

Denkins sued both Humphreys | 
and Marr to get possession of the | 
car. 

This court held that since the 
conditional sales contract was exe- 
cuted in Tennessee and the con- 
tract contained a clause that the 


Hull-Dobbs Runs 
Contest to Spark 


| 
Memphis Sales | 


MEMPHIS. — Hull- Dobbs Co.,| 
Ford dealer here, staged a month- 
long contest the first 31 days of} 
1950 to lift sales out of the usual | 
January rut. 

With a quota of 300 new cars| 
and trucks, and 350 used cars and| 
trucks, the firm’s sales force of 28 
men was divided into two teams of 
14 men, Captain of the “Bears” was 
Si Slocum, while the “Wildcats” 
were headed by Henry Bolton. A 
$1,500 cash prize was offered, win- 
ners to be decided on the following 
point basis: 

New car, 3; new truck, 3; used 
car, retail, 2; used car, wholesale, 1; | 
outright sale of used car, without 
tradein, 1. 

The company did no special pro-| 
motional advertising for the con-| 
test, leaving it entirely in the 
hands of the two teams. For the 
duration of the contest a corner 
window was prominently decorated | 
in color with a lifesized bear fight- | 
ing a wildcat. Results of the con- 
test were kept current to the hour}! 
on a large bulletin board in full 
view of the public. 

Prize money was divided into 
three parts: $500 to the team ahead | 
on points at the halfway mark, $500 
to the team having the largest | 
number of points for the last two 
weeks, and $500 for the team scor- | 
ing the highest number of points 
for the month. The Bears won all! 
three prizes. 

The firm’s quota was exceeded. 
New cars and trucks were one} 
over, with 301, and used cars and 
trucks six over with 356. 

“We could have sold more new 
units,” Jimmy Dobbs jr. said, “if 
Wwe could have gotten delivery on 
them in time.” 


Old Tisiats H seme 


Howard Automobile Co., Los An- | 
geles recently honored nine men in| 
the organization, who represent 277 | 
years of service with Howard.| 
Those honored were: Ray Caughlin | 
(30 years), Floyd Savage (33 years), | 
C. S. Nelson (34 years), Jack Brase | 
(39 years), Harry Rahn (40 years), 
Don Campbell (31 years), J. Merrill 
Stewart (32 years), Charles Probst 
(34 years) and Basilio Sedoriusa| 
(31 years). 
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On the Hook 





ee 
Or a Politician .. . 
{ 
€ Cc I Ss ' Oo n Ss | SALEM, Ore.—Gov. Douglas Mc- 


‘ f i 
automobile was not to be removed i. <a sein ben tae Ee 


from Tennessee, the law of this | ” * 

state was applicable and good faith | the noo mR 'Week—Sme Re Camte 
: | off nicely. 

of Marr who believed Humphreys ‘ 

had good title did not give him| The governor, who owns a Chev-| 

any title. rolet car and truck dealership in 


: Salem, was faced with casting the | 
Hence, Denkins Motor Co. could ae. ; 
recover possession of the automo- | 4¢ciding vote on a contract involv- 
bile. This is so although contract | 128 purchase of 60 two-ton trucks 
with Denkins was not recorded in| {'0™ either a Chevrolet dealer or 
either Tennessee or Kentucky. | International Harvester Co. 
For comparison, see Sauerman | Secretary of State Earl T. New- 





AT GM's CLEVELAND TRUCK SHOW—The exhibit held in the Public auditorium, Cleve- 


Brothers, 49 S. W. (2d) 331. Here |bry had voted to accept I-H’s $102) land, drew large crowds of interested buyers, it is reported. 


it was shown that a purchaser |Per truck lower bid but State) — 
and seller entered into a condi- | Treasurer Walter Pearson wanted 


|\in order were Chevrolet, 2,443; 


° 
tional sales contract which con- |t© purchase the Chevrolets for the Austin on Top Ford, 2,435; Pontiac, 1,670, and 


templated that the automobile | State highway department because 


would be removed to and used |the Harvester vehicles would be In B. Cc. Sales 


in another state. |driven from Fort Wayne, Ind., and 


Dodge, 1,573. Total 1949 registra- 
| tions in British Columbia amounted 
|to 20,134. Of this number approxi- 


This higher court held that a| be old cars after the 2,500 mile | VICTORIA, B. C.—During 1949, mately one-third were British cars, 


new purchaser in the state in which trip.” 


| one-third more new ie ean |and more than half of these were 


the automobile was moved could McKay finally voted for the Harv-|biles were registered Austins 
keep possession of the car although | @Ster trucks after asking highway |Columbia than any other make of | ; 
the original purchaser had de-| department engineers to make a| passenger car, and more Austins | . 
faulted in paying the seller. /recommendation which he agreed | were registered than all other Brit- | Reynolds Names Muir 

In this case neither a contract | to follow. ish cars combined. Bob Muir has been named gen- 
nor mortgage on the automobile | : The figures from the British Co-|eral manager of Reynolds Nash 


AUTOMOTIVE NEWS production and /jymbia licensing department show | Motors, 1812 S. Andrews Ave., Fort 


was recorded in the state into registration figures tell the story of output 


which the automobile was removed. | and sales every week, | Austin registrations at 3,274. Next| Lauderdale, Fla. 


nap-on Bench Grinders 





with the famous AéceMO/m¢ Trade Mark 





a — 





. -- have the construction features 
for smooth, powerful operation. . . 


COMPLETELY ENCLOSED MOTOR: Super- LARGE WHEEL GUARDS: Allow use of special 
powered, precision-balanced motors en- shape grinding wheels or wire brushes. 
closed to prevent dirt, grit, etc. from en- Guards fitted with chip breakers. 

tering. 

BALL BEARING CONSTRUCTION: Oversize, BELL TYPE CONSTRUCTION: Provides full 


grease sealed ball bearings used through- Clearance so that long straight pieces may 
out, assure smooth motor operation. be ground across the face of the machine. 


LARGE RUGGED BASE: Rubber feet provide 

solid mounting free from vibration. Re- er - ee = > 
cessed bolt openings for permanent mount- 18 oo « SCUNaEy S588 one. 
ing. are consumed. 

INDUCTION RUN MOTOR: Develops less heat VOLTAGE: Standard models of the 14 H.P. 
in the windings — more desirable for con- and 14, H.P. grinder require 110 Volts, 
tinuous operation. 50/60 cycle AC current. Standard 1 H.P. 


STURDY TOOL RESTS: Adjustable for anytype grinder takes 220 Volts, 50/60 cycle AC 
of work with ample take-up for wheel wear. current. Special voltage models available. 


SNAP-ON TOOLS CORPORATION 


8154-A 28th AVENUE © KENOSHA, WISCONSIN 
international Division: Kenosha, Wis., U. S. A. 





GRINDING WHEELS 


of natural aluminous 
oxide abrasive... fully 
vitrified. From 60 grit 
for fine grinding to 24 
grit for heavy work. 








WIRE WHEEL BRUSHES 


High quality wire and 
metal, bound to pre- 
vent chips flying loose. 
Crimped bristles cannot 
bend or break, 





WHEEL DRESSER 


Quickly trues, cleans 
grinding wheels. Pro- 
tective hood over cut- 
ters. Includes ex- 


tra set of easily e 
inserted cutter 
wheels. 


STURDY EYE SHIELDS 


Thick safety glass 
for clear vision, pro- 
tection. Sturdy alu- 
minum frame. Easily 
attached to grinder, 





DRILL GRINDING 
ATTACHMENT 


Sharpens any drill 
from 34” to 1/2” in di- 
ameter with both lips 
ground identical in 
length, clearance and 
angle. Micrometer 
screw controls feed. 
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SNAP-ON TOOLS CORPORATION 





THE CHOICE OF eta ats Mla alii etn 


8082-C 28th Ave., Kenosha, Wisconsin 


yet os ides 
, NN nh ee inal Bench Grinder and accessories. 


Please send me catalog containing more details about 
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| of ceremonies which were attend d / 
by a large crowd of Charlotteans | 
and Carolinians. W. S. McCall is 


: i 2. tue (0, Mn president of the company. L. 
aos pn ye i, a 
| ann ; Chew Motor Sold 


ice to local truckmen, to make/sales and service manager for Sale of Holt Chew Motor Cc. 
available all essential trucking | Angelo Truck and Tractor Co. for (Chrysler), 1971 Downing St., Den | 
equipment, — parts, and service, /the past eight years. Mrs. Smith| epReseNTS $200,000 INVESTMENT—Here is the new establishment for Pardue Motor Co.| ver, to Williard F. Johnson anc 


. Jew Co., 172 Shrews- . ; F : 
George H. Jewett Co., had conducted the business since | (Chrysler), St. Louis. It is advantageously located in the north-central part of the city on a| Eugene B. Arnold is announcec. 


bury St., Worcester, Mass., has | . 
, aa E | the death of her husband on Jan. 2. | busy highway. Johnson is former president of 
' taken the Worcester county sales | Poonars? : Republic Drug Co., Denver, and 





To provide a more complete serv-,son, who has been general line 




















and service agency for Daybrook | + * & eam cntndenensiuiee’ | 
hydraulic power gate, Fruehauf | DeAngelis Wins Election New England and numbers more|charge of the service and parts sang tae ‘ites, 
pressed steel coupler, and the) P ° than 300 Chevrolet dealers. department at Veino Chevrolet. will be president of the new firm H 
Snyder safety gas tank for trac-| lus Three-Day Trip : s * * ite Acneld te vi ‘ant I 
tors. | John DeAngelis, connected with DeAngelis also was awarded a M Attends O 4 | while Arnold is vice-president. , 
Ye Oe Veino Chevrolet, Inc., Worcester | three-day ee See Severn | eee a ae ee Sie as » 
. : ? r ’| headquarters in Detroit because of| Mayor Victor Shaw cut the rib- ca ° L d M 
} Modern Motors Sold | Mass., for 20 years, has been chosen | his high 1949 sales quota. While| bon to mark the opening of Char-| iviCc eaaer M 
i Modern Motors auto firm, San | President of the Boston zone parts | there he was presented a certificate | lotte (N. C.) Hudson Co.’s new | Dealer Feldstein Doin 
; Angelo, Tex., was sold recently by |4nd accessories sales managers/of merit, a record club pin and a|home at 1020 Elizabeth Ave. Grady ‘ g 
; Mrs. Holloway Smith to Cecil Law-|record club. The zone covers all'diamond ring. DeAngelis is in|Cole, radio announcer, was master Outstanding Job 
, - —_ —— os —7" eo ———| Dalton G. Feldstein of Dalton S 
} Motors (Dodge-Plymouth), Sacra- hi 
; |mento, Calif., is president of the L 
| local Community Chest. né 
. Last June he was master of R 
i | ceremonies for a two-day opportun- 
p |ity savings bond sales drive and 
} |Community Chest drive chairman. 
' He is a member of the national D 
{ jadvisory board of City of Hope, ol 
f | tuberculosis treatment center in e! 
i |southern California which is con- Ce 
' sidered one of the leading TB hos- E 
| pitals in the nation. | 
Feldstein is active with the Sac- f 
: |ramento chamber of commerce, 
; |serving from time to time on vari- 
: | ous committees. m 
’ * * * a 
Boston Pontiac Dealers pI 
Hold Double Celebration is 
The Boston Dealers’ annual ™ 
Washington’s birthday open 
| house party was a double cele- 
| bration this year, also marking 
| the organization’s first anniver- Ri 
| sary. F! 
| The association has gained fo 
| prominence as a television pion- fre 
eer by introducing the 1950 Pon- Di 
tiac with its Pontiac Star-Time 
show over WBZ-TV and sponsor- 
ing the Roller Derby over 
WNAC-TV. : 
in; 
+ + + leg 
Wisconsin Garage Sold | tor 
| Fischer Garage (Kaiser-Frazer), f Ce 
| Janesville, Wis., has been sold by 00 
Emil Fischer and Vern Malu to fre 
Archie and Ivan McLean, who 17 
report that they will continue with elt 
the same line of cars. Malu is sq 
leaving on a trip to the southwest pa 


for his health. 
* * * i 
New Mercury Dealer 


Don Smith, head of Don Smith 
and Co., Taylor (Tex.), farm im- 








plement dealer, announces that his I 
firm has been designated as a Mer- are 
cury dealer. Smith is planning a shi 
shop that will be equipped to repair ha 
all makes of cars. Allen Rummell co! 
has been named manager of the bir 
parts department. aus 
* * * mo 
Newman Named President f 
Harry Newman has been elect- pul 
| ed president of the Springfield in 
| (Il.) Auto Dealers Assn. George ae 
| P. Kreider was named vice-pres- ‘ anl 
ident and W. F. Dagon, secre- | : 
tary-treasurer. Mi 
7 & * } 
Na 
McCoy Now Sole Owner 
Wayne MeCoy, who has been in 
with McCoy-Skaggs Motor Co. tr 
Greensburg, Kans., for the past 18 In 
years, is now sole owner of the m 
concern, The new name of the R 
firm is McCoy Motor Co. McCoy 
bought the Skaggs interests from Ai 
H. M. Skaggs, Dodge City, Kans. ye 
He was manager of the firm from e 
You Can Depend on the Name 1933 to 1939, at which time he oe 
became a partner. dr 
+ * + 
Atchison Opening 
A large crowd attended the Ss 
| opening of Gerber Motor Co. (Hud- Ser 
}son), successor to Frank Roche bee 
|Motor Co., Atchison, Kans. Free can 
coffee and doughnuts were served Pac 
and door prizes were given to the the 
visitors. Dr. H. A. Gerber, of Leav- Pac 
}enworth, is owner of the firm. 
| George H. Martin is general man- I 
REG, U.S. PAT; OFF. ager. ie need, fad T 
. ° | x casi 
for the finest carburetion | Marshall in New Home ii, 
Marshall Pontiac Buick, Lt<., Co. 
headed by J. Marshall, has opened 
ECLIPSE-MACHINE DIVISION OF new facilities at 18th Ave. and Chi 
Cambie St., Vancouver, B, C. The 
© Standard Equipment Sales: Elmira, N. Y. | baninens was fermesty located »t , Ho 
© Service Seles: South Bend, ind. aviation conpenation 8377 Granville St. The compan) i s 
Expert Sales: Bendix International Division, 72 Fifth Avenue, N.Y. 11, N.Y, handles Pontiac and Buick cars, pal 


(Continued on Page 31, Col, 1) 
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(Continued frem Page 30) 


as well as the English Vauxhall. 
H. E. Bliss is sales manager; L. 
Ss. McManus, service manager, 
and W. P. Gordon, secretary- 
treasurer, 

* + * 


Governor Appoints Heaston 
Joe Heaston, Heaston-Hale and} 
Heaston-Thomas Motor Co. (Ford- 
Lincoln-Mercury), has been named 
to the advisory board of the New 
Mexico state hospital by Gov. 
Mabry. 


* * * | 


Gronlund, Lee Buy 


Cc. E. Rufer Auto Agency (De- 
Soto-Plymouth) Moorhead, Minn., 
has been sold to Art Gronlund and 
Lloyd Lee. The firm has been re- 
named Clay Motors, Inc. C. E. 
Rufer operated the firm since 1932. 

* * o 


New Denver Olds Deals 


Harry C. Dowson, Halcyon W. 
Dowson and Ralph S. Schomp have | 
established two Oldsmobile deal- 
erships in Denver. One at 4860 E. 
Colfax Ave. and the other at 6160 
E. Colfax Ave. 


* * * 


Good Renovating Done | 
Good Motor Co. (Cadillac-Olds- | 
mobile), Rock Hills, S. C., has com- 
pletely remodeled its plant at 119 
E. White St. Banks H. Good is| 
president of the dealership, which | 
is celebrating its 17th year in busi- | 
ness. 





* ” 


Elliott in Political Race 


Jack C. Elliott, vice-president of | 
Royal Motors,-Inc., Jacksonville, | 
Fla., has announced his candidacy | 
for a seat in the state legislature 
from Duval county, subject to the 
Democratic primary on May 2. 

* - 7 


Luke Buys Building | 


A one-story brick and steel build- | 
ing at 2537 Tulane Ave., New Or-| 
leans, has been purchased by Vic- 
tor J. Luke, owner of Luke Motor 
Co, (Chrysler-Plymouth), for $225,-| 
000. The building, with a 200-foot | 
front on Tulane and a depth of 
175 feet on So. Dorgenois, will in- | 
clude, when completed, a 15,000- | 
square-foot service department, a| 


parts room and offices. 
* 


* * | 
Best Open House | 
Prince Motor Display 


Wins Plaque 


Roy Prince Motor Co., Inc. (Pack- | 
ard) has been awarded New Hamp- | 
shire Finance Corp. plaque for | 
having the outstanding display in| 
connection with the Washington's | 
birthday “open house” held under | 
auspices of the Manchester Auto- | 
mobile Dealers’ Assn. 

Association officials thanked the | 
public for its hearty cooperation | 
in conducting the event and an- 
nounced that it would be made an| 


annual affair. 
* + + 


Mich. Road Safety Group 


Names Marshall Treasurer 

Laverne Marshall, Nash Dealer 
in Flint, Mich., has been named 
treasurer of the Michigan Inter- 
Industry Highway Safety Com- 
mittee, announces Chairman Jack | 
Rose. 

As president of the Michigan 
Automobile Dealer's Assn. last 
year, Marshall's efforts had great 
effect in bringing the group fully 
behind the highway-safety and 
driver-education programs. 

* + 





| 


| 


* 


Room for 2 Dealers 

Salem Automotive Sales and 
Service (Packard), Salem, IIl., has 
been discontinued. The firm had 
cancelled a K-F deal to take on 
Packard. The latest closeup leaves 
the city without either a K-F or 
Packard dealer. 
* * * 


Dealer Sponsors Program 


The daily “Sports Ramble” broad-| 
cast heard over WCVS, Springfield, | 
_ is sponsored by Reason Buick | 

0. 


Chevrolet Club Members 
Honored in Pennsylvania 


Seventy-six members of the 1949 | 
parts and accessories sales man- 


agers’ record club were feted at 
a recent luncheon when pins and 
certificates of membership were 
presented to all members at the 
program arranged by Charles N. 
Freeman, zone parts and acces- 
sories manager, Harrisburg (Pa.) 
zone, Chevrolet. 

Cc. B. Neil, Wiggins Chevrolet 
Co., Lancaster, is president of the 
club for 1950. Other officers are 
Ralph Freed, Nunemacher Chev- 
rolet Co., Pottsville, vice-presi- 
dent; Robert Roberts, Bonner 
Chevrolet Co., Kingston, secre- 
tary, and W. J. McCormick, Sut- 
liff Chevrolet Co., Harrisburg, 
treasurer. 

* + * 


Higbee Honored 


George M. Higbee, who has com- 
pleted 25 years of service with 
Grossman Chevrolet Co., Minne- 


j}apolis, was honored at a dinner! 
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| given by L. S. Grossman, president. | 


| Higbee joined the dealership in 
1925 as a new-car salesman. He 
was named manager in 1940. 
* + * 


Miller Heads Civic Group 

Oliver A. Miller, Myrtle Beach 
|(S. C.) automobile dealer, is the 
| new president of the local chamber 
| of commerce, 
| * * * 





Fraser Motor Opens 


| Fraser Motor Co, (Packard- 
| Willys), Columbia, Tenn., has 
|opened. The firm is owned and 
|operated by Dick and Fulton 
| Fraser. 


* + 


* 
McFee & Newton Moves 


| 
| MecFee & Newton (Oldsmobile) 
| is moving from 2 W, Boylston Ter- 
| race, Worcester, Mass., to new and 
| larger quarters at 82 West Boylston 
|St., according to the concern’s co- 
|owners, James McFee and George 

Newton. 

. * * 


Somersworth Takes L-M 
Somersworth Motor Sales, Inc., | 





THEY SEEK BETTER USED-CAR OPERATION—A group of key men in Studebaker dealer 


| organizations are shown at a used-car merchandising clinic held at Royal Motors Co., 


Jackson, Tenn. This particular phase of the session was devoted to a careful check of 
reconditioning needs on tradeins. Standing at the front of the auto (hands folded) is 
Erie Webb, president of Royal Motors. 


154 High St., Somersworth, N. H., 
has announced its appointment as 
Lincoln-Mercury dealer for the 
Strafford county area. 

* * * 


manager of Oldsmobile for nine 
years, has been named general 
manager of Fred F. Vincel Motor 
Co. (Oldsmobile), St. Louis. In 1936, 
a Broe was cited by Oldsmobile as 

Vincel Names Broe one of the top 100 salesmen in the 
H. E. Broe, St. Louis district | nation. 





“‘Select-0-Seat 


2,000,000 new cars as original equipment. 


... Thus enabling over 15,000 new car dealers to adjust cush- 
ion comfort and eye level to their customers’ own personal 
preference WITHOUT DISTURBING THE UPHOLSTERY! 


L.A.Young Spring & Wire Corporation 


Detroit 


7 


‘CHOOSE YOUR OWN COMFORT” 


This adjustable coil spring seat construction is now in over 


9200 Russell Street, 


11, Michigan 





Precision Springs of all kinds; Refrigerator Shelves and Baskets; Automotive Garnish Movidings; Wire Garment Hangers; 
inner-spring Units for Mattresses; Flex-o-lator Padding Supports « Plants in Detroit, Mich; Chicago ond Joliet, iil.; 
Trenton, N. J.; Memphis, Tenn; Leeds, Ala; los Angeles and Oakland, Calif; Windsor and Toronto, Conade 











32 — 
Hi cate ~ & Safet 
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User Congress Eves 
Next Half Century 


we THE public policies affect- | 


ing highway transportation be 
as sound and well conceived dur- 
ing the coming half-century as they 
generally have been during this 
great industry’s 
first 50 years? 
Men from all 
over the U. S.,, 
representing the 
country’s nation- 
al, state and local 
highway user 
groups that have 
a membership of 
millions, will seek 
the right answer 
to this $30 billion- 
a-year question at 
the Third Highway Transportation 
Congress, set for Apr. 25-27 at Hotel 
Mayflower, Washington. 
These congresses, held every two 
years, give leaders in these groups 





Albert Bradley 


and the industries that supply them 
an opportunity to express them- 
selves on the policies which will 
help determine highway transpor- 
tation’s future. The importance of 
these policies is indicated by the 
fact that highway transportation is 
a $30 billion annual business, re- 
sponsible for, one out of every 
seven jobs in the nation. 
+ * * 

“TIFTY Years of Highway Trans- 

portation Progress” is the 


theme of the session. The keynote | 


N. J. Auto Injuries Fall 
Although New Jersey vehicle reg- 


istrations increased last year, per- | 


sons injured in auto accidents in 
the state during 1949 totaled 23,650, 
2,000 lower than in 1948, reports | 














address by NHUC’s Chairman Al 
bert Bradley, 


executive vice-presi 


Motors, will ex 
amine 


begins a 


service 


will 
congress, 

Lee R. Jackson will also 
the 
industry has 
life and broadened its 
during its first half century. 


Other speakers include Lee R. 
Jackson, president of Firestone 


dent of General 


highway | 
transportation’s 
opportunities as it 
second | 
half century of 
to the 
American public. 

Like others who 
address the 
Bradley 
look 
back and point to 
ways in which the automotive 
enriched America’ s| 
economy | 


int te | 
pie) he) 


SIGNS OF SAFETY—The booth of Modern 


| of signs designed for dealer use on the used- 


Geen: a ua 





Displays and Equipment, 16141 Harper, Detroit, 


at the NADA equipment show not only displayed al! of the signs and banners which this 
firm is supplying car dealers for the May safety month ' 


‘check'' campaign, but also a number 
-car lot, in the showroom and at Parts counter, 


Tire and Rubber Co., who will  cinieaes will come before the dele-|629 for reconstruction of primary 


speak on “Highway Transporta- 
tion of Tomorrow,” and Dr. J. O. 
Christianson, Minnesota civic 
leader, educator and agricultur- 
ist, whose topic will be, “The 
Roads Americans Travel.” 
During parley such problems as 
adequate planning to meet growing 
highway and street needs, equit- 


| able taxation, protection of high-| 


way, taxes from diversion to other} 


gates. 
These will be examined from the 


highway, as well as from that of 
officials and lawmakers. 


Auto Speeding Hit 


In Providence 


Providence 





police have _ been 


the New Jersey state safety council. | | purposes, toll Toads and many other | |ordered by Mayor Dennis J. Rob- 


aa 
HOW TO MAKE SALES GROW 





To increase your sales in Los Angeles, 


major attention must be given to the spot most 


fertile in people and buying power—the 


A.B.C. City Zone which accounts for better than 


six out of every ten families, and over 


70 per cent of the total retail sales in this, 


the nation’s third largest 


and richest market. 


It is in this vital city zone that the 


Herald-Express reaches thousands 


upon thousands more families than any 


other daily newspaper—it’s your 


sales making ‘anchor’ 


ie Ungeled 


medium. 


a Re tt 


EPRESENTEL 


NATIONALLY 


BY MOLONEY 





REGAN 


& SCHMITT ANC 


lerts to crack down on the most 

| frequent cause of highway deaths 

speeding. 
Mayor’ Roberts 


has promised 


“there will be more drivers in court | 
unless this speeding stops. Drivers | 
! That means now! | 


must slow down 
Six of our tragic seven deaths in 
|the past two months were caused 
by too much speed. We cannot 
allow this speeding to go on.” 

Excessive speed was blamed for 
|66 percent of fatalities on Provi- 
dence streets last year. 


New Approach 


Iowa Sends Citations 
To Good Drivers 


| Jowa’s state department of public 
| safety, whose customary relations 
with the general public is usually 
that of handing out summons 
| tickets through the state highway 
|patrol and issuing various letters 
|}of warning, has begun a new ap- 
proach—sending commendations to 
careful drivers, 

| Acts of courtesy, of aiding motor- 
|ists in distress, and of helping to 
|prevent accidents as observed by 
|the highway patrol are drawing 
|“citations of good motoring” from 
ithe department. 


One of the drivers being honored 
jin the new citations is Oren Hin- | 
inger, of Wapello, driver of a semi- | 
trailer truck who assisted at two 
}accidents about 25 miles apart on 
| Highway 61, New Year's eve. 

| “Hininger’s actions in putting out 
| flares, directing traffic and caring 


‘for the injured until other help 
arrived probably saved _ several | 
lother accidents due to icy roads) 


| and poor visability,” the report said. 
| 7 ” * 


Travel on Minn. Roads 


Rises 9.1% in Year 
Traffic on Minnesota trunk high- | 


| ways increased 9.1 percent last year | - 


| over 1948, the state highway de-| 
|partment reports. The 1949 load 
|Was 28.2 percent more than 1941, | 
ithe last prewar year, and 34 per-| 
|cent higher than in 1946, first post- 


viewpoint of the actual user of the| 


| are 
|censes by the end of the current 


and secondary-road systems, the 
report showed. 

| Other items of expense included: 
| Administration, engineering, labor- 
atory, highway-marking, garage, 
planning survey, debt service, land, 
and buildings, $1,995,152; aid to 
towns for roads and bridges, $1,- 
| 234,551; special legislative highway 
acts, $711,600, and betterments on 
primary and secondary road sys- 
tems, $101,415. 

* 


~ Conn. Crackdown 


Police Can Now Revoke 


Drive Permits on Spot 
30v. Bowles of Connecticut has 
ordered police to clamp down on 
illegal drivers in an attempt to 
curb the state’s high traffic and 
highway death toll. In the first 26 
days of January 27 persons were 

| killed in automobile accidents. 

According to Gov. Bowles, police 
will take driving licenses away on 
the spot from persons arrested for 
| drunken or reckless driving. 
| No warnings will be given for 
| speeding under the new program of 
| enforcement. First violators will be 
arrested and second violators will 
have their licenses taken away 
from them immediately. 

Only one warning will be issued 
|to persons who violate the law 
| because of defective equipment. 
| After that, the Gov. said, arrests 
will be made. 

* * + 


Drube Furnishes Car 


A driver-training car has been 
furnished by E. T. Drube, of Drube 
Chevrolet Co., Gorham, Kans., to 
Gorham rural high school. 





Training Expands 
In Albuquerque 


Driver-training courses in Al- 
buquerque and Highland high 
schools, Albuquerque, N. M., have 
been expanded. About 220 students 
expected to earn driver's li- 


term. 


The dual-control auto for the 
schools has been’ provided by 
Galles Motor Co., Albuquerque. 


TIME SAVER 


For Sales and Service 





| war year. 

Truck traffic made up 22.7 per-| 
| cent of the total compared with 21.6 
| percent in 1948. 


+ * * 


Calif. Road Deaths Down 


There were only 130 traffic deaths 
on rural highways in California in 
January as against 167 in the same 
month a year ago, reports the state 
highway patrol. 
+ 


* + 


Montana Road Needs 
Montana’s highway interim study | 
| committee has announced the long- | 
| time cost to bring the state’s high- 
ways up to proper standards will 
| total $340,000,000. 
* 


N.H. ile Cost 
$12 Million in ’49 


Cost of operating the New Hamp- 
shire highway department during | 
1949 was nearly $12,000,000, accord- 
ing to Commissioner Frank D.| 
Merrill. 

Top expenditures were $4,055, 231 | 


Departments 


Quick Change 


Dealer License Plate Holder 


bei ft: uy Bo 

LOCKING WASHER 

Legs protrude thru bracket, prevents 
loss. Attach to any plate without 
alteration. Guaranteed to fit all slotted 
brackets or bumper. Prompt delivery. 


$1.00 per set of four 
Order From Your Jobber 


C. HOWARD 


1498 Overlook Dr. Akron 7, Ohio 
JOBBERS WANTED 








for road maintenance and $3,687,- 
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Truck Voice on ICC Sought... 


ATA Requests Delay 
On Insurance Study 





WASHINGTON. —In a two-day 
session here last week, the execu- 
tive committee of the American 
Trucking Assns. considered and 
took action on a wide variety of 
matters dealing with the welfare 
of the motor carrier industry and | 
the functioning of the industry’s 
national organization. 

Of immediate interest was the in- | 
surance report from Chairman Ted 
V. Rodgers of the ATA insurance | 
advisory committee, recommending | 
postponement of an_ Interstate | 
Commerce Commission hearing to| 
afford ATA and the insurance in- | 
dustry time to develop more data | 
bearing on the question. | 

Rodgers’ report pointed out that, 
on the basis of information avail- 
able, an increase in requirements 
“would result in substantially in- 
creased costs without, from a prac- 
tical standpoint, providing increased 
protection of the public.” 

The ATA staff was authorized by 
the executive committee to hold 
regional meetings in which an ATA 
interpretation of the American | 
Assn. of State Highway Officials’ | 
code provisions will be presented. | 
The staff was directed to embody | 
the presentation in a booklet which | 
is to be given wide distribution. 

In directing the “educational” | 
steps in connection with the code, | 
the committee emphasized that in| 
any oral or written presentations 
it be “made clear that ATA does 
not advocate the AASHO code.” 

With reference to the existing 
ICC vacancy, a committee was 
authorized to press the trucking 
industry view that the spot should 
be filled by an individual pos- 
sessed of motor carrier back- 
ground, 

In another action the executive | 
committee directed the ATA staff 
to obtain an amendment to the | 
Internal Revenue Bureau code au-| 
thorizing deductions for tax pur-| 
poses of reserves set up to meet 
loss and damage claims. 

In other actions, the executive 
committee: 

1. Continued on the agenda with- 
out action the question of what the 





Government Files 
2,591 Exhibits 
In duPont Case 


WILMINGTON, Del. — Although 
the government began its formal 
case against E. I. duPont de Ne- 
mours & Co. this month, oral argu- 
ment prabably will not begin until 
November, it was indicated here. 

The government’s charge that 
duPont violated antitrust laws by | 
monopolizing production of cello- 
phane opened with the introduc- 
tion by U. S. Attorney Julius C.} 
Reminger of 2,591 government ex- | 


hibits, contained in 32 volumes} 
totaling 6,000 pages. 
The case has been continued | 


until May 15 by District Judge Paul | 
Leahy, at which time duPont at-| 
torneys are to file the company’s | 
exhibits and any written objections | 
to the government documents. 

Under the terms of Judge Leahy’s | 
order, the government will file its | 
objections to the duPont exhibits | 
plus any additional exhibits of its 
own on Oct. 10. 





Alberta May Drop Tests, 


Stiffen Driver Penalties 

No drivers’ tests but stiffer penal- | 
ties for traffic offenders will be| 
sought in amendments to the motor | 
vehicles and highway traffic act at | 
the next session of the Alberta | 
legislature. Provincial Secretary C. | 
E. Gerhart said that passing a| 
driving test is no guarantee against | 
accidents and that it did not seem | 
reasonable to inconvenience 800,000 | 
motorists by ordering a system of 
drivers’ tests. 

The minister said higher penalties | 
will be particularly applicable to | 
reckless and dangerous driving, | 
having liquor in cars and similar | 
offenses. Number of highway in- | 
spectors will be increased to insure | 
more rigid enforcement of traffic 
regulations. 
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position of ATA should be with 
respect to an Interstate Commerce | 
act exemption of shipper coopera- | 
tives. 

2. Amended policy as to the 
makeup of the ATA nominating 
committee by providing that three 
appointees may be holdovers from 





IN CITY WITH LESS THAN 1,000 RESIDENTS—This is the new building of Neidert Motor 
sales (Chrysler), lola, Wis. Note the unusually generous area devoted to the showroom. The 
| service department is large and well equipped. 


the previous year, instead of one, = 


and that one year of executive 
committee service instead of two 
years shall be sufficient to meet 


which he “permanently resides,” 
but he may enter only one offi- 
cial state roadeo in any given 
year. 

6. Authorized appointment of a 
special committee to study pro- 
posed manufacturers’ revisions of 
truck capacity ratings. 

7. Indorsed creation of three to 
five-man military affairs commit- 
tees in each state to foster and 
promote Army Reserve Corps affili- 
ations and activations under spon- 
sorship of ATA state trucking asso- 
ciations. 


| counting with a proviso that joint 
| cost and traffic research into motor | 
See aac , jcarrier rate structures be handled | 
eligibility requirements for serv- | jointly with the ATA national traf- | 
ice as a nominating committee | f¢ committee. 


member, J ‘ . 
, ‘ 5. Approved certain changes in 

3. Authorized appointment of a! vehicle specifications for the ATA 
committee of five or less to study! national truck roadeo, and 
a proposal that ATA be reorgan-| amended the driver eligibility 
ized on a basis of four regional; rule to provide that a driver may 
ATA offices, of which one would! participate in any state roadeo 
be operated from the ATA national! jn the state where he is “occu- 
headquarters in Washington. | pationally” domiciled, or if he is 
4. Approved objectives of the, otherwise eligible he may enter 
ATA national committee on ac-| a state roadeo in the state in 
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Incré 
frome 
the same “Mechanie’ Power” 


@ The new, improved Walker 4-Post Wide-Beam Electric Lift offers 
you a combination of advantages for under-body repair work and 
mechanical services, unequalled by any other lift. 

With its new spacing between the long support beams increased a 
to a full 30 inches, the Walker Lift provides even greater under-car 
accessibility. And the newly increased lifting height of 5’-6” pro- 
vides the ideal working height for maximum utility, comfort and 
efficiency. 

From the floor to the bottom of the car, men and equipment work 
without hindrance or obstruction—free from posts, free from any 


obstructions, whatever—in the famous Walker OPEN WorkK ZONE. 





Increase your service volume, increase your service profits— 
anywhere from 20 to 50%—with Walker Electric Lifts for mechan- 
ical service. They are the finest investment, the greatest profit 


insurance any serv ice operation can buy. 


Always open for business 


ELECTRIC LIFT 


servicing and repairs. 


24 States Get 


‘Tubeless Tires 


| NEW YORK.—With the recent 
|introduction of B. F. Goodrich 
puncture-sealing tubeless tires in 
the company’s five far western dis- 
tricts comprising 11 states, these 
tires now are available in 24 states 
—to nearly 50 percent of the coun- 
try’s registered motorists. 

Guy Gundaker jr., general man- 
ager of BFG replacement tire sales, 
said the new tires, which do not 
require an inner tube and seal 
punctures on the revolving wheel, 


| 


-|now are available in the following 


districts: Seattle, Los Angeles, San 
| Francisco, Denver, Salt Lake City, 
| Jacksonville, Cincinnati, Indianapo- 
lis, Minneapolis, Pittsburgh, Cleve- 
land, Omaha, St. Louis and Detroit. 

By the end of the year, Gundaker 
said, the company’s puncture-seal- 
ing tubeless tires will be available 
to motorists throughout the coun- 
try. 


1 
; 


Sir Walter Moves 

Sir Walter Chevrolet Co., Raleigh, 

N. C., has moved into new quarters 
at McDowell and Lenoir streets, 





New, wider 
beam spacing 
and increased 

working height 


make the new 
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FULL WIDTH ACCESSIBILITY 


This actual photograph dramatically shows 
how completely the entire under-body area 
“Walker-Lifted” 


car is clear for 
There is no obstruc- 


tion in the open work zone beneath the car. 
Freedom of movement is unhindered . . . 
repairs are completed quicker, easier... 
and with greatest possible comfort and 
convenience for the mechanic. The Walker 
Electric Lift is truly the ideal lift. 


WALKER MANUFACTURING CO. OF WISCONSIN 
RACINE, WISCONSIN 


Also Makers of Walker Jacks, Exhaust Silencers and Oil Filters 
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the Texas panhandle. All of Flor 
ida and southern Alabama wi! 


Auto Personnel be handled by R. R. Slate. 


* * * 


Herman Elected to Board 
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Appointment of two new repre-;G. E. Arnold, secretary of the com- 
sentatives for the Solder Seal line | pany since 1938, was elected to the| At Purolator Products 
of automotive and plumbing and | combined office of secretary and Frank P. Herman, executive vic:- 
heating specialties is announced by | treasurer. L. L. Lyon was elected| president of Purolator Products, 
V. P. Bresan, general sales man-| vice-president in charge of labor|Inc., Newark, N. J., manufacturer 


of automotive oil 
filters and other 
filtration equip- 
ment, has been 
elected a member 
of the board of 
directors of the 
company, Ralph 
R. Layte, presi- 
dent, announces 

Herman, who 
has been with 
Purolator for 24 
years, is a native 
Rs of Ashland, Ohio, and has been 
take over the southern Missis- | associated with the automotive in- 
sippi and Louisiana territory. | dustry since 1910, when he joined 
Southeastern Texas will be cov- |Studebaker at South Bend. He 
joined Purolator in 1927 as man- 
ager of the Detroit office, later 
becoming equipment sales man- 


ager of Radiator Specialty Co.,|/relations. H. D. Nelson was ap- 

Charlotte, N, C. pointed comptroller of the com- 
Representing Solder Seal in the | pany. 

Wilkes-Barre district will be Wil- | * * «* 

liam F, Roche, Thomas R. Red-| Boar Company Assigns 


wood will represent the company Six Sales Representatives 


PLAN FORD TRUCK PROGRAM—First in a series of Ford regional meetings to review the|in the Albany district. | : 
company's truck training program for dealers’ salesmen was held recently in the Midwest a Walter V. Hall, sales manager 


regional office at Chicago. This program was presented to over 1,600 dealers who will take | 7, ’ ° ’ 1 
active part in this program in the Midwest area. Attending the macting, (left to right) were | Clark Equipment Elects of Bear Mfg. Co., Rock Island, 
\ Il., has announced several 


Vv. W. Helard, assistant fleet sales manager, Detroit; District and Truck Fleet Sales Managers | ‘ 
R. P. Best, Chicago; C. L. Franssens, Rockford, Ill., and R. D. Lang, St. Paul; W. K. Edmunds, | Board Member, Promotes 3 changes in the territory sales | 
representation of the Bear com- F. P. Herman 


regional sales manager, Chicago; W. C. Scott, sales training department manager, Detroit, . . " 
and District Truck and Fleet Sales Managers A. Meier, Omaha; B. W. Lichty, St. Louis; h a ees Clark bens age ian 

J. A. Hansen, Fargo, and A. R. Christenson, Des Moines. | nave elected a new e er to e any. W. P. Sanderson wi 
—— a. : 7esthag 2 : board and made three promotions rae dr. will 
in the company’s management 
group, it is announced by George 


Spatta, president. 
Louis C. Upton, chairman of| ered by J. A. Young, while cen- 


Nineteen Hundred Corp., St. Jos-| tral Texas and southern New 

board is H. Everett, who also is ; : eph, Mich., was elected a director| Mexico will be worked by E. S. 

president of Dominion Motors, Ltd.,| others are profiting from AUTOMOTIVE |to fill the unexpired term of a Eisenmenger. C. W. Dyer has |#8¢r of the company. He was 

Winnipeg, Canada’s largest Ford|News want ads. Why not you? |W. Clark, who died last August.| been assigned to Oklahoma and | lected a vice-president in 1941, 

—_—_—___——- — _—_______—_ - - - — - —_—— —— —_—— __.|and became executive vice-presi- 
dent in 1945. 








Toronto Corporation dealer. President and general man- 

Dominion Motors, Ltd. has been |#8er is A. W. Everett. Frank Pep- 

: piatt is general sales manager, 

incorporated in Toronto as a Ford- Lyle Wright is parts manager and 
Monarch dealer. Chairman of the| pom Ritchie is service manager. 





|General Tire Appoints 
, | Douglass to Virginia 


| Appointment of A. T. Douglass as 
territory representative for General 
| Tire & Rubber Co. in southwestern 
| Virginia is an- 
|nounced by H. A. 
Bellows, eastern 
| division manager. 
'Douglass will 
headquarter in 
| Roanoke, Va. 

| After attending 
| the University of 
Georgia, the 35- 
| year-old Douglass 
| was in the auto- 
|}motive business . ’ 
|for six years be- A. T. Douglass 
|fore enlisting in the Army in 1941. 
|He was discharged five years later 


a & 
Five Times 
| with the rank of captain. 
* o € 
More Sa es Shafer and Kuntz 


Promoted by I-H 
| J. H. Shafer has been appointed 


than any other brand |district manager at Minneapolis 
'for the motor truck division of In- 
for one Spark Plug Advertised in GRIT 








ternational Ha r- 
vester, according 
to W. A. Riggs, 
I-H northwest re- 
gional manager. 
Riggs also an- 
nounced the pro- 
motion of D. F. 
Kuntz, former 
Minneapolis dis- 
trict manager, to 
the post of east- 
ern regional man- 
J. H. Shafer ager. With offices 


There’s a decided preference among GRIT families for branded |in New York, Kuntz will supervise 
et Harvester district offices in the 

products appearing in the advertising columns of GRIT... an wate 

Automobile, $8,855,000 increase in sales—another Automobile, Soreng Appoints Korrell 

; , . : To Vice-Presidency 

31% increase in sales—a Truck, 21% increase in sales. Soreng Mfg. Corp., Schiller Park, 


Ill, has announced the appoint- 
ment of P. H. Korrell to the posi- 


One brand of Spark Plug, consistently advertised in GRIT, is 
bought by 65% of GRIT-reading families . . . has five times more 
sales in the GRIT Market than any other brand. 





Three million weekly readers of GRIT, in 16,000 True Small Towns, tion of vice-president and director 
make up the lucrative GRIT Market. They prefer GRIT... and The company has also announced 
|the appointment of two additional 


; j j * sales representatives, Samuel K. 

they show a high degree of loyalty to its advertisers. Pree geen ya Ig eg 
| Macdonald will represent the com- 

pany in southern New Jersey, 


These families are larger than average ... with good spending Pennsylvania, Delaware, Maryland, 
; . District of Columbia, Virginia and 
power that results from steady income. 80% own Automobiles, | West Virginia. Sturgeon’s territory 
; : 2 | will include the six New England 
85% buy Tires, 22% own Trucks, 85% buy Oil, 86% buy Gasoline, states. ieee 
77%, buy Anti-Freeze. Beckstead to Represent 
Premier Autoware 
ee © e@ J. C. Mandel, general sales man- 


jager of Premier Autoware Co., 

. : . | | Cleveland, manufacturer and distri- 

GRIT sells for its Advertisers . . . it can sell for you! l Gates GE SumRNGSEEE aumaenetbe 
| parts, announces the appointment 
}of Franklin H. Beckstead, Seattle. 
| as a sales representative. Beckstead 


% 





‘ iA — has had considerable sales experi- 
. mh € ence having previously worked for 
AY al the Sober Trailers, Inc., of Tacoma, 
A388 SS | Wash. 
- * 
*Ask the GRIT representative Small Town America’s Greatest Family Weekly Fisher Body Moves Cripps 
for the GRIT Reader Survey —with more than 600,000 Circulation From Cleveland to Detroit 


F. J. Cripps, former plant su- 
perintendent of the Fisher Body 


(Continued on Page 35, Col. 1) 
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(Continued from Page 34) 


plant at Cleveland, has been 
transferred to the Fisher Body 
general office home staff in De- 
troit, according to E. J. Hanson, 
general manufacturing manager 
for Fisher. 

Cripps will assist F. H. Han- 


son, a general factory manager | by M. R. Simpson. 


for Fisher. 


Carry-All Truck Names 
Brennan Sales Head 


Appointment of Larry J. Bren- 
nan as sales manager of Carry-All 
Truck Body divi- 
sion of Morrison 
Steel Products, 
Inc., Buffalo, has 
been announced 
by Samuel Morri- 
son, president. 

Previous to this 
appointment, 
Brennan was 
sales vice - presi- 
dent of South 
Side Equipment 
Co., Indianapolis, 
and sales representative and war 
service representative of Anthony 
Company. 





* * * 


Ford Makes Cooney Head 
Of Employe Services 


John F. Cooney, manager of the 
personnel administration activity 
for the central controller's office 
of the Ford Motor Co., has been 
promoted to manager of employes 
services for Ford's industrial re- 
lations department, announces 
Malcolm W. Welty, division indus- 
trial relations manager. 

Cooney will be responsible for 
medical and first aid services, 
safety, retirement, workmen com- 
pensation, food services and the 
suggestion system in the 15 Ford 


, assembly plants and 


in northern 


| Michigan operations. 


‘ager of personnel 


A graduate of the University of 
Detroit, Cooney joined Ford in 1944 
in the sales department. 

He will be succeeded as man- 
administration 


|for the central controller’s office 


* * * 


GE Appoints Distributor 
Charles I. MacGuffic, manager of 


| sales, General Electric Welding di- 


visions, Fitchburg, Mass., announces 
that Drill Master Supply Co., 
Evansville, Ind., has recently been 
appointed a General Electric weld- 
ing distributor. 

+ * 7 


Federal Truck Appoints 
Wis. Sales Representative 


F. Jule Weiland has been ap- 
pointed factory sales representa- 
tive for Federal Motor Truck Co. 
in Wisconsin, Carl 
Loud, general 
sales manager, 
has announced. 
Weiland will di- 
rect dealer rela- 
tions and sales 
promotion pro- 
grams for the 
company in Wis- 
consin, upper 
Michigan and in 
northeast Minne- y 
sota. F. J. Weiland 

Formerly head of his own truck 
line in Detroit, Weiland has for 
the past five years served as a liai- 
son agent for engineering firms in 
Chicago and Detroit. He brings a 
10-year background in sales work 
to his new position. | 

* - 


Van Dyke Appointed 


Greswold Van Dyke has been ap- 
pointed executive director of Stain- 








in point of service, chats with S. E. Skinner, 





AT MEETING OF 25-YEAR WORKERS—Johnny Weaver (left), Oldsmobile's oldest employe 


Oldsmobile general manager, and Albert H 


Brandel, production manager, at the Oldsmobile quarter century club annual meeting and 
dinner in the Oldsmobile auditorium at Lansing. Weaver started at Oldsmobile Apr. 3, 
1903, when the curved-dash runabout was being produced. At the age of 69 he is employed 


in the material contro! department. 
of the quarter century club. 


less Steel Producers—American 
|Iron and Steel Institute, an or- 
ganization for further development 
of uses of stainless steel, made up 
of a group of 17 leading producers 
|}and suppliers. 
| + + * 
| Evans Represents Weaver 
Appointment of J. B. Evans as 
a sales representative for Weav- 
er Mfg. Co., Springfield, Il, has 
been announced by Earl Hen- 
ning, domestic sales manager. 
Evans will cover southern Ohio, 
western West Virginia, Ken- 
tucky and central Tennessee. 

* * * 


|Wagner Electric Opens 
|Two More Sales Offices 


Two additional electrical division 
sales offices have been established 
by Wagner Electric Corp., St. 
Louis, bringing the total number 
of offices maintained in the U. S. 
to 30, the company announced. 

The New Orleans office, a sub- 
| branch of St. Louis sales under the 
direction of N. G. Alvis, is at 227 





MUFFLERS - 


Brandel, who has had 42 years’ service, is president 


Bldg., is under the direction of 
S. R. Snyder and is a sub-branch 
of Chicago. 

The Wagner company also an- 
nounced that G. W. Morris of the 
Omaha sales office has retired after 
22 years with the company, G, D. 
Jackson succeeded him as the elec- 
trical division representative at 


Omaha. 
* 7 + 


| Kilgour, Mullen Promoted 


_By General Tire & Rubber 


Appointment of William Kilgour 
and J. J. Mullen as territory rep- 
resentatives for General Tire & 
Rubber Co.’s New York branch is 
announced by Howard Bellows, 
eastern division manager. Kilgour 
will cover Orange, Sullivan and 
Duchess counties in New York state 
and Mullen will be General's rep- 
| resentative in Nassau and Suffolk 
| counties. 

* + * 
| 





Stolzenberg Named 
Appointment of Edwin W. Stol- 


35 


nounced by George M. Bunker, 
Trailmobile resident. He comes 


from Procter and Gamble Co. 
a + * 


Dieterich Products Names 


Warnimont to Sales Post 

J. M. Warnimont has joined Die- 
terich Products Corp., Oak Park, 
Ill, as sales promotion manager 
and assistant 
sales manager. 

His appoint- 
ment is part of 
an extensive sales 
program which 
includes the 
building of an ef- 
fective field  or- 
ganization to 
work with auto- 
motive jobbers, 
introduction of 
new Dieterich 
Products soon to be announced, 
and a thoroughly coordinated sales 
promotion and advertising pro- 
gram, the firm states. 

* + 7 


Ford Names Gardner 

Appointment of Thomas V. Gard- 
ner as manager of truck and fleet 
sales for the Pittsburgh sales dis- 
trict of Ford division has been an- 
nounced by H. M. Lidgard, district 
manager. Gardner succeeds Joseph 
Bara, who has joined Ford’s dis- 
tribution department at Highland 
Park in Detroit. 


* * * 


Alger Ups Koenitzer 

B. C. Koenitzer has been named 
manager of the Lansing (Mich.) 
terminal of Geo. F. Alger Co., an- 
nounces A. C. Scott, president and 
general manager of the five-state 
trucking system. 

+ * + 


Bergui Appointed 


Appointment of Edward V. Ber- 
gui as manager of the greater New 
York lamp sales division of West- 
inghouse is announced by Fred S. 





4d. M. Warnimont 


International Trade Mart. The Dav-|zenberg as sales promotion man- | Kinsey, the company’s eastern dis- 
lenport (Ia.) office, in the Kahl!ager of Trailmobile Co. is an-|trict lamp manager. 


for Engine Use! 


Perfection of Non-abrasive 


Synthetic and Method of 
Permanent Suspension Finally 
Release Remarkable Lubricating 
Qualities of Graphite 


For years, automotive engineers have struggled to 
utilize the recognized advantages of graphite as an 
aid to better engine lubrication. They have been 
blocked by the abrasive particles in natural graphite 
and by its tendency to clog small openings. 

These obstacles have been overcome by Miracle 


Power. 


Miracle Power contains colloidal synthetic graphite 
free from all abrasives and in complete suspension. 
Clogging is eliminated because the graphite par- 
ticles will not build upon themselves and are so 


micromic in size that it takes 
human hair. 


Added to gas and oil, Miracle Power forms a breath- 
like graphoid lubricating film on all vital engine 
parts. This film provides ‘stand-by lubrication” 
during temporary absence of oil . . . protects moving 


parts from harmful friction 


STARTING .. . fights corrosive acids. 
Ask your wholesaler for Miracle Power or write— 


Miracle Power Division 
PARTS CORPORATION 
AP BUILDING . TOLEDO 1, OHIO 
MIRACLE POWER -« 


PIPES « 


18,000 to surround a 


prevents DRY 


dgf-123 
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SURFLYTE 


* THAN THE AVERAGE 
OF ALL OTHER CARS TESTED 


Now it’s official. 


| The swift clean beauty that won Nash the Grand Prix 
at Nice, France, is proved America’s best aerodynamic 
design in the wind tunnel— 20.7% more efficient than 


_— 
— 
= 





the average of the 10 other cars tested at the University 
of Wichita. 


Yes, this is beauty styled as it should be styled—not by 
whim or fancy, but by sound, known aerodynamic laws 


—design that’s as clean as a supersonic fighter. # 
| It gives Nash owners a wonderful bonus in performance THE AMBASSADOR + THE STATESMAN 
and economy—in reduced wind-noise—in greater sta- Great Cars Since 1902 


bility at high speed. The poster above is telling all Nash Motors, Division Nash-Kelvinator Corporation, Detroit, Michigan 
America the news of another Nash superiority this month. 





THERE’S MUCH OF TOMORROW IN ALL NASH DOES TODAY 
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Service and Used Car Reconditioning 


LLL a at 


ection for Dealers, Jobbers and Maintenance Men who Service and Lubricate 


America’s 40 Million Motor Vehicles and A ppearance-Condition 5 Million Used Cars Annually 


6 Out of 10 Brake Fluids 
Found Below Standard 


Backshop 


--- by Jack Weed 


HEY say the difference between | radius and make the effort to see | of the makes of brake fluid now on 
the market are below SAE stan- 


a merchant and a trader is that 
one merchandises what he has to 
sell, while the other merely barters. 
And for my book a lot of successful 
dealers in this business of ours are 
damn good traders, but seem to be 
lost when it comes to merchandis- 
ing what they have to sell. 

That goes for service, for used 
vehicles and, with a great many 
dealers, for trucks and truck equip- 
ment. 

Let’s take a look at service now. 

How often I have heard: “My 
service business is falling off so 
bad that if it doesn’t pick up soon 
I'll have to fire my service man- 
ager and let some of my best 
men go.” 

Of course, we who have bruised 
our knuckles for so many years in 
this business expect that sort of 
a reaction from some dealers who 
don’t know the service business 
and don’t take an interest in learn- 


ing any more about it, except that | 


their shops are where you send cus- 
tomers to have their cars fixed. 





|that each and every one is invited 


in to visit their service department. 
And I mean, made to come in by | 
some hook or crook. 

Then, when they come in, make | 
certain that some one will greet 
them pleasantly and find out if it 
is the first time they have come | 
in—and if it is, take the time to 








show them the facilities the 
dealer has to offer. 
One monthly 


points up vividly the other princi- | 
pal reason—and that is, while cus- | 
tomer labor sales have slipped with | 
one group of dealers from an aver- 
age of $7.21 per ticket last June to 
$6.50 per ticket in February, and 
parts sales have slipped from $7.33 
|per ticket last June to $6.78 per| 
ticket last month, items per ticket 
have also slipped from 1.58 in June 
to 1.57 a month ago. 

| I'll bet my finest fly tackle outfit 
| against a 10-cent pole that nine out 
of 10 customers who came into 
| those dealers’ shops went out to a 
filling station where they bought 





* * * 


Easy as That 
ane who understand the 
value of the service department 

to the rest of their business ask 
or write me, as one did today 
“perhaps you can make some sug- 
gestion for increasing our customer 
paid labor. The reason for my con- | 
cern is that we have built up a| 
well-trained, smoothly operating 
service organization and we want 
to hold it together. . .” 

Customers always go where they 
are invited, get quality at reason- 
able prices and are otherwise well 
treated. 

Increasing volume is gained by 
not only gaining more customers 
but by selling them more of what 
they really need when they come 
in to buy. 

It’s just as easy as that. 

But many dealers won't believe it. 

They are either more sold on the 
ability of their employes than they 
are on their business—or they don’t 
know what to do, and are either too 
lazy or “tight” 


their service business doesn’t grow. 
* * + 


Treat "Em Well 


N THE Crowell-Collier survey in| 


this issue of Automotive News, 
there is pointed up one big reason 
why more dealers don’t increase 
their service—and that is because 
they don’t take the effort to find 
out how many cars of the make 
they sell are owned in | their service 


to spend the time | 
and money it takes to find out why | 


oil, a fan belt, an oil filter or some- 
thing else that they would have 
| been glad to buy from the dealer if | 
|the dealer's service men had taken 
the time or initiative to ask them | 
|to buy. 





Before Writing Order 
AKE oil, for instance. Oil sales 
in this surveyed group fell off | 
| from 20 percent to 18.4 perce 
lyear. Yet I'll walk to my next con- 


vention if anyone can prove to me) was done 


that any one of the dealers in this! 
|group makes a practice of having | 
his service salesmen—or greeter 
check the oil in every customer's 
|car as he drives in—and while they 
|are making out the order. 

| A simple procedure—and one that 


A 


|of every 10 brands used to fill the 


|are actually dangerous to use. 


RECENT check by one of the} 
automotive vehicle factory en- 
gineers found that 60 to 70 percent 


dard. 
This means that at least six out 


brake systems of cars and trucks 
now on the road are either not up| 
to the minimum standards set by | 
the SAE brake fluid committee or | 


Factory engineers are very 
careful in the testing of any 





reporting service | brake fluid, put out either under — 





the factory name or given the 
factory nod of approval, for they 
realize the great harm that can 
be done to the brake mechanism, 
as well as the potential danger to 
the driver, that lurks in any fluid 
of a sub-standard grade. 

In setting the SAE minimum 
standards for brake fluid, several 
very important operational points 
were kept constantly in the fore- 
front of the engineers mind. 

7 * + 


NE of the most important of 
these was to be assured that the 
| fluid would withstand a high oper- 





| ating heat temperature to prevent 
|vapor lock from occuring in the 
system. When a minute vapor lock 
occurs in the brake system of an 
automotive vehicle, the brakes are 
ineffective and may be the cause 
of a fatal accident. 

Ability to withstand freezing 
is also of great importance, since 
cold weather may so slow up the 
operation of brakes with an im- 
proper fluid to the point that they 
will not operate on one or more 
wheels—also a very dangerous 
condition and one that often is 
claimed to be the cause of many 
accidents. 

Boiling range is another vital 
point for brake fluid as fluids op- 
erating in brakes under severe hot 
weather conditions, if they do not 
have a high boiling point, may 
evaporate and leave the system 
with insufficient fluid to operate 
the brakes. 

Other conditions that the engi- 
neers endeavored to prevent in 
setting up the minimum standards 
were to make certain that fluids 
used in brakes would not corrode 
the metal parts of the brake mech- 





THE BUY FOR THE DAY—To attract customers and to act as a leader, Ford dealers are 


nt last | advised in the company's used-car reconditioning program, now being readied for the road, 


| that at least one car each day should be displayed in a setting such as this. It should have 
a place on the used-car lot where the greatest number of people will see it. The car shown 


“half and half" 


with the finished side toward the camera. 


Ford Used-Car School 
Now Ready for Field 


can be easily sold each customer | ORD MOTOR CO. is hitting hard 


}as an added protection which the 


sure that they aren’t going to ruin 
their engines by driving a car with | 
| dirty oil, too low oil or oil that is 
| Showing evidence of being gummy. 

Oil sales alone would—or should 
—pay for this extra service. And 
any smart service salesman, look- 
ing under every hood, would find 
innumerable things to suggest to 
owners just by seeing the condi- 
tion of the underhood BEFORE 
they write up the order on what 





the owner wants done. 

Then again take used cars, for | 

instance. 

Many dealers will say “Let Weed | operation 
take ‘em.’ 
| That’s the way they look upon | 


(See BACKSHOP, Page 55, Col, 1) 





dealer gives his customers to make 


| 


| 


at the one real soft spot in the 


| 


entire retailing of cars and trucks | 
| and condition all types and ages 


jin a school program that will 


| shortly get out to every Ford dealer | 
jin this country. 


The essentials of this program 


j}also will be followed by Lincoln- 


|Mercury for its dealers. 


jas well as export, got under way | 
Feb. 
of Ford with Walker Williams, gen- | 


This school, devoted to teaching 
an expert from each of 33 districts, 


27 at the Mound Road plant 


}eral sales opening the 


|program. A 


manager, 


| 


from a supplier or Ford service 
department man, was taught how 
to judge, determine disposition of, 


of used cars taken in on trade. 
In the Ford program all cars 
taken in on trade by its dealers | 


| fall into one of four categories and 


large room was set | 


the dealer, or his used-car man- 
ager, must be prepared to give} 
almost instant decision as to what 
shall be done with the car or truck. 
It must either be tagged for junk- 
“ee i,” 
|or to be retailed by the dealer. 


jing, to sell at wholesale or 


+ x 4 


anism and thus render them inef- 
fective and subject to sticking or 
freezing. 

* * 

HE fluids must be free of all 

mineral oil bases, since such a 
fluid attacks the rubber parts of 
the system, making them weak or 
inoperative. 

The fluid must have the ability to 
absorb a certain amount of water 
since, even in the most perfect brake 
system, some water will get into 
| the fluid even though it is only by 
| condensation. Free water in the 
fluid will freeze and clog up the 
lines. 
| Ability of the fluid to withstand 

gumming is another point of con- 

cern to the SAE committee that 
wrote the specifications. Fluids 
| that will gum, when open to air 
or under high heat conditions, 
also lend themselves to faulty 
| 


a 


and dangerous operation. 

| The requirements for a hydraulic 
| brake fluid for winter driving have 
|been found to be very exacting. It 
must not freeze up, thicken or be- 
|come sluggish in cold weather, and 
/it must not separate, solidify or 
|erystallize on standing at sub-zero 

temperatures. 
* : 
HE importance of fluid at 
temperatures is stressed in the 
|SAE specifications by both mini- 
mum and maximum viscosity limits 


* 
low 


| aside for a complete production line | JF IT is to be junked, the sooner|If the fluid viscosity goes above 


of used-vehicle condi- 


| Honing. 
Here each expert from the field, 
under the direction of an expert 


is turned over to the scrap 
after a husky with a 
on 


|= it 

jiron buyer 
| sledge has practiced ‘ Bo earl 
| 


(Continued on Page 57, Col. ) 


Survey Shows Dealers Lead in Maj jor Repairs 


[RANCHISED car dealers are 

now getting 54 percent of all 
major repair service and 49 percent 
of all minor repair work, according 
to the 1949 Crowell-Collier survey 
just issued. 

The only place where the dealer 
shops are falling down is in lubrica- 
tion, where the corner filling sta- 
tion still holds command with 51 
percent of all lube jobs. 

The 25 percent of the lubrica- 
tion business that the average car 
dealer got last year, however, was 
a definite increase over the 19 
percent he obtained in 1948. 
This may be due to the greater 
number of new cars the dealer is 
now servicing, and it may also be 
influenced by the showing made by 
dealers 


in this last report of an'! 


increased satisfaction with dealer 
service by the car owners. 
‘AR owners have 


C faction with the service 

ered them by the dealer who sold 
them their car, by an increase of 
five percent, or from 88 percent 
that were satisfied 
percent who are satisfied with their 
dealer’s service last year. 

Owners getting their service from 
dealers other than those who sold 
them their car also give this dealer 
a four percent increase “pat on 
the back.” Here customer satisfac- 
tion rose from 86 percent in 1948 
to 90 percent last year. 

Competition for the spent serv- 
ice dollar also must have had an 


indicated satis- | 
rend- | 


in 1948 to 93! 


equally good effect on the inde- 
pendent service shop men as well, 
for they rose four percent in the 
customer satisfaction—from 90 
percent in 1948 to 94 percent in 
1949. 

Something must have happened 
to the filling stations’ 
please the customer, for the report 
shows that they have fallen from 
a 93 percent satisfaction mark in 
1948 to 92 percent last year. 


* * * 


HIS satisfaction by the customer 
in dealer service is translated in 
other phases of service work. Cus- 
tomers were seven percent less crit- 


ical of dealer charges for service | 
| last year, with only 20 percent com- | 
'plaining that the bill was higher 


ability to} 


than expected, as against 27 per- 
cent with this complaint in 1948. 
Here again the dealer who sold 
the car made great strides in ob- 
taining more customer 
having dropped his 
mark on overcharging by 11 per- 
cent 
percent last year. Dealers in other 
makes dropped six percent, from 32 


percent in 1948 to 26 percent last | 


year. 
Even though this might indi- 
cate a slight degree of “taking” 


Page 56, Col, 1) 


(Continued on 


| In This Section 


New Products . Pages 42-48 
|] Idle Pay Changes . ..Page 40 
Service Clinic .. .Page 49 


goodwill, | 
complaint | 


from 31 percent in 1948 to 20) 





2,200 centistokes, it is seldom that 
all four brakes can be applied 
evenly. SAE fluids do not reach this 
| limit at -40 degrees F. 

SAE standards are written for 
both moderate and _ heavy-duty 
While the heavy-duty standards 
were written primarily for truck 
operation, due to the fact that many 





passenger cars operate in both 
extremely cold and hot weather 
conditions, at least one factory 


fluid is put out in only the heavy- 
duty specifications. 

It is the earnest recommenda- 
| tions of one vehicle factory engi- 
| meer that dealers only use 4 
heavy-duty SAE standard fluid in 
| the refill of their make of car, 

just so that the owner will be 
amply protected regardless of the 
| operating conditions under which 
| his vehicle may find itself. 


While 14 states now demand that 
anti-freeze fluid be subjected to 
ltest by the state before it is sold 


jin those states, due to the many 
| spurious fluids that have crept :nto 
the market, there is no check at 
present on brake fluids. Any fluid 
(Continued on Page 54, Col, 1) 
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S:x-State Survey Shows Mounting Interest .. . 


State Auto-Equipment Bills Rise 


WASHINGTON. — State legisla- | quire locking of motor-vehicle igni- ; windshield required on all new 
tures are becoming increasingly | tions and removal of the key when| vehicles manufactured after that 











interested in regulation of motor- | parked. date are provided in another New 
vehicle equipment, a six-state sur-| A polarized viewer on all vehi- York bill. Defrosters would be 
vey by the National Highway) cles registered after Jan. 1, 1953, | required on all vehicles manu- 
Users Conference reveals. | with polarized head lamps and factured after Jan. 1, 1953, by the 
iain In Kentucky, bills have been | | terms of another introduction. 
introduced to prohibit television | 9. . The present New York require-| 
] visible to a vehicle’s operator, to 3-M Employ es Receive /ment that all lighting equipment 
prohibit defacing of motor vehicle Share of Firm’s Profits be of an approved type would be 
S serial numbers, to regulate vehi- ST. PAUL.—More than 6,300 | modified by another bill to require 
cle lighting equipment and to employes of Minnesota Mining (that only headlights be approved. 
require safety glass replacement. & Mfg. Co. received checks for |A measure to require approval of 


Massachusetts has passed a law| @ Share of the firm’s profits in motorcycle headlights is also under 
) prohibiting television visible to the} the fourth quarter of 1949. A | consideration. 

operator of a vehicle. This is the| total of $293,484 was distributed Special inspection prior to regis- 

only state that now has an abso- to employes at 28 plants and (tration would be required of all 

| jute prohibition against television,| Offices in 15 states. About 4,100 Peery 10 years old, should a bill 

prevent wherever located, reports NHUC. of those affected work at the | designed to “pasturize” older vehi- 








i tie ‘ ane A ee : main plant and offices here. | cles receive favorable consideration. | ..5'GNS WITH BUICK—R. E. Reinhold, seated, left, signed a contract recently which made 
A bill prohibiting television in " : | him the new president and owner of one of Buick's largest dealerships, Metropolitan Motor 

yr lock view of the operator has been pre- This payment brought the Front and rear bumpers, SO|Co., 20 E. 9th St., Cincinnati. Representing Buick was Robert J. Kelly, Cincinnati zone 
of an outed ta Viesiain, While te idle total profit sharing distribution placed as to be a standard distance | manager, seated next to Reinhold. Standing, left, is R. W. Crust, assistant zone manager, 
a i se " M for 1949 to $943,108. It was the | above the roadway, would be re- and Fred H. Rengers, who has operated the dealership since March, 1936, and who now 
, sissippi and New York television — : : | ired . | plans to retire. Reinhold was past president of both the Cincinnati Automobile Dealer 

cause located in any part of the motor 52nd consecutive quarterly pay- (quired, and no vehicle could be | Assn. and the Ohio Automobile Dealers Assn. : 

vehicle would be prohibited ment made by the company /operated with broken or cracked | as a ae = id eee CFs : ae 

ezing . . under provisions of its general | glass in windows or windshields, mufflers from which the baffles | legislature defeated legislation to 
since Other an — measures! profitsharing plan, the announce- under terms of other New York) or plates have been removed to | require mud guards or splash 
p the would require all vehicles to carry! ment said. | bills. increase exhaust noises. | aprons on trucks not equipped with 





i flares and fuses for use if disabled — . : a ‘ 
n im- - A Virginia bill would ibit - » > 
| they along the open highway, prohibit eRe Se es cee = ee een o _Prohil The recently adjourned Ge orgia ' rear fenders. 
’ use of the “high” driving beam in 


am populated areas and provide for 
en is i the issuance of a vehicle identifica- , 
many tion number as well as licensing of 
; equipment manufacturers. 

vital Governors regulating the speed 
ds op- of vehicles would also be required 
re hot by Massachusetts legislation. 
jo not Among the more important New 
may York introductions are bills to re- 
system ” 
perate = Motor Rebuilders 

engi- ° 
nin | Set Convention 


“Guide For St. Louis 


— INDIANAPOLIS.—With concen- 
 imefe tration on current problems of shop 
ing or promotion and engine rebuilding, 

the program lined up for the 28th 


annual convention of the Automo- 
tive Engine Rebuilders’ Assn., 











ae | scheduled for St. Louis, May 18-20 
“a r promises to be one of the best ever 

ak - arranged according to Executive 

vadined | Vice-President R. G. Patterson. 

lity to | The St. Louis committee, headed j 
a. by W. M. Hudgins of Koochook 

aa Co. and second vice-president of 

+ inte the association, is planning for a 

oy tay record attendance. Ten years ago 

an the association’s meeting at St. 

. i Louis set records in both attend- 

P ance and interest. 

Invitations to participate have 
stand been extended to manufacturers of 
con- automotive replacement parts and 
that shop equipment. Of special interest 
luids to those in attendance will be the 
Oo alr manufacturer conference periods, 
tions, and the regular discussion periods 
aulty following the talks, said Hudgins. 

Convention headquarters will be 
raulic at the Jefferson hotel. 

, have Advance credentials may soon be 
ng. It obtained from association head-| 
or be- quarters 419 north Capitol, Indi- 
r, and | anapolis. 
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pa Slide Film Issued | QUADROMATIC AUTOMATIC SPECIALLY FORMULATED FOR AUTOMATIC TRANSMISSIONS, AND 


SPECIFICALLY APPROVED BY GENERAL MOTORS AND OTHER 


ww | On Motor Repairs | TRANSMISSION FLUID 


n = | BALTIMORE. A new sound- | AUTOMOBILE MANUFACTURERS. ARMOUR INSTITUTE QUALIFIED. 

seat € slide film which shows points which | TYPE A sa ae 

aa the repairman should check when | fe : . ; 

oo reconditioning an engine has been New Quaker State Quadromatic Automatic 
, produced by the American ham- a . Transmission Fluid, Type A, has ei 2 

— mered piston ring department of Superfine Quality eras ype A, eight nole 

: Koppers Co., Inc. It will be shown ee worthy characteristics: 
at dealer and jobber meetings ovr: a — 7 CORP s s 4 as 

= throughout the country during the aul Pha eel REFINING co . a perfectly with oil used for initial factory 
a coming year. orn 7 1A fill. 

— The sound-slide film constitutes City, PENNSYLVAN 7 as ‘ , 

aa a review of engine repair, and is errr rn a 2. Maximum stability—-won’t form harmful sludge 
both designed to be followed by a panel or varnish. 

ather discussion. At such discussions a a ’ 

haat jobber, shop foreman, a fleet oper- 3. Minimum change in body with changes in tem- 
He ator, a leading independent repair- perature 

aimee man of the area, and a Koppers ; 

nda- factory representative will discuss 4. Low volatility—no disagreeable odors when hot. 

nei additional topics and answer ques- , F 

a tions. 5. High resistance to foaming. 

id i + 1 - . “: . . ° 

poe Tucker and Kirby Move Use Quaker State Quadromatic Automatic 6. Gives greatest protection against corrosion. 

; b. AP a Nona sent lg aan sce Transmission Fluid, Type A, in auto- 7. Minimum effect on seals and gaskets. 

hich | to new Deliete-Piymouth posts. matic transmissions for peak performance 8. Special “‘oiliness’’ properties for clutch and 

1 that j Fletcher ‘Setar Woevies 00 rules and greatest customer satisfaction. planetary band lubrication. 

dQ to president and general manager. 

- sold From 1945 to 1947 he served at 

many Fletcher’s as sales manager. 

t into His last post as general manager 

ok at of San Marco Motors was filled by) 
fluid Cc. C. Kirby, ex-sales manager at! 


Stanley-Leff Motors. @QvUatER SIVA TE OfFl BOPCISOIN EG Cer? OoReagtieas®, Ot SrvtTt- tk, 
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Workmen Compensation Changes: 


ills Up in Most Legislatures .. . 





NEW YORK.—Bills to liberalize |industry and a direct appeal to the; benefits and broaden the scope of 


and otherwise amend state work- 
men’s compensation laws have been 
introduced in most of the state 
legislatures now in session, a sur- 
vey reveals. 

Although there were no new 
major enactments in this field by 
late February, analysis of devel- 
opments indicates the probable 
future continuance of the trend 
of recent years toward further 
liberalization and broadening of 
such statutes. 

In his message to the New Jersey 
legislature, Gov. Alfred E. Driscoll 
recalled that legislation was en- 
acted last year to provide for full 
coverage of occupational diseases 
under the state workmen’s compen- 
sation law, but said “a number of 
inequities still remain to be cor- 
rected this year.” 

“Provision should be made for 
the prompt settlement of all com- 
pensation cases,” Gov. Driscoll 
added, “including a board of review 


jappellate division of the superior 
|court, eliminating the present ap- 
|peal to the county courts.” 

An increase in workmen’s com- 
pensation benefits in New Jersey 
|to a maximum of $30 a week plus 
|$3 a week for each dependent up 
|to three is proposed by a CIO legis- 
|lative committee, which also pro- 
poses repeal of special hernia and 
silicosis provisions of the law. 

A bill to increase legal and 
medical expert fees in workmen’s 
compensation cases is proposed in 
a New Jersey bill sponsored by 
Assemblyman Samuel S. Saiber, 
Essex county Republican. 

In his annual message to the 
South Carolina legislature, Gov. J. 
|Strom Thurmond renewed his pre- 
| vious recommendation for amend- 
ments to the state workmen’s com- 
pensation act “to bring the com- 
pensation of disabled employes 
more in line with present-day liv- 
ing costs.” 





|'the South Carolina law were pend- | 


|ing. In addition, a bill to put South 
Carolina into the workmen’s com- 
| pensation business through estab- 
lishment of a state insurance fund 
| was being sponsored by Sen. Edgar 
|A. Brown of Barnwell. It would 
| give employers a choice of insuring 
|with private companies, using the 
state fund, or self-insurance under | 
|}terms provided by the act. 
| Gov. John O. Pastore asked the 
| Rhode Island legislature to consult 
with labor, industry and workmen's 
compensation insurance carriers on 
whether an “unnecessary hardship” 
rests on the carriers and self-insur- 
ing employers in maintaining the 
“second injury fund.” Established | 
to encourage employment of work- 
ers handicapped by injury, the fund 
lis financed by a 1 percent assess- 
ment on workmen’s compensation | 
premiums. 
The governor pointed out that | 
during the six years’ operation, the | 





within the department of labor and! A number of bills to liberalize |fund has grown to nearly $500,000, | 








@ Join the thousands of wide-awake automotive 
service dealers, from coast to coast, now cleaning 


cooling systems the Brady way—thoroughly, 
easily, safely and profitably. 


The Brady way, employing the Brady Cooling 
System Cleaner and specially developed Brady 
dual-action cleaning compounds, is the first, sim- 
ple, effective, low-cost method for safely cleaning 
the entire cooling system—both radiator and 
engine block—with positive, predictable, 
guarantee-able results. 


Profit from the average job ranges from $4.00 
to $7.50 depending on locality and condition of 
the cooling system. Car factories recommend 
complete removal of rust, scale and sludge every 
5,000 miles or twice a year. Brady dealers do 
anywhere from 10 to 50 cars per month. So any 
way you figure it, cooling system service, the Brady 
way, is a business booster and a profit maker. 


Get a Brady Cooling System Cleaner and a sup- 
ply of Brady cleaning compounds and get into 
this profitable, year-’round customer service. 





New, improved Model CTW now 
equipped with wheels for add- 


BRADY CO 


ed speed and convenience. 


onty the Brady Way COMPLETELY 
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CADILLAC HOLDS CALIFORNIA SERVICE CLINIC—Service managers of northern Cali- 
fornia Cadillac dealerships met in San Francisco for the 1950 clinic covering the latest 


service procedures and developments. The 


with similar gatherings scheduled in the future. 


but amounts paid out total less 


than $4,000. Many other states have | 


similar funds. 

Kentucky’s workmen’s compen- 
sation law would be liberalized in 
a number of respects by a bill 
sponsored by Senators Leon J. 
Shaikun of Jefferson county, Bert 
Kiser of Carter county and Paul 
Stapleton of Campbell, all Demo- 
crats. One provision of the bill 
would provide for an immediate 





Model BW in operation 


Approved by car factories, the Brady way is quick and easy. 
Only the radiator cap is removed. Radiator hoses are never 


disconnected. The Brady universal 


pressure cap fits any 


radiator spout. Once started, the Brady unit requires only 
intermittent attention. The average job seldom requires more 


than 15 or 20 minutes attention. 


RPORATION .- 


MUNCIE, 





INDIANA 


CLEANS 





meeting was cited as an outstanding success 


| $300 payment to the widow of the 
victim of a fatal accident. 

Other provisions would: Raise 
from $20 to $24 a week the maxi- 
|mum payments to dependents of a 
deceased worker, with the mini- 
|}mum left at $7; raise maximum 
|weekly pay to disabled workers 
|from $21 to $25, with the $7 mini- 
mum remaining; raise maximum 
weekly pay for partial disablement 
|from $18 to $22, without specifying 
/a minimum, and raise from $18 to 
$22 the weekly additional maximum 
;}that may be paid for partial dis- 
|ablement in cases of loss of a hand 
or a finger. 

Bills to provide higher benefits 
and to restrict insurance company 
profits on workmen's compensation 
by placing a ceiling on expenses 
were introduced in Massachusetts 
with backing from AFL and CIO 
groups. 
| Opposing the proposals at a pub- 
| lic hearing, spokesmen for employ- 
|}ers and insurance companies said 
| the only change needed in the pres- 
|}ent Massachusetts law was to pro- 
|vide for a public hearing before 
new rates are approved. 
| Sharp increases in workmen's 
| compensation benefits in New York 
| have been proposed by minority 
legislators, but no administration 
measures to this end had appeared 
}at this writing. 

Two bills to liberalize and 
otherwise change Virginia’s work- 
| men’s compensation act were in- 

troduced by Delegate Lewis A. 

MacMurran jr. of Newport News. 

They would fix compensation for 

total incapacity at 60 percent of 

the weekly wage, but not less 
than $6 nor more than $25 a week, 
with compensation to be paid for 

not more than 500 weeks and a 

total of $10,000. 

Compensation for partial inca- 
|pacity, under the bills, would be 
60 percent of the difference between 
the weekly wage and the amount 
the worker is able to earn later, 
limited to not more than 300 weeks. 

The proposed Virginia legislation 
|would further provide that in the 
levent of death within six years, 
the employer would pay to de- 
|pendents the same amount which 
a totally incapacitated workman 
would receive, the total not to ex- 
| ceed $7,500, and burial expenses not 
jover $250. The legislation would 
|further provide that claims under 
the occupational disease section 
would have to be filed within one 
year or would be forever barred 


i 





An Idaho joint labor-legislative 
council is planning to back an 
initiative measure calling for in- 


creased workmen's compensation 
benefits. Terms of the proposal are 
being worked out. 


x0V. J. Bracken Lee of Utah 
earlier this year instructed the 
state finance commission to con- 
duct a study of insurance rates 


charged by the state for workmen's 
compensation. 

The governor expressed belief 
that the study would result in a 
reduction in workmen’s compensa- 
tion insurance rates that may total 
more than $1,000,000. 


Pontiae Offers Public 
|Latest Shop Manual 


PONTIAC.—Pontiac’s 1949-50 shop 
manual is off the press and avail- 
able to Pontiac owners and other 
interested persons at $1.50 a copy 
| from the company’s owner relations 
| department, according to H. J. 
| Hales, Pontiac general service man- 
| ager. 
| Hales said copies of the manui:l 
|}had already been mailed to ail 
|Pontiac dealers and would socn 
|be distributed to Pontiac service 
|craftsmen. Zone offices will ta!e 
care of the requirements of oth.r 
Pontiac employes, he said. 
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By F. H. Fullerton 
Staff Correspondent 


VANCOUVER, B. C.— What is) 


claimed to be Canada’s largest au- 
tomobile center, and what is cer- 
tainly one of the most ultra-mod- 
ern on the Pacific coast, has been 
opened at Dunsmuir and Homer 
Sts. here by Black Motors, Ltd. 
(Lincoln-Mercury-Meteor). 

The new automobile center is 
the outcome of 3% years of plan- 
ning by George Black, owner of 
the business. Black personally 
sketched the initial layout and 
made 21 trips, touring the entire 
continent, taking hundreds of 
photographs and _ sketches of 
ideas in garage design, many of 
which he later incorporated into 
his new establishment, 

The building is 120 by 375 feet 
and has 100,000 square feet of pro- 
ductive floor space. The roof of the 
new plant alone will provide park- | 
ing for 300 cars which pay a} 
monthly fee of $10.50. 

Probably the most impressive 
feature of the new establishment 
from the standpoint of the public 
is the new showroom, which is 70 
by 50 feet, and has a lighting in- 
tensity of 30-foot candlepower with- 
out a single shadow. 

This was achieved by covering 
the entire ceiling area of the show- 
room with 2,110 feet of cold cathode 
tubes and then installing a glass 
ceiling below the lighting. 

The side walls of the oval are 
composed of plate glass in 14- 
foot panels, surrounded by bronze 
frames. A curved driveway 
sweeps around the side of the 
showroom and is equipped with 
four automatic low boy pumps 
with a service hose range of 30 
feet each, 

On the other side of the drive- 
way the narrowing space between 
similar glass paneling flanking one 
side of the main building and the 
side wall is used for a display of 
accessories, while immediately be- 


hind this is a service reception 
office. 
Sweeping down the widening 


area behind the circular windows 
is the stockroom and parts depart- 
ment. The usual row of bins has 
been eliminated as far as the pub- 
lic is concerned and shadow boxes 
have been built in for display. 

There are four entrances from 
the area behind the counter in this 
parts department to the _ stock- 
room. Due to the circular swing 
there is no waste travel time in 
going through these four entrances 
to any section of the stockroom. 

Bins are arranged in aisles, 
each of which has a continuous 
series of single tube fluorescent 
units down the center. This area 
alone occupies approximately 5,- 
500 square feet, 

Opening off the parts department 
is the stock control and record 
office, while on the mezzanine floor 
is a second stockroom where mo- 


tor assemblies, heavy-duty tires 
and other heavy equipment is 
stored. 


its own en- 
which rises 


This stockroom has 
trance from the lane 
on a slope along one side of the 
building. This division of the busi- 
ness is under the management of 
R. M. MacKenzie. 

Behind the stockroom on the 
mezzanine floor is a private office 
shop which serves the staff of 140 
persons employed by the firm. 

The front portion of this mezza- 
nine floor is flanked on both sides 
by a series of private offices. Those 
down the inner side at the front 
are used by the sales staff, with the 
sales manager’s and office man- 
ager’s offices farther down the line. 

Black’s own office gives the 
effect of being suspended from 
the ceiling, with glass occupying 
one curved side. All the fixtures, 
including his desk, are in natural 
wood with a special plastic top. 

From this office, Black can sur- | 
vey the entire sales department and 





Holt Plans U. C. Lot 


John Holt Motor Co, has an-| 
nounced plans for installation of | 
a used-car lot at Beauregard Ave.| 
and Abe St., San Angelo, Tex. The | 
company recently took over a/| 
Buick franchise from Schuch Mo- 
tor Co, 


Super-Center in Canada 


3% Years’ Planning Pays Off as Black Motors 
Opens New Plant in Vancouver 


much of the service department of 
his establishment. Opening off his 
office is a soundproof windowless 
room, which provides a private re- 
|treat for the senior executive. 
The front portion of the floor of 
offices overlooks the 


the general 


driveway, on which the 
located. Chrome 
to a circular 
| staircase, which is flanked on one 
|side by a series of especially de- 
|signed flower boxes built into the 
construction of the 


pumps are 


|run from the wall 


| actual 
case. 


enamel 


There are 





BS) 





price. 
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WX-50 


The huge service floor is divided | ™ 
| into various departments and has | 
|the most modern equipment. Wall | 
| benches in the service department 
have heavy steel tubes w 
finish with blue 
| backs. In some cases the steel tube |is also being operated by the com- 
is replaced by hard formica tubes. | pany. This plant has a showroom 
16 hoists in the new) nd large service station, and will 


building, as well as five hoists in| provide 
ithe old plant at the corner of) | body repair department. 
| Georgia and Richards Sts., 


2 latroducing 


the Fortable © | 
PHOTO-SCOFE || 


An outstanding addition to the famous line of 
Weaver Headlight Testers pioneered by Weaver 
over 20 years ago. . . the Photo-Scope is a truly 
portable tester that will roll in a straight line. 
Can be moved and used anywhere in a shop hav- 
ing a reasonably smooth floor. One man can 
calibrate it to floor slope in less than one minute. 
Counterbalanced head with all mechanical move- 
ments simplified. 100°%, photo-electric operation. 
Maximum beam candlepower always indicated 
when beam is properly aimed—no separate 
operation required. The Photo-Scope is new and 
improved for all shop needs at a new economical 
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gasoline 
rails 


stair- 


BLACK MOTORS, LTD., IN VANCOUVER, 
what is said to be the largest dealership in 
the dealership business in Holden, Alberta, 
ith white | | represents ene 4 = — 





and red| 


accommodation for the 


which| The central portion of the service | 


réud now... 


Ray-O-Scope is portable ‘too! 


Weaver's new Model WX-50 Portable Ray-O- 
Scope is an improved version of the popular 
WX-40. It is equipped with patented 4-cell photo- 
electric cell unit, high-low left-right aim meters 
and candlepower meter in one case on front of 
tester. Headlights are aimed with precision—en- 
tirely by instrument. Extreme accuracy and high 
speed checking now combined with portability. 





B. C.—This is the 50-by-70-foot showroom of 
Canada. George Black, the owner, started in 
in 1927 with a Ford franchise. The firm now 


* * * 
floor in the new building is occu- 
pied by a complete safety lane, 
which is a duplicate of that in the 
civic testing station. 
The entire service floor is regu- 
| lated from the control tower at 


HEADLIGHT 
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one end of the mezzanine floor 
near the center of the large build- 
ing. There are 22 private intercom 
telephones in the building and a 
loudspeaker system. Any depart- 
ment can speak to the stockroom 
or the control tower, or vice versa. 

All the main doors are con- 
trolled electrically from the con- 
trol tower, as well as by local 
individual switches. Wired music 
is provided in every section of 
the establishment, and is auto- 
matically switched off if the con- 
trol tower wishes to send a mes- 
sage over the intercom system. 

George Black, who visualized and 
developed this automotive center, 
started in Holden, Alta., Nov, 28, 
1927, as a Ford dealer. In 1935 he 
moved to Vegreville and was Ford 
dealer there until April, 1947, when 
he arrived in Vancouver. 

Following four or five private 
receptions to show the new facili- 
ties, 40,000 Vancouver citizens 
passed through the plant during a 
two-day open house and filled in 
coupons which gave them a chance 
on $50,000 worth of down payments 
on 1 automobiles. 


WEAVER’S NEWEST 
TESTER 


See your Weaver Jobber, or write us for Bulletin 
AN-473 on the new Weaver Headlight Testers. 


WEAVER MFG. CO., SPRINGFIELD, ILL., U.S. A. 











SPORT BAGS—Contempo Luggage Co., 170 
Fifth Ave., New York, has a new offering in 
leather sport bags. These come in two sizes, 
18 inch and 20 inch lengths. They are made 
of smooth cowhide leather, with double lea- 
ther handles, saddle stitching, brass lock and 
tipper. 


Ors 
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DISPLAYS SHOCK ABSORBERS — Monroe 
Auto Equipment Co., Monroe, Mich., an- 
nounces its low investment shock absorber 
tote rack display. The rack contains 10 shock 
absorbers with necessary bushings. This as- 
sortment allows servicing of all popular makes 
of cars including Chevrolet, Ford, Plymouth, 
Dodge, Chrysler, Studebaker, Packard and 
Willys, says the firm. 


MINUTES 


TIME 


CHARGING TIME 


SAVET 





FASTER CHARGING—A power charger pro- 
duced by Fox Products Co., 4720 N. (8th St., 
Philadelphia, is said to cut time required for | 
fast battery charging by as much as an hour. 
The unit has a compensated cutoff whict 
stops action at a temperature corresponding 
to a full charge, the firm reports. 


e 





EXCHANGES BRAKE SHOES—A new brake 
shoe policy has been announced by National 
Brake Block Corp., 79 Madison Ave., New 


shoe exchange plan, falls in several aoe | 
gories: shoe exchange with linings bonded 


outright sale of shoes; outright sale of shoes | 
with linings bonded on, and outright sale of 
shoes with linings riveted on. The advantage | 
of the exchange, says the firm, is that the| 
time factor for relining is reduced consider- 
ably, and the customer is assured of a pre- | 
cision, factory-processed job of relining, in 
exchange for his old, worn set of shoes. 
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GAS CAP ANCHOR—Designed to thwart 
absent-minded service station employes, the 


| the car and prevents its accidental loss. The 
brass spring clip anchors under the bead at 
| the neck of most gas tanks. The upper clip 
snaps over the ears of any standard gas cap. 
A flexible bead chain anchors the cap and 
| permits it to hang out of the way while the 
| tank is being filled. Zephyr gas cap anchor 


Ave., Inglewood, Calif. 


| LIQUID LINE FILTER—The Marvel Synclinal 
| filter is now available for a wide variety of 
| liquid line installations. In response to en- 
| gineers, designers and maintenance men who 
| wanted to use Marvel's synclinal filter more 
widely, the firm has developed a housing that 
allows their unit to be inserted into any pipe 
carrying non-corrosive liquids, according to 
Marvel Engineering Co., 625 W. Jackson 
Bivd., Chicago 6. 








FOR MATERIALS PUMP USE—A _ power- | 
York. National service, which now includes a | operated hoist and follower plate unit adapt- | 


ed for use with a materials pump, to handle | 
materials that will not seek their own level, 


Stewart-Warner Corp., 1826 Diversey Parkway, 
Chicago. The unit exerts more than 6,700) 
pounds pressure p.s.i. on material in the con- 
tainer, assuring prime and elimination of air | 
pockets, it is said. It can be used for appii- | 
cation of lubricants, greases, caulking and | 


spray emulsions. 





| Zephyr gas cap anchor chains the gas cap to| 


| is a product of Zephyr Mfg. Co., 201 Hindry | 





| makes of passenger cars, reports the firm. 
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doubles as a writeup desk and storage cab- 


2 1949-50 cars, 
inet to give a clean, efficient look to the 


the curved door surfaces of all 





| books, manuals, tools, testing equipment and 
other supplies. The inclined writing surface is 
illuminated by a built-in fluorescent light unit. 


FOR EXTRA LUBRICATIONS—Aro's ''Thrifty- 
Fifty'’ portable lubricator, designed as an 
efficient low-cost unit, is announced by Aro 
Equipment Corp., Bryan, O. The lubricator 
has a full size, powerful pump and is par- 
ticularly suited for the larger service station, 
car dealer and fleet owner who require extra 
units for that extra ‘'‘off-the-lift'’ grease job 
during rush hours. 





RIDGE REAMER—Ammco Tools, Inc., North 
Chicago, Ill., is now producing its Model 
2100 ridge reamer; range 2 9/16 inches to 
4% inches. It has a special long-life carbide 
cutter which will remove the ridge, with just | 
|@ few turns, from steel sleeved cylinders as * * * 
well as general automotive cylinders the com- | 
pany states. Model 2100 has positive three| 
| point centering and the operator can check 
for ridge removal without taking the tool 
| from the cylinder. This reamer has been ap- 
| proved by many car factories and piston ring 
| manufacturers, Ammco adds. 





| 





| SPRAY-PAINT BOOTH—An economy show- 


booth designed for modern merchandising of | metal work, has been announced by Pruden 

| Car-appearance maintenance. Large air intake | Tool Co., 310 W. 68th St., New York. The 

| filter areas and an improved exhaust system | device fits any 

have been incorporated, says the firm. can be used on a flexible shaft with a '/4-inch 

| jchuck and can also utilize stationary ma- 

| * * * | chines, such as drill presses and drilling ma- 
chines, for power, says the firm. 


| 
| 
| 





SCISSORS JACK—Shur-Lift 


Products 
| 1608 S. Wabash Ave., Chicago 16, manufac- | 
on; shoe exchange with linings riveted on;|has been announced by Alemite division of | turer of the Shur-Lift jack, announced that it | 


Co., 





has increased its line and is now in full pro- 
duction on a new low-priced scissors-type | oped process enables Arpad Creations, 
jack. The jack—Model 200 E-Z Lift Jack—/ Fiske Place, Mount Vernon, N. Y., to manu- 
is made of all steel construction, finished in| facture low-cost ‘‘dealer plaques.'' A pre- 
two-tone baked finish. It has a bit brace| applied adhesive on the back of the plaques 
type of folding handle that is long enough to| can be reactivated by use of a solvent and 


APPLIED WITH ADHESIVE—A newly-devel- 





says the firm. An exclusive patented device 


service department. The desk is 38 inches enables the mirror head to be locked se- 
wide and 26 inches deep. Below a roller- curely in position. 

mounted drawer is a 25-cubic-foot cabinet 

with full shelf, large enough to hold rate e ° ° 





; D CUTS SHEET METAL—Nibblex, an electric- | 
| foom spray paint booth has been introduced | ally-operated, maneuverable sheet-metal cut- | 
| by DeVilbiss Co., Toledo. It is a window-type | ting tool for auto body repair and sheet | 


Y4-inch electric hand drill; | 


STOPS CORROSION—A unit consisting of 


a felt pad, spring clip and a screw which 


holds the unit firmly to the center of the 


battery post will eliminate corrosion on the 


posts and terminals, says its manufacturer, 
Knight Machine and Tool Corp., 9615 Meech 
| Ave., Cleveland. The units, called Korodica- 
| tors, come boxed in sets of two, one unit 
for each battery terminal and post. 


| FOR 1949-50 CARS—Roberk Co., Norwalk, 
| Conn., announces it is marketing ‘deluxe’ 
passenger-car exterior mirrors in round and 

SERVICE DESK—An all-steel model manu-| obiong styles specially designed for 1949-50 | 
factured by Natkin & Company, St. Louis,| cars) The mirrors will fit conveniently over | 


| 
| 





FOR SMALL SERVICE FIRMS — Houdaille- 
Hershey Corp., Houde Engineering division, 
Buffalo, has announced a service station as- 
sortment of Houdaille direct-action shock 
absorbers which, it is said, will open the 
door to profitable shock absorber servicing 
for outlets which have hesitated before be- 
cause of the initial investment for an ade- 
quate stock. The assortment consists of {2 
matched Houdailles with bushings. Yet with 
this limited stock the dealer can care for 
all late-model Fords and Chevrolets as well 
as all Plymouths, Dodges, DeSotos and Chrys- 
lers built from 1938, says the firm. 


LOW-COST TORCH—An alcohol blow torch 
that produces a flame of more than 2,700 
degrees Fahrenheit and has a gun-grip han- 
die of Bakelite phenolic is being produced 
by Lenk Mfg. Co., 30 Cummington St., Bos- 
ton. The low-cost tool has a built-in safety 
stand that enables the torch to be set down 
in various positions, leaving both hands free 











USES ONE PAIR OF LEADS—An improved 
King system V-A-R  (volt-amp-resistance) 
tester for 6, 12 and 24-volt internal combus- 
tion engine ignition systems for all voltage 
and current regulators is announced by Elec- 
tric Heat Control Co., Cleveland The 


10| V-A-R tester is operated as an independent 


unit and is also included with the King 
oer deluxe engine tester. Featuring only 
three controls instead of the conventional four 
to six control setup, the tester has meter 
scales to accommodate any generator up to 


| sealing compounds, adhesives, mastics and| fit all cars. The jack will lift all years and| applied without the use of screws or drilled | 200 amperes capacity, the company states 
holes. Dealer plaques are finished on chrome. | 


(Continued on Page 43, Col. 1) 
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New Products 


«Continued from Page 42) 





HUBCAP PLAN—A hubcap merchandising 
idea which aims to take hubcaps out of the 
replacement market and make them acces- 
sory items, has been developed by Pick 
Mfg. Co. of West Bend, Wis. The plan is| 
expected by the firm to provide a sales im- | 
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| attachment, etc. are available for| finished wall and ceiling panels may 


this 10-inch lathe. 


* * * 


ber Co., Rockefeller Center, New 
York 20, N. Y. 

The hose is lighter, more flex- 
ible and easier to handle than 
helically woven wire hose nor- 
mally used on curb pumping units, 
says the company. 





FOR EITHER SIDE OF CAR—An automobile | 
| mirror which, when mounted on the right side, | 
permits the driver to see right rear traffic | 
| direct from the driver's seat, is announced | 
| by George C. Knight Co., 21820 Wyoming, | 
| Detroit. When mounted on the left side, a | 
| rads view of the left rear traffic is afforded. 
Flexibility of adjustment permits the entire | 
|head and shell to rotate (see arrows in| 
| photo). 


PRIZES 


* * * 


* * * LISTS CONTEST PRIZES—Cappel, MacDon- 
| 


fa ‘ 7 . 
Se | Quick Change Gear Lathe tests. Over 1,400 nationally-advertised items 
South Bend Lathe Works, South | is departmentalized in 14 sections. 


ald & Co., Dayton, O., has released its new- 
yy | Produced by South Bend are presented, ranging from $1 to more than 
* | ll 
i | 
Bend 22, Ind., has announced pro-| rT oe 


est prize book for sales campaigns and con- 
$500 in cost to campaign sponsors. The book 
CARRIES LUGGAGE—Miller Mfg. Co., 5919; duction of a popularly priced 10- 





petus to the dealer because he can now sell - . . » 
Pick| Tireman Ave., Detroit, has introduced a zip-|inch quick change gear lathe in| Yarsh Wall Products 


four hubcaps instead of one, since 
claims low list prices on sets of four caps. 


Since only one design is needed to fit most| riers. The unit is built up on a twin-bar uni 
by using a Kardex frame, steel channels, 


models of a make of a car, a dealer now 


pered storm-proof bag for use on Kardex car-| four bed lengths. A complete line ; : 
ty 4 7 Offers Color Folder 


of tools, attachments, and acces- 


including a taper attach- illustrated folder 


A full-color 
showing the new line of Marlite 


needs only to stock a few basic sets, it is| hardwood slats and the bag. The twin-bar can | sories, 
said. | be used by itself to carry —— 2 other! ment. handlever and handwheel 
‘ tt, ; sans : 
long materials. Another attachment will carry | | niet attachments, collets, a milling) wood and marble pattern plastic- 


Ad s * 


Belgian Firm Invents 


‘Jet? Vacuum Cleaner 

A Belgian firm has invented and 
patented a small, inexpensive 
vacuum cleaner for use primarily 
in cleaning out the inside of motor 
vehicles, which it claims operates 
off the exhaust pipe on a “jet” 
principle, according to industrial 
development division, foreign trade 
service, Canadian government. 

The report states the Belgian 
firm desires to contact an inter- 
ested Canadian company with the 
object of having this unit produced 
and distributed in Canada on a 
license or royalty basis. 


+ * * 





STOPS CAR FROM ROLLING—A device to 
retain braking pressure on all four wheels 
after the brake has been released is an-| 
nounced by General Armature & Mfg. Co., 
Lock Haven, Pa. The Roll Holder can be 
turned on by a switch when parking on a/| 
hill, changing a tire or other purposes. The 
unit does not apply the brakes but is used 
for additional holding power. Another report- 
ed feature is a hidden switch which, when 
turned on, will prevent the car's theft. The 
car will not move then until the secret switch 
is released. 


+ + * 


Personalized License Plate 

A personalized automobile license 
tag for cars carrying an empty 
front license bracket has been of- 
fered by Gift Crafters, Blue 
Springs, Mo. The gauge steel plate 
is supplied in blue and white with 
space for up to four letters. 





LAP-FINISHER—This easy-to-use attachment 
laps a precision finish of three to seven 
micro-inches on crankshaft journals in five to 
10 seconds, according to Van Norman Co., 
Springfield, Mass. It's easily attached to 
crankshaft regrinders, and is counterweighted 
so that it may be easily pulled down into 
working position, or swung up out of the 
way, the company states. 


* * * 


U. S. Rubber Develops 


Crushproof Gas Hose 
Development of a soft crush- 
proof gasoline hose for use on 
curb pumps at filling stations is 
announced by United States Rub- 


boats. | 





Glenn L. Humphrey, Hum- 
phrey Chevrolet Co., Mil- 
waukee, Wis. 


George DeMent, Al DeMent 
Chevrolet Co., Inc., Bir- 
mingham, Ala. 


11 More Car Dealers 
Find it Pays to Push 


“UNDERSEAL” 


REG. U. S. PAT. OFF. 


Sam Gray,Smith MotorSales, 
San Antonio, Texas. 





N. Perri, Westlake Chev- 
rolet Co., Seattle, Wash. 





T. David Gibb, Jr., Gibb 


South Land 
Chevrolet Co., Orange, N.J. 


Motors, Inc., Memphis. 


Hubert Greer, . 
Corporation, Rutland, Vt. 





> 9? 


“I tried several different undercoatings besides ‘'UNDERSEAL’, 
writes Mr. Fair. ‘‘I purchased them because of a saving in price, but 
in some cases they came off the cars. I had to re-do the jobs at no 
charge for the customer. This caused a lot of trouble for us, and in the 
end cost a great deal more than ‘UNDERSEAL’.” 

Plenty of smart dealers find that ‘‘UNDERSEAL” brings 
steady assured profit to the service department. No danger of 
having to re-do an “‘UNDERSEAL” job, and customer satisfac- 


tion means repeat business. 

Don’t risk losing a profitable undercoating service by using 
cheap materials. Recommend and use “‘UNDERSEAL” Rubber- 
ized Coating. It’s the finest undercoating on the market, the only 


one building customers for you through national advertising. 
As advertised in the POST 


MINNESOTA MINING & MFG. CO. 


also makers of “‘Scotch” Brand Pressure-sensitive Tapes, “‘Scotch” Sound 
ltecording ‘Tape, ‘‘Scotchlite” Reflective Sheeting, “Safety-Walk”’ Non-Slip 
Surfacing, “3M” Abrasives, 3M" Adhesives. 


2. Training 
3. 


Adhesives & Coatings Division, 411 Piquette Ave., Detroit 2, Michigan 
General Offices, St. Paul 6, Minn. 
| General Export: DUREX ABRASIVES CoRP., New Rochelle, N. Y. 
In Canada: CANADIAN DUREX ABRASIVES LTD., Brantford, Ontario 












Write for Free “UNDERSEAL” 
Service and Sales Training 


The “UNDERSEAL" E 
'S eager to help you with: 


Core i 
and Maintenance of equipment 
Tested selling techni 


car salesmen to he 
Profitable “UNDERSEAL" business 


MINNEsota MINING Mrs. co 


900 Fauquier Avenue 
St. 


be obtained by writing to Marsh 
Wall Products, Inc., Dover, O. 


CAR COOLER—A car-cooling unit, which 
attaches to the base of the car window, is 
|now available in right or left-hand models. 
The manufacturer says it is easily installed 
j}and will force chilled air in any direction. 
| Further information on the Penguin car cooler 
may be obtained from A. James Rouse Co., 
521 N. LaCienega Bivd., Los Angeles. 

* + + 


Baldor Bulletin 


A bulletin descr.bing its 1950 line 
of home coolers has been published 
by Baldor Electric Co., 4351-67 Dun- 
}can Ave., St. Louis 10. 

| (Continued on Page 44, Col, 1) 





Thos.T. Petzold, Petzold Motor 
Sales Co., Detroit, Mich. 





Cliff Van Pelt, Martin Pollard 
Co., North Hollywood, Cal, 





Samuel Stowell, Stowell D. C. Moon, Gerlach Motor 


Co., Inc., Crestview, Fla. 


“| lost money with cheap 
substitute undercoatings!”’ 


says L. C. Fair, Service Mgr., Brame & Carter, Baton Rouge, La. 
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- [above the fire extinguisher, and a| 
N Pp : Pe = “Ss |smaller one (1% by 2 inches) for| 
e W ro U Cc S . = the extinguisher itself. The new} 
- . |decals identify in three ways: by | — 
(Continued from Page 43) color code, by design, and by| 
printed instructions naming proper - 
In observance of its 40th anni-|be able to obtain a special camel-| use. wap 
versary Bakelite has published a/| back for any of the following serv- | new 
company history tracing the pro-|ices: rock service, off-the-road, ee ee of 
gress of the plastics industry.| stop start, winter grip, logging, | Tek 
Copies may be obtained from Bake- | over the road and airplane. ate : 
lite division, 300 Madison Ave., ce with 
New York, stat 
" . 7 ’ FOR CARS, TRUCKS—Top carriers which ity 
Brazing Alloy Package ey eu cnet on d’t; being _ 
} | ce Hier ° o., treman ve., 
Handy & Harman, 82 Fulton St.,| Detroit. ‘kardex units have wide bases which | | FOR STOCK STORAGE—An equipment stor. 
New York 7, N. Y., have announced | | fit - curve oo me sow. The oo. unit is .| i ~ for 7 ns parts rooms —_ a 
‘ j | twin-bar assembly which can be fitted with | | correc ype of storage accessory available 
a silver brazing alloy package. It| | veplons rate 46 carry luggage, boats ol | for every item,’ has been designed by Lyon 
contains five ounces of 1/16-inch | other objects. Metal Products, Inc., Aurora, Ill. The rack 
diameter Easy-Flo-45 wire. | has many types of units, including sloping 
: > 3 . * * front, — case, sloping shelf and swing- 
| . ng panel. 
Gates Offers Camelback Meyercord Develops Aids oe a Ss 
For Specialized Uses For Fire Control ; N Sante 
| ew rgani 
Ed White, sales manager of | Meyercord Co., 5323 W. Lake St! 54. sopy wor tebtwatahe art , a 8 oe oe 
Camelback division, Gates Rubber Chicago decalcomania manufac-| |; ORK A antweight ail! ge; | Kleen-Mits Cleaning Glove 
, ’ | t ts the d l t f | signed for use by builders of truck and 
Co., 1001 S, Broadway, Denver, an- | urer, reports the development OF | tasiier bodies and for body maintenance Happy Felton Products, Inc., STE 
nounces a new idea in the making] INSERTS VALVE KEEPERS—K-D Mfg. Co., | three decal sets for positive selec- shops has been introduced by Cummins Port-| has launched Kleen-Mitz. Manu- mode 
of camelback for truck tire recaps. | Lancaster, Pa., announces the addition of a | tion of three types of extinguishers | able Tools, 4740 Ravenswood, Chicago. The factured in the sha of a mit groun 
White reports his com is i valve keeper inserter to the line of K-D| for fires of: 1. wood, paper, rubbish; | drill is designed for continuous day-long use -_ = ten tures 
ave cep oe oe wee A 1S IN~ | tools. Designed especially to replace the 2. electric as, chemical, and 3. of | at the most efficient speed and under severe ten, the product has vinylite cal, i 
troducing camelback specially com-| small-size keepers in the 1949 Ford-built mo- | <* iy eee & ehestetens xy | conditions. With @ die-cast eluminum bedy electronically welded to cloth. divisi 
pounded for each important type |tors, it is also suitable for other motors) any origin except electrical. tin Maly Dallders Ghacial has 2 ity of | The chamois type cloth welded to opolis 
: andl which use small-size keepers. The illustration | : : y Pp capacity - Pp 
of truck tire = evece. For the first shows how the special spring steel fingers on | A large decal (8 by 9 inches) iS | one-fourth-inch in metal, one-half inch in| Plastic can be washed and used ally | 
time, White said, recappers will| the jaws hold the keepers securely. | supplied for application to the wall | wood. again, said 
i: ia i ae an a Happy Felton left the enter- te 
tainment field recently to manu- 
facture Klen-Mitz and _ other 
THERE’S AR | products soon to be marketed. 
New York offices are at 1819 
| Broadway, with the factory in 
£ West New York, N. J. 
+ * +. 
« 
3 3 
} 
Use these versatile steel mesh boards anywhere 
——in tool room, shop, or salesroom —- mounted Tes! 
in, or on sides of parts bins, on the wall, or on 
TOOL BOARDS movable dolly. Write for brochure listing = ae = 
clamps, hooks, tool number plates, tool designs, aa 
and sizes of boards available. CLUTCH ASSEMBLIES—Replacement clutch no in 
bearing assemblies for all popular cars and bratec 
trucks is announced by Bearings Co. of allows 
America, Lancaster, Pa. Development of this make 
Remover for REAR TOP line for the replacement market is the result says ¢ 
SHACKLE PIN HYDRAULIC JACKS of a field study which revealed that the 
Easil said tneaben ol * peal ey elleny snag eller bm ny Fae * yy 
is Sibae fact Wa 0/4 ane | Seal dies the longest, lowest, heaviest the process of their installation into the 
: ° : automobiles. Long handle with carrier castings, says the firm. 
Ton Trucks. Simply take out lu- 90° action locks in 3 positions. 
brication fitting, insert the pipe Automatic two speed lift for fast <n 
threaded end, and turn the nut. spotting... 24” lift clears all knee 
No. 5780 ........ $6.25 action wheels. Buckeye Catalog 
No. M-500....... $75.00 A pocket size catalog (No. 480), 








valves of most Ford and all Lin- ‘ 
coln-Mercury engines. Write for ‘ / 
brochure. 


OVERDRIVE PAWL POSITIONING TOOL 


Positions pawl prior to assembly of solenoid, 
ensuring proper engagement. A necessity 
for installing or servicing over-drive. For all 
1949 and 1950 Ford passenger cars. 


No. 6915-AA....... $1.60 


M-500R ( Showroom Jack) listing machined maintenance bars, 
=“ Remover for Sere solid maintenance bars and stand- 
VALVE ASSEMBLY AND GUIDES ard sleeve type bearings is offered 
Aas by the Buckeye Brass and Mfg. Co., 
Saves hours by bringing out even 6410 Hawthorne Ave., Cleveland 3. 
the toughest assemblies quickly . ; 
and efficiently. Provides any de- * * * 
gree of pull without damaging f - . 
the block. Fits intake and exhaust ; 


‘ 








mm 


BEARING REPLACER, 


Transmission extension and overdrive. 





| QUIETS VALVE CLICKING—Joe L. Este 
|Co., Winder, Ga., is now manufacturing and 
| distributing Val-Vin-Head Silencer, a device 





Essential for quick, efficient replace- 
ment of bearings. Won't damage 














i ; |designed to perform three functions in a 
Deermngs oF aayneent ports. For oft | motor with overhead valves and rocker arm ? PRO 
1949 and 1950 Ford and Mercury The Silencer is made of cotton wicks sewed rr 
passenger cars. together and enclosed in a heavy poro a + 
cover. When soaked in motor oil for 30 t oF t 
No. 7699... . . $7.50 40 minutes, the filters become saturated and a 

when installed form a flexible cushion whic! = ace 
| deadens valve clicking noise and provide tales 


| important overhead lubrication for the entire 
|valve mechanism, says the firm. The device aa 
| are furnished in three sizes for all models o! bene 
| Chevrolet and Buick and GMC motors. 


@ Factory authorized 


@ JUST OFF THE PRESS manufacturer and sup- Pose Du | 
New Manzel ‘‘Tool Guide” lists all plier of approved tools Large CarPac Offered Con 
tools needed in servicing any Ford, and equipment for ser- | em Statten Wasone *s 
or Lincoln-Mercury built vehicle. For vicing all Ford, Lincoln, . 8 P for ai 
each tool every possible application and Mercury Vehicles. The maker of the Carter Car = been 
is given...a unique, complete, and detachable luggage carrier, is in ne 

valuable reference. Write for free | troducing a new large-size CarPa Witen 
copies...give one to each mechanic. |for station wagons, Russell Carte the E 


315 BABCOCK STREET, BUFFALO 10, N. Y. . |has announced. Until this time th  . 


company has been producing large 
(Continued on Page 45, Col, 1) 











ve 


Inc., 
fanu- 
mit- 
nylite 
cloth. 
led to 
used 


nter- 
lanu- 
other 
eted. 

1819 
y in 


clutch 
irs and 
So. of 
of this 
> result 
at the 
tly suf- 
ings in 
to the 


480), 
bars, 
tand- 
fered 
Le. 
nd 3. 





Pac 

in 
rPa 
irte 
th 
rge 





SERVICE SECTION 


_ AUTOMOTIVE NEWS, MARCH 13, 1950 


New Products 


(Continued from Page 44) 


CarPacs only on special order. The | sandwich. 
new carriers are 42 inches wide by | sheeting, 


The facing fabric is 
which is fast-dyed jet 


78 inches long and will be distrib-|plack. The backing is a heavier 
uted to CarPac dealers nationally. | qrijj, dyed sulfur black. Besides 


This completes the CarPac line 
with a size for coupes, sedans and 
station wagons, in deluxe and util- 
ity finish. 





STEAM CLEANER —Apn all-electric steam 
model designed especially for use under- 
ground, or wherever gaseous or explosive mix- 
tures have previously made cleaning impracti- 
cal, is announced by the Hypressure Jenny 
division of Homestead Valve Mfg. Co., Cara- 
opolis, Pa. The Homestead-Yeager is electric- 
ally heated and electrically powered. It is 
said to remove grease, dirt, and other 


deposits from machinery, equipment, floors, oe 


etc., 10 times faster than by hand-methods. 





TESTS HEADLIGHTS—John Bean Co., 130! 
S. Cedar, Lansing, has oftered a portable 
headlight tester, designed to check the lights 
on all vehicles. Because no track is required, 
no installation costs are necessary. A cali-| 
brated indicating system for direct readings | 
allows the mechanic to read the gauges and | 
make adjustments from the same position, | 
says the firm. | 


being preshrunk, these fabrics are 
treated with water-repellents. In 
between is a layer of Du Pont 
| neoprene. The finished product has 
a tensile strength of 185 pounds 
warp and 121 pounds filler. 


* * 


Battery, Oil Carts 

Bishman Mfg. Co., Osseo, Minn., 
is marketing new self-starting bat- 
tery carts and oil changers. The 
cart will handle two 17-plate bat- 
teries for 12-volt hookup. The port- 
able oil changers need no electrical 

or air connections. 
+. 


Fluorescent Luminaires 
Made by Westinghouse 


* 


* * 


The new line of type CC fluor-| 


escent luminaires for commercial 
application is available from West- 


|two or four-lamp units 


inghouse Electric Corp., Box 2099, 
Pittsburgh 30. When _ suspension 
mounted, the units have direct-in- 
direct photometric distribution; 
when surface mounted, distribution 
|is semi-direct. 

A variety of types is available, 
including the two or four-lamp 
units in four-foot lengths, accom- 
modating the 40-watt lamp, or the 
in eight- 
foot lengths using the 96-inch T-12/) 
Slimline operated at 425 ma. 











FOR 1935-48 CARS—A unit said to replace 
the motors in 95 percent of vacuum wiper 
equipped cars in 1935 through 1948 models is 
announced by Anderson Co., Gary, Ind. This 
motor is said to require but three hand or 
screwdriver settings for installation. 





| trucks and automobiles, 


| 


| 





oe 


AXLE SUPPORTS—New fast-action supports 
have been perfected by Rotary Lift Co., 
Memphis, for use on all new or old models of 


| Rotary free-wheel lifts and on 5-inch h-beam 


lifts of any make. The new supports will ac- 
commodate all makes and models of light 
including the new, 
low-slung types, the firm states. The Lift-All 
front support is an adjustable steel base, or 
"‘bridge,"’ which slides easily along the lift 
beams to any desired position beneath the 
car. Two malleable iron blocks are positioned 
in a slot in the adjustable base so that any 
"tread" distance can be obtained, centered 
or off-center. The blocks can be flipped from 
high to low position, or removed entirely, 


whenever desired. 


* * 


Dual Brake Control Set 


For Driving Students 


An auto dual-safety brake con- 
trol for driving students or traffic 
practice is available for sale or 
rent, says the firm, Learn-O-Brake 
Co., 118 W. 77th St., New York. 


The unit, says the company, is a 


45 


temporary, compact apparatus de- 
signed to fit any car, It does not 
interfere with regular operation of 
any pedals, it is said. 
* * ° 
British Precision Grinder 


Available in U. S. Soon 


A British precision grinder for 
setting new and used ignition con- 
tacts will soon be on the American 
market. The 6 by 4%4-inch machine's 
body is made of aluminum alloy 
and the working parts are cad- 
mium-plated. 

Information may be obtained 
from Truepoint Motor Accessories, 
Ltd., 28 Springfield Road, Mangots- 


field, near Bristol, England, 
* * + 
Welding Data 
Welding information is offered 


on a two-color wall chart which 
may be had by writing Eutectic 
Welding Alloys Corp., 40 Worth 


St., New York 13. 
* * s 


Welding Development 


A two-color descriptive folder of 
an alloy development in aluminum 
welding metallurgy is available 
from Eutectic Welding Alloys Corp., 
40 Worth St., New York 13. 


(Continued on Page 46, Col. 1) 


What Mechanic’s Lift Gives You 
The Most For Your Money? 


A FRANK STATEMENT 


There are a number of good mechanic’s lifts or 
shop lifts on the market. You won’t go far wrong 





* * * } 


Record Lets Motorist 
Check All Expenses 


For the motorist who records all | 
operating expenses, S. G. Raftis Co., | 
5561 Columbo St., Pittsburgh, has | 
devised Visor Auto Record. 

The unit, in the form of a small | 
ledger, is clamped to the car’s 
visor. A sheet for each month has 
space for listing mileage, gasoline 
purchases, oil expenses, parking | 
and repairs. 








PROTECTS CHROME—An idea in chrome 
protection has been introduced by Abrasive 


and Supply Co., 821 W. Milwaukee Ave., De- 
troit. The material, Liquid Lustre, is a trans- 
parent, plastic film which adheres to the 


urface so firmly that it is not necessary to 
remove it at any time, says the firm. The 
original luster and beauty of the chrome is 
therefore enhanced and preserved, it is 
added 


* *~ * 


Du Pont Manufactures 


Convertible Top Fabric 

A new type of preshrunk fabric 
for automobile convertible tops has 
been placed on sale to the retop- 
ping trade by the Du Pont Co., 
Wilmington 98, Del. It is made by 
the Fabrics division and is called | 
SP-7 Teal rubberized fabric. 

SP-7 Teal cloth is essentially a} 


if you buy any of the leading makes because the 
mechanic’s lift makes possible substantial savings 
in labor costs, better service to customers, and im- 


proved working conditions for employees. 

All shop lifts of the two-post type give undercar 
accessibility and most of them leave the floor clear 
when the lift is lowered. There is little variation 
in prices of these lifts. 

So, to get the most for your money in buying 
mechanic’s lifts, you must look beyond what meets 
the eye. You must check convenience features that 
increase shop efficiency and construction features 
that guarantee long, trouble-free operation. And 
the matter of installation costs should be given par- 


ticular consideration. 
Here’s what Rotary Mechanic’s Lifts offer you: 


(1) Famous Rotary Oildraulic 


jacks have been 


used in thousands of auto, bus and truck lifts 
. used throughout the world under severe 


service conditions. 


eliminates maintenance expe 


aged packing and plunger. 


tions) speed up loading and 


New Rotary pressure-seal wiper practically 


nse due to dam- 


Pre-set axle supports (with wheelbase calibra- 


unloading cars. 


Simple installation cuts initial cost. There are 


no expensive, time-consuming concrete forms 


to build because housings around each plunger 


are complete boxes. 


Rotary urges you to check into the savings you 
can realize through the use of mechanic’s lifts in 


your repair shop. Then, before you buy your lifts, 


consider the ways in which Rotary Mechanic’s 


Lifts give you the most for your money. 





Write for catalog and prices and ‘name of Rotary jobbers near you. 


ROTARY LIFT CO., 1137 KANSAS, MEMPHIS 1, TENN. 
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| doesn’t turn cloudy or yellow, is | 
}on the market. Called Meteor! 
|Clear Windshield Sealer, it may} 
| be obtained in 12 two-ounce tube} 
| packages from William Bishop Co., | 
3223 Burton Ave., Burbank, Calif. | 


An improved electrode for “cold | Dyna-Lift Described 


welding” of cast iron has been an-| ° 
nounced by the Eutectic Welding | In Hydraulic Booklet 
| Hydraulic Products Co., Box 487, | 


Alloys Corp., 40 Worth St., New| 


York 13, N. Y. Free descriptive|Providence 1, R. I, announces a/ 


booklets may be obtained from the | 10-page booklet illustrating and de- | 





pa, DOUBLE-PURPOSE KEY CHAINS — These | 
company | scribing models, installations and | key ~~ =e or can be apne 
7 } : : apa instantly in order to use either key | 
| Uses of the air-operated Dyna-Lift | chain separately. Car keys can be kept on/| & 
for general utility purposes in shop| one chain, garage and household keys on the | 
|and plant. | other. No necessity to shut off car motor | 
‘ ‘ while garage or house door is being opened. | 
| ” Only the car keys need be left at parking 
; lots, other valuable keys can be retained by 
| For Monarch Lathes the owner. Manufacturer is Santay Corp., 35! 
| A new type ball turning rest for | N. Crawford Ave., Chicago 24. 
|Monarch 14-inch, 16-inch and 20-| bm es 


|}inch series 60 engine and toolmak- 7 p ; lem of lost keys, a container is announced 
ers’ lathes has been announced by | bulletin on protective coatings for | which a. attaches — to any 
. . ls : : automobile or truck metal surface, thus pro- 
Monarch Machine Tool Co., Sidney, industry. This booklet contains in- | viding @ means for secreting extra car, ga-| out for fairing strips, gasketing, etc., and is 
| 0. The design is said to simplify | formation on coatings for protec-|rage or house keys within instant reach.| aiso available in special extrusions and 
| setup considerably as compared |tion against corrosive fumes or | Called Hide-a-Key, produced by Three Point| moided shapes on a custom basis 
with the difficulties frequently en- " Industries, 3767 N. Racine, Chicago, this de- o 
. q y | splash on steel, concrete, and wood | vice is a small box equipped with a sliding 





RUBBER SPONGE—A new Cohrlastic silicone 
rubber sponge, made by the Connecticut 
Hard Rubber Co., New Haven, Conn. is 
now available from recently developed «ili. 
cone rubber compounds. The materia! is 
available from stock in sheets 1/16 inch, \/, 
inch and '/4, inch thick which may be died 








PREVENTS ‘LOCK OUTS'—Solving the prob- 











* . * 








countered with older designs. Also, | surfaces Ke tet is easily removed for insertion of | 
j i i > i i eo . t tt f th i 
a pha: ee |a permanent magne? which supplies ihe grip Oil Filter Catalo 
DEFROSTS LOCKS—By inserting a chemical | , ’ ’ Cl Wi d hi Id Ss al | ping force. So powerful is this magnet, says S £ 
cartridge into the Jet Lock Defroster, pro- | * * * tear tinasnie Seater the firm, that regardless of high speeds over A new catalog (14H-R1) on its 


duced by Golinfra Plastics Mfg., 200 Veron- | 
ica Place, Brookiyn, N. Y., a fine jet of steam | 
can be directed to the lock, reportedly re-| 
moving ice or frost. The unit comes with two 
cartridges and key chain. 


Hel “aie ring 


° rough roads, Hide-a-Key will maintain its 
Offered in 12-Tube Package position when placed on a flat surface, such 


complete line of oil filters and re- 

An almost invisible wi i | as behind the bumper, grille guard, under| placement cartridges has been is- 
weais ho producer says |anewe,o* hood or along the under-frame of | sued by Pick Mfg. Co., West Bend, 

- | Wis. One of the catalog’s features 

|is a complete cross-reference chart 
to assist dealers in selecting oil 
filters for passenger cars, trucks, 
buses and tractors. An alphabetical 
list of vehicles showing __inter- 
changeability between original 
|}equipment and Pick cartridge re- 
|placements also is included in the 


catalog. 


On Protective Coatings 


Atlas Mineral Products Co.,| 
|Mertztown, Pa., has announced a| cleaner, 
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Yours with Purolator 
Micronic’s 10 feet of 
filtering surface that 
holds 290% more dirt! 


Your customers will find that Purolator Micronic* Oil 
Filters give top protection from engine-wrecking abrasives 





FOR WHITE SIDEWALLS—Now being dis- 
| tributed is a car cleaning aid recently added 
| to the automotive accessories line of Las-Stik 
| Mfg. Co., Hamilton, O. The company says 
| the item—Las-Stik Whitewall cleaning pads— 
| leaves no stain, restores whiteness and abso- 
lutely will not harm the rubber. They are also 
excellent for cleaning rust spots from chrome j 


















































. . . for a much longer period of time than ordinary filters! trim and bumpers, says the manufacturer = 
’ . ° ° f 
That’s because the smallest automotive type Micronic * 6 weat 
element has 570 square inches of filtering surface com- wele 
a to 54 in ordinary filters . . . holds much more dirt. American Brake Shoe Blvd 
Sven more important, it removes particles measured in i i nd 
microns (.000039 of an inch) from the oil. Traps an aver- — —— a ke wind 
age of 290% more abrasives than comparable size filters. — ayer - at 
- ’ 4 = |a mobile infra-red paint drying Ch 
This story of Purolator’s top performance is carried to | oven designed for garages and car mp 
your customers from coast to coast via The Saturday refinishers, has been released by Of 
Evening Post, Life and other leading national magazines. the Kellogg division of American A 
Reason why you'll get better acceptance for engines and i i spal 
aK ; ; Brake Shoe Co. Copies will be 
vehicles when you equip them with Purolator. If you |mailed upon request to 97 Hum- Cha 
have a speci i 2 . . 1 
lave a special filtering problem, be sure to consult us now. boldt St., Rochester 9, N. Y. lien 
* + + thre 
T 
IN AVERAGE DIRT RETENTION i 
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OMPETITOR == PUROLATOR LED BY: ran, 
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BATTERY CHECKER—A different principle 
of checking battery charge and condition has 


been developed and introduced by McCol- 


pin-Christie Corp. of Los Angeles in Battery- 
Scope, type X-4. This unit was designed to DR 
| make battery testing as quick and sure as 29 Ju 
| possible. The entire test takes less than 10 acces 
seconds. Operator simply places Battery- a = 
| Scope on car window nearest the driver and and 
MICRONIC ‘ella ied | touches two prods to the battery posts. ‘he tom, 
| meters read ''Good" or ''Replace"’ on Battery delux 
. | condition and simultaneously ‘Charge’ oF finish 
ois IRST IN Bs "Recharge'"’ on battery state of charge. / 0 
F DEO ihe” Cs | need to check all three cells individually and 
y ; | interpret to the customer battery's conditi 
PUROLATO PRODUCTS 1 in confusing voltages or percentages, ' A 
° . company states. 
Newark 2, New Jersey; and Toronto, Ontario, Canada (Oentinnss on Page 47, Col. 1) clea 
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SERVICE SECTION 


New Products 


(Continued from Page 46) 


Independent Pneumatic Tool Co., 
175 State St., Aurora, Ill, manu- 
facturer of Thor portable power 
tools, announces the release of three 
circulars covering Thor universal 
electric tools and mining and con- 
tractors’ tools. 





low-priced 
countertred matting, Traffic-Tred, has been 
announced by D. W. Moor, president, Ameri- 
can Mat Corp., 1794 Adams St., Toledo. 
Designed especially for use as a runner mat, 
Traffic-Tred is unusual in that it permits per- 
fect recess work due to ease in cutting to | 
accurate fit, the company states. Traffic-tred 
is ¥Y-inch thick. Three slot constructions are 
available—closed, open or open on end of 
slots only. Ample aeration and drainage are 
provided, it adds. 


MAT—A new development in 


Cressent Chemical Markets 


Paste Hand Cleaner 


A “waterless” paste hand cleaner 
that also works with water has | 
been announced by Cressent Chemi- | 
cal Co., 102 Cherry St., Weston, O. 

The manufacturer states that the 
new detergent combines the sol-| 
vent action of waterless cleaners 
with the emulsifying action of de- 
tergent cleaners, and_ therefore 
cleans better than either former | 


type. 





hidden. S 


HALTS WINDOW RATTLE—Window-Tite, a | 
product said to eliminate car window rattle, | 
weather-leakage, glass breakage and window | 
channel repairs, has been introduced by| 
Wright-Hall Products, Inc., 852 S. Robertson | 
Bivd., Los Angeles. The device is a combina- 
tion of felt and resilient steel, 18 inches long 
and of a width that sets it firmly in the old 
window channel. | 

* 


Champion Offers New Line 
Of Shielded Spark Plugs 


A complete new line of shielded 
spark plugs has been developed by 
Champion Spark Plug Co. to sup- 
plement the conventional automo- | 
tive and industrial type in all 
thread sizes except 10 mm. 

The new shielded spark plug per- 
mits the exact duplication of heat 
range and performance of the cor- 
responding unshielded spark plug, | 
but is less of a fire hazard, accord- | 
ing to the company. 


* * * 


i 4 





5 


DRIVER'S ARMREST—Micron Machine Corp., 
29 Jumel Place, New York, has introduced an 
accessory, called Arm-Eese, that is attached 
to the driver's seat and is used as a rest for 
right arms. It comes in three models: Stand- 
ard, with silver-grey hammertone finish; cus- 
tom, featuring polished chrome finish. and | 
deluxe, with a combination polished chrome 
finish and color. | 

+ * * 





Rapidex Hand Cleanser 


A new type of industrial hand 
cleanser, Rapidex, has been an- 
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nounced by Carlton Chemical Co., 
Inc., 33 Commerce St., New York. 
This product, according to the 
manufacturer, works on an entirely 
different principle of soil removal 
than products of either the abrasive 
or waterless type. 

It removes all types 
grease and Se including printers ark, N. J. The design is embossed electronic- 
or duplicating machine ink, carbon, | ally in the plastic material and a gold 24- 
graphite, paints, stains, except dried uae “We company on. ee 
enamel, it is claimed. 





FEATURES DESIGNS — Monograms, initials, 

., | Coats-of-arms or other designs are features of 

of soil, | electro-quilt seat covers made by Newark 

Auto Top & Body Co., 80 Central Ave., New- 
r 





_Denver Firm Offers 
Recessed Steering Spinner | Vapor Lock Control 


Marketed by Bishman | A vapor lock control that the in- 

A steering wheel spinner, recessed|Ventor claims will separate and 
to permit the hand to slide over|remove all vapors before they 
it, is now on the market, It is as| Teach the carburetor is being mar- 
easily used as the old type knob keted by Merchandisers, Inc., 2571 


but will not catch the hand or 8. Broadway, Denver. 


: Tests showed that the control, 
ae, a es oe Co., | called Vapo-Trol, stops vapor lock 


Osseo, Minn. | under adverse conditions, improves 

The all-steel chrome-plated spin- gas mileage, halts carburetor flood- 
ner has a double band anchor and /ing and helps motor starting, the 
company states. 


* * * 











is offered in four colors. 





right outside your door. 


Chevrolet car or truck built in 
—more than 9,000,000 are 


Want a sales talk? Look at 


98 too! 


best carburetor a Chevrolet e 





tor with 9,000,000 prospects. 





Want new prospects? You’ve got 9,000,000 


Rochester Products carburetor fits every 


tures above. This carburetor is so good Chev- 
rolet has adopted it as original equipment on 
the 1950 model. The Rochester carburetor is 
also on the 1949 and 1950 Oldsmobile 88 and 


packed merchandising program—signs, ban- 
ners, decals, mats, etc.—to help you sell the 


‘1950 


Vinyl Plastic Coatings 
Marketed by Lithgow 


A line of ready-mixed, abrasion 
and corrosion resistant Vinyl plas- 
tic coatings, under the trade name 
of “Calvinac,” has been announced 
by James Lithgow Co., Inc., chemi- 
cal engineers, Los Angeles. 

The coatings can be applied to 
wood or metal by brush, spray or 








PECKAT AUTO SHADE — Featuring one- 
piece, all-steel construction, the Peckat Air- 
form custom auto shade is styled to fit either 
one or two-piece windshields. Dual, stainless 
steel trim accentuates the graceful lines of 
modern cars and adds an extra touch of 
beauty. The shade is rigidly designed and 
steady under all driving conditions, accord- 
ing to the manufacturer, and may be ad- 
justed vertically to any height desired. Charles 
éckat Mfg. Co., Maywood, Ill., is the manu- 
facturer. 


Yes, this new 


the last 17 years 
running today. 


the terrific fea- 


*40% FEWER 


* PERMANENT 


a7 


|dipping and air drying and non- 
| toxic, says the manufacturer. 
+ + os 


’ 





MODEL FOR SMALL DEALERS—A low- 
priced, high-speed accounting machine has 
been announced by Underwood Corp., New 
York 16, to provide a complete line of three 
different size bookkeeping machines. The Un- 
derwood Sundstrand auto dealers portable 





*NO FUEL LOSS ON ANY INCLINE 


*SMOOTH ACCELERATION 
WHILE TURNING 


*EASIER STARTING 
IN HOT WEATHER 


*CONTINUOUS FUEL FLOW 


*POWER MIXTURE 
READILY AVAILABLE 


* ACCELERATION HOT OR COLD 


accounting machine is designed to give the 
small dealer the same modern machine ac- 
counting conveniences now enjoyed by many 
larger organizations, the corporation states. 
In addition to posting all the daily journals, 
accounts receivable, accounts payable, general 
ledger, payroll and other records, this unit 
can be used for problems of addition, sub- 
traction, multiplication and division. A com- 
plete record and proof of all work is auto- 
matically printed to permit accurate checking 
of all figures, it states. 
(Continued on Page 48, Col, 1) 











PARTS TO SERVICE 


*ALL METERING PARTS IN COVER 


IDLE TUBE 


*NO WEAR AT JET ORIFICE 


Want to get started? Call your United Motors 
distributor today. Ask him about the power- 


ver had.... the 





Rochester Products carburetor, the carbure- pocygsten CARBURETORS—A UNITED MOTORS LINE 


Available everywhere through 
UNITED MOTORS DISTRIBUTORS 


ROCHESTER PRODUCTS 


DIVISION OF GENERAL MOTORS, ROCHESTER, NEW YORK 
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Tirelite, a safety device that re- 
cords a warning on the dashboard 





Bingham-Herbrand Offers 
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when a tire begins to lose air, is New Socket Wrench E NAD 
being sold by Merchandisers, Inc., A new socket, which the com- ee 
2571 S. Broadway, Denver. | pany says eliminates the exas- — 
me at a peration of dropping and losing aie 
nuts, plugs and bolts in remov- Thro 
ing or in starting them, is an- 
nounced by Herbrand division, 
Bingham - Herbrand Corp., Fre- 
| mont, O. It is the new Hold-It rO 
socket, designed with two spring- on 
tension pins in the socket wall to uNeoN Cates oe you 
—AS an ai ° e 
firmly grasp and hold nut or plug. | | °5'.) crobiem, Reynolds & Reynolds Co,| LUMITE UPHOLSTERY USED ON 1950 PACKARD—Lumite woven saran fabric is the up. — 
Useful for any socket job, the | of Dayton, O., has introduced a new product | holstery on the back and seat cushions of the new Super Deluxe convertible. Is applied in per 
new Hold-It socket has many | which will give dealers a visual control of Mfg "Care. of ‘Sous ae. riped weaves. Lumite is woven by Lumite division of Chicopee San 
special automotive applications, | hei" used and new-car inventory ene sates . P 
| turnover. This Visualizer is in two units and * * * * * descr 
among them the removal and | contains plastic panels for holding tags i tile ; ; give 
replacement of Hudson and i represent cars. Color of the tags inet ‘Friction Proof’ Lubricant |gears, bearings, cutting tools and custe 
sler drain plugs, where plugs | cates the body style and the year is stamped | all moving machine parts is avail- 
ae a cone Cite ose lon the front. Adjustable divider rods separate Developed by Power Ball | site Geame Peeves aon Oil Co. In wan 
¥ in- . * | the car ‘'make"’ fields. Each car is e i Sut nt °° . . | : ‘ 
iantal oven eeiiecaed ta Vedtaia Wreped pan, according to the firm. |"aged'’ by removal of the bottom genet A “friction-proof” lubricating ad-|911 Huger St., Columbia, S. C. mine 
mnt Seisles, tan company Sates. The Seen | AUTOMOTIVE NEWS WANT ADS have | daily, permitting the rest ee ee 7s a a a oe the} Called Power Ball friction-proof orem 
is equipped’ with offon’ switch, high-low|been proven the quickest, least expensive | :. ng dees teas ts Eas, ee ife and increases the e cic ney of | oil, the new additive is said to boost lati 
switch, and timer for shutting off oven at|method of reaching the men who want |0 Gays Me cars have * Diesel, gasoline and electric motors |jinstantly the lubricity ; ’ | ae 
end of drying period. Wired 220 volt single| what you have or have what you want! | second unit can be set up to show a visual a : » well ist . ricity and _per- since 
phase. | See the back pages of this issue record of the past 30-day sales oe a ) an eng-nes as en — PIStONS, | formance life of any oil or greas custe 
- - 7 = = to which it is added. numl 
for p 
. « o A 
\ pecte 
covel 
of | 
affai! 
i peop! 
j custc 
their 
mille 
cons¢ 
servi 
porta 
cure 
good 
Ys 
i tren 
! bad 
, wa. 
j unet 
| SPEEDS TEST TIME—Fleetcraft is the name sey 
of a new spark plug tester which, its makers : 
claim, cuts spark plug testing time by as Care 
much as half, thus encouraging more tests gins 
| which, logically, results in more spark plugs tion, 
sold. Portability of the new tester, which indi! 
weighs only seven pounds, permits on-the ager 
j engine testing that eliminates the need for situs 
| plug removal except for actual replacement Gor 
| thus affecting the substantial savings in test train’ 
ing time, according to Fleetcraft, Inc il ; 
W. Monroe St., Chicago | give 
mana 
° ° ° cutiv 
Carbon Monoxide Recorder ae 
Improved by M. S. A. | plann 
| A refinement of the original aac ; 
|M. S. A. carbon monoxide recorder ares 
| has been announced by Mine Safety .- sma 
| Appliances Co., Braddock, Thomas attitu 
and Meade Sts., Pittsburgh. The abilit 
|new recorder is a compact, easy- oa 
to-read instrument providing pre- 7 
cise and continuous measurement nn 
;of very low concentrations of car- i <= 
|bon monoxide in air, according to gue 
|the company. It is composed of a other, 
drier, analyzer and potentiometer side f 
| recorder, Mi 
* * . done 
spec! 
cial 
| Your 
supp 
will | 
} ter 
maki 
The 
partrr 
regar 
a cor! 
highwv 
S G S O | analy: 
the b 
ave as e ave I indivi 
give | 
AT POINT OF SALE—When it is possible out—< 
° |} to move a product out of the stock room Afte 
ncrease ower wit or off the storage shelf onto the sales coun out, | 
| ter, it has a much better opportunity for your § 
sales. Such has been the experience of Stand idequ 
| ard Motor Products, Inc., Long Island, N. Y sentat 
lin adopting the simple but attractive mer custo! 
é chandising display package shown here for t . 
packaging automotive heater switches, i! is cols | 
stated. Standard's unique display box was Spe 
developed by the package laboratory of ind Ic 
Hinde & Dauch Paper Co., Sandusky, © houlc 
‘ 1cCOU! 
Carteli Succeeds Lazarus seaaee 
Domenick A. Carteli, West Hart- nce, 
° . ° ford, Conn., has taken over ‘the Botl 
The Most Honored Name in Piston Rings Pontiac agency at Holyoke, Mass, | sdvan 
formerly owned by Barnett Laza- ram 
rus. hines 
Perfect Circle Corporation, Offices: Hagerstown, Ind., and Toronto, Can. a arteli formerly worked with (THE 
ontiac Co., Hartford, and later dev 
Plants: Hagerstown, Richmond; N-w Castle and Tipton, Ind., and Toronto, Can. with Hartford Buick Co. be an 
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SERVICE SECTION 
From NADA Clinie .. . 





Pointers on Service 


j — are the concluding talks in | represent a substantial investment 

the service clinic at the recent|and unless used in a good way, 
NADA convention. John V. Hughes | will not produce a profit. If inter- 
discusses “Methods of Doing a|ested in equipment, see our ex- 
Service Job,” and Edmund O. Carl | nipitors. 


has the topic: “How to Become a Your shop equipment problems 


Free and Independent Dealer | 
Through Service.” | di iffer when you service only the) 
* * + car you sell, than when you serv- 


John V. Hughes ice all makes. Special tool supply 
(Dodge) Lynchburg, Va. |should be considered in relation to | 
‘OUR repair department is the | requirements, Special machines are 
one part of your business which | | bought to make money. Their pur- 
you absolutely control. No manu- |chase and use is a matter for you 
facturer of cars, 
sories can give you one five-cent| well, 
es hos aoe ogy ouaiht “a aa | If you have the money, you can 
e ' . 
description. The only one who can buy any location ate desire and 
give you gross or net profit is your | all the special machines that you 
customer. want, There are unnumbered 
Your attitude and the attention| plans covering the mechanics of 
given this department will deter-| any service job, and it does not 
mine its success or failure. Your; matter how fine your service 
service manager must have a} equipment may be, how wonder- 
proper attitude; regard human re- ful your building, nor how con- 
venient, how well advertised or 


lations as primary, and have a 
sincere desire to be useful to your 
y merchandised, you will never 


customer who will always be the 


AUTOMOTIVE NEWS, MARCH 13, 1950 


parts or acces- | to decide. If bought, display them | 





make a substantial profit without We ABUOUART ‘cant, 


a good understanding of human | 
relations. 


| 

Many shops operating today with | 
insufficient capital and improper | 
equipment in the next year or two | 
will be outstanding because of the | 
|quality and manpower and super- | 
| vision which prevails. Proper atti- 
tude from the boss up, will produce | 


| profits. | section of Pittsburgh. 


Human relationships in your re- | 


| phases. First the customer, 
|provides you gross profit. He will | organization. 
| ever be number one man. That shop | * * * 
is fortunate which has a service |rpyE service manager is a jewel 
| manager and assistants with warm | who sees that every repair order | 
helpful natures. has all the information concerning | 
No job in your business is so diffi- | the customer, the car, the job, and 
cult, so demanding, nor more pro- | \the follow-up. When a man comes 
ductive than that of service sales-|to you, he is already half-sold. He 
|men. These men represent you. | gives you the advantage. Skill in 
|They are the ones who see that) | writing an order and making sug- 
|customers — receive the quality of! gestions helps your customer and 





number one man in your business 
for profits. 

A miller went to his bank unex- 
pectedly; in haste he wore his flour | 
covered clothes. The bank was full 
of people. While attending his} 
affairs, he made contact with many 
people. When he left, the other 
customers were busy brushing from 
their garments flour dust which the 
miller left unconsciously. The un- 
conscious influence of you and your 
service manager often is more im- 
portant than anything else to se- 
cure customer satisfaction and 
good production. 

Your service manager exercises 
tremendous influence, good or 
bad depending upon the quality 
of the man. Don’t overlook his 
unconscious influence, It is re- 
flected not only in your customer 
but in your employes as well. 
Careless work by mechanics be- 
gins at the top. Careless instruc- 
tion, careless supervision, and 
indifferent inspection—your man- 
agement holds the key to this 
situation. 

Good work is the result of proper 
training and a sincere desire to 
give good service. Your service 
manager must have sufficient exe- 
cutive ability to plan and fortitude 
to complete what he begins. 

Good service is the result of good 
planning by good men. You don’t 
find good men working under bad 
supervision. The success of your 
repair department reflects your 
attitude and your management 
ability projected through your serv- 
ice manager and his contacts with 
your customers. 

* + * 
(THERE are two parts to my sub- 
ject, each depending upon the 
other. We will consider the manual 
side first: 

Manual means that which is 
done, made or used by the hand, 
specifically tools, hand tools, spe- 
cial tools or service manuals. 
Your library of service manuals 
supplies specific information and 
will help you do a better job; bet- 
ter satisfy your customer, and 
make for greater profits. 

The layout of your service de- 
partment must be determined with | 
regard to location, whether it be 
a corner, middle-of-the-block, on a} 
highway or in town. It will pay to 
analyze and use your facilities to/} 





Here’s a sales 


HARD TO 


sell backed by hard-hitting advertising in leading ».tiv 


” Progressive 





SERVICE SHOP HAS SEPARATE BUILDING—The Automart Co. (Chrysler) is in the Oakland 
It recently completed this attractive building. 


pair department divides into two! service which you and your sales-| will reap for you a great harvest of 
who | men tell them to expect from your | dollars. 


You cannot say to your service 
manager, “This is your job, go to 
it.” Only through interest, coun- 
sel and helpfulness can your serv- 
ice manager and his assistants 
carry out your policies and prop- 
erly coordinate that department 
with the other departments in 
your business, 

By necessity, your shop personnel 

must work very closely with the 


(Continued on Page 52, Col, 1) 


mer 





A Complete Novelette 
es ane MUORO™ 


ASK FOR... AND INSIST ON 


100% PURE 


at VAAL | 


MOTOR OIL 


WORLD’S MOST FAMOUS OIL... 


Backed by 27 years of continuous advertising 


combination that’s hard to beat—the “est oil you can 
1 and farm 


iiiient Goalie wa Ge "aakene | magazines. This advertising tells the story of Per. siyivs ia motor oil 
give you fixed rules for your lay- to millions of people; but what’s more import", it tel's :his story 
out—capitalize on what you have. month after month to the people who are most i .port.cit ty joal 

After determining the best lay- : 
out, we suggest that you check Hundreds of car and truck owners who read these «2 verticer:2nts are 


your special tools and determine an 
idequate amount to do a repre- 
sentative job. This is primary. The 
customer expects adequate special 
tools to do a job fast. 

Special tools should be numbered 
and located in your tool room. They 
Should be regularly checked and 
accounted for by the service man- 
ager. If lost, they should be re- 
placed and if damaged, repaired at 
nce, Lifts are part of your tools. 

Both single and dual have their 
‘dvantages in present day shops. 
Frame and wheel alignment ma- 
hines as well. 

* ca * 
‘TH location and use of these 
devices though desirable, should 
be analyzed for they take space, | 


motor oil. 


people who live and buy in your own community. 


YOU CAN SELL THEM IF YOU TELL 21EM 
Sell them by letting them know you handle 100% 


Sell them by telling them Pennsylvania Motor Oil is preferred by auto- 
motive engineers (for use in their own cars) 2% to 1 over any other 


Tell them by displaying Pennsylvania oil. 


Sell them the sure, safe motor protection they’ll get when they buy 
100% pure Pennsylvania motor oil. 


PENNSYLVANIA GRADE CRUDE OIL ASSOCIATION 





@ pure Pennsylvania oil. 


aa 


OlnaesocSm 
[renner nmumere ] 
Made from 
the highest grade crude oil in the world 


COPTEGET 193) 5 4 Oy PmmSTiNAMA GRAB CRUDE Ou eSseCurON 


«nae ed 


100% tt 






10} 88 


Cp OF 





HeaDemeeE GEGSIERED © 5 PONEET GrheCt 


For your protection, only oils made 


from 100% Pure Pennsylvania 


Grade Crude which meet our rigid 


Oil City, Pennsylvania 


-carry this emblem, 
- badge of source, quality and 
membership in our Association. 


quality requirements are entitled to 


the registered 
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OLDSMOBILE—-'49 (98) sedan, $1,880 ‘47 | 
(76) sedan, $875 | 

PACKARD—’'50 4-dr., $2,000. ‘48 4-dr., 
$1,305. 

PLYMOUTH ‘50 P-19 2-dr., $1,420. '49 SD 
4-dr., $1,455. '47 SD 4-dr., $1,000, $945. 

PONTIAC—'49 Streamliner (8) 2-dr., $1,- 


Average Used-Car Prices 


(Compiled by Automotive News) 


Used-Car Auction Prices 

























Market Trend 800, $1,740. "48 (6) 2-dr., $1,360, $1,275. Model Mar. 1950 Feb. Jan. 
‘ STUDEBAKER—’47 Champion club coupe, (to date) 1950 1950 so 
The upward march of used-car prices continued this week but $900. P 1980 $1,852 : $1,827 CAD 
some models were out of step. The overall average price increased — $075 gore _—o a = oo, i. 
$5 to $975, but only three of the seven yearly models listed showed DETROIT $956 alae a 1078 ©1089 Ss«i,106 
gains. (Aptco Auto Auction, Sale every Wed- 147........ 927 "895 "908 a 
The rise was paced by 1950 models, which increased in value $35 nesday, Prices are for sale of Mar. 1.)|}| i?  ~im Qf | 4884........ 5p 
to $1,852. An improvement of $2 brought the average price of 47 | (seid, 28 mits, out of 1 oferines)) es 396364 TF 
models to $927, while 41s advanced $19 to $382. ; 325; Special 2-dr., $1,190. '48 Sedan aes 382 372 35° a 
Other models were off as follows: '49s, down $6 to $1,415; '48s, Delivery, $810, $775. '47 vu eS: $825. oun ; Sh 
= , r; DODGE—'49 Wayfarer 2-dr., $1,120. ve ee = 7. ae SI 
SS es) SS Sone ne = os = a Sich the 3 ne FORD—'49 Standard (6) 3-dr.. $1,180. 48 Mar. (todate) Feb Jan Average...$ 975 $ 956 $ 976 cue 
This week marks the fifth straight week in whic e overal SD (8) club coupe, $905. '47 4-dr., $695. Mar. cue 
average price of used cars has risen, The current level of $975 is ‘46 2-dr., $695. ‘40 club coupe, $305. ‘38 , ‘ por 
the highest average attained since Jan, 16 when the first 1950 || 2.dr.. $50. (36 2-dr. $190. a5 (The above figures are averages of used-car auction prices, all 30 
models made their appearance on the wholesale market. At the [Kaiser 48 4-dr., $780. '47 4-dr., $550. makes and models, carried regularly in Automotive News.) we 
time, the average price was $979, the highest it.has been since last |MERCURY—'50 4-dr., $1,850. ‘40 2-dr., FOR 
175, '39 4-dr., $130. . 
August. OUDSMOBILE._°48 (76) conv., $1,250. '47| CHEVROLET—'49 FL Special sedan, $1,-; Deluxe sedan, $760. '46 Deluxe (6) sedan, Y 
y . x 5 475, $1,385; Deluxe sedan, $1,450. '48| $600, $670; (8) sedan, $750. '37 sedan $1 
730. ‘47 Windsor 4-dr., $1,210. 46] (76) club coupe, $1,010. °40 4-dr., $145. , $1,385; s 3 Om 
MANHEIM, PA. Revel 4-d0.. 9008 we PACKARD—'48 4-dr., $1,270. %-ton pickup, $700; sedan delivery, $675; | $55. "35 coupe, $115. = 
a ee eee) Serres PLYMOUTH—'48 4-dr., | $755, °37 2-dr.,| SM sedan, $860; FL aerosedan, $1,175. | HUDSON—'48 Commodore (8) sedan, $1.- , 
(Manheim Auto Sales and Auction, Inc. | nesoro—'49 station wagon, $1,890. °'47 $75. '47 FM club coupe, $965; sedan, $900; FL 150. '41 sedan, $200. am 
Sale every Friday. Prices are for sale Of) Custom 4-dr., $1,250. '46 Custom 4-dr., | ponTIAC—'49 (6) club coupe, $1,600. '41| aerosedan, $1,060. '46 FM sedan, $765, | LINCOLN—'42 sedan, $610. aa 
Feb. 24.) $980. 2-dr., $400. $865. '40 SD club coupe, $375. '38 sedan, | MERCURY—’50 sedan, $1,950. "49 sedan, Ur 
(Sold 89 units out of 169 offerings.) DODGE—'49 Wayfarer 2-dr., $1,510; Cor- $225. in sedan delivery, $40; business paki ag = ‘47 sedan, $760; club H 05 
BUICK—-’50 Special 2-dr., $1,880. ‘49 onet 4-dr., $1,410. ‘48 Custom 2-dr., 7 hehe] coupe, $115. coupe, $975, $960. $ 
RM 4-dr., $1,640. ‘47 Super 4-dr., $790.| $1,200, '47 Custom 4-dr., $1,080, ‘46 CONCORD, MASS. CHRYSLER—’46 Windsor sedan, $1,085. |NASH—'47 (600) club coupe, $810. ‘40 Lin 
46 Super 4-dr., $950. Custom 4-dr., $890. (Concord Auto Auction, Inc. Sales every 41 sedan, $300, $355. (600) sedan, $175. '39 sedan, $90. wr 
CADILLAC—’50 (61) 4-dr., $3,510, $3,280. | FORD—’'50 CD (6) club coupe, $1,600. '49| Monday and Friday. Prices are for sales CROSLEY—'48 station wagon, $230, ‘47 OLDSMOBILE—'48 (76) sedan, $1,030. ‘46 ae 
'46 (62) 4-dr., $1,350. Custom (8) club coupe, $1,150; (6) 2-dr., | of Feb. oe-3t.> > ses elie . % -ton pickup $170 , P is) semanas, $1,100. al (66) sedan : — 
’ y ceT—'50 SL Special 4-dr., $1,- $1,140; Standard (6) 4-dr., $1,095. ‘48 (Sold 102 units out o offerings. mn a > = —— 50. sedan, . '36 sedan, $50 : 
Cae Donte 2-dr., $1,505, 49 FL Deluxe | SD (8) club coupe, $1,010; 2-dr., $880. ge gg ge gg Rg rh ee neal angry $140. | PACKARD —'40 (110) sedan, | $150. na 
4-dr $1,300; 2-dr., $1,375. ‘48 FM|KAISER—'48 4-dr., $840, $830 | Super sedanet, $1,180. '42 RM _ sedan, | FORD—'50 CD (8) sedan, $1,650. 49 Cus- | PLYMOUTH—'48 SD sedan, $940. '47 sD PAC 
Q-dr.. $1,010. ‘47 FL 4-dr., $1,055. '46 | LINCOLN—'46 4-dr., $770. | $250. ‘41 Super ‘sedan, $550; Special | tom (8) sedan, $1.165, $1,225, $1,275: | club coupe, $745. ‘41 sedan, $500, $275 PLY 
“G-dr.. $880. ’ , $580. | MERCURY —'49 4-dr., $1,310; 2-dr., $1,300. | sedan, $525. '39 Special sedan, $185. °: station wagon, $1,800; (6) club coupe, . ‘39 sedan, $70, $125, $265. ‘3: " 
FM 4-dr., $880. '41 SM club coupe, $ "4h 4<0r $1,045. sedan. $110. $1,125. "48 Deluxe (6) sedan, $790. '47| sedan, $25. - 
; a : . snahaiieacent es —_——— | PONTIAC—'50 Chieftain (6) club coupe 9 
$1,950. '49 Streamliner Deluxe Sedanet 
$1,515. '48 Torpedo (8) sedanet, $1,325 1 
"40 (6) sedan, $475. 7 
STUDEBAKER—'50 Champion sedan, §1,- a 
650. '47 Champion sedan, $840. ‘37 sedan a 
$35 ’ STL 
85 
4- 
ALBANY, N. Y. ‘4 
(Tim Anspach’s Dealers Auto Auction Wil 
| Sale every Monday. Prices are for sale 
| of Feb. 27.) 
(Market higher on clean prewars. Sold 
60 units out of 76 offerings.) I 
BUICK—’50 Special business coupe, $1,680 wa’ 
'49 RM sedanet, $1,830; Super 4-dr., $1,- see 
850; sedanet, $1,775. '42 Special 4-dr., ae 
$300. '41 Super 4-dr., $600. °40 Special h- 
2-dr., $300. '39 Century club coupe, $390; BUL 
N calpeciel A-ar., $210. '36 Special 4-dr., $75. “ie 
7 a (HEV .ET—'49 FL Special 2-dr., $1,400; ” 
EXT MONTH the April 1 5th issue SL Special 2-dr., $1,250, '48 FM 2-dr., 4 
$1,110; SM 4-dr., $970. ‘47 FL aero- CAD 
Cb sedan, $900; FM 4-dr., $575; 2-dr., $900. “16 
of Saturday Evening Post carries 46 MD business coupe, $660; 4-dr.. $635: “4 
half-ton pickup, $500. '42 1%-ton rack, CHE 
$170. '41 SD 2-dr., $450, $460. '40 Master 44 
the powerful, colorful two-page 4-dr., $400; MD 2-dr., $360. FI 
CHRYSLER—'49 Royal 4-dr., $1,900. $1 
. DODGE—'49 Deluxe 4-dr., $1,550. ‘48 4 
spread on Complete Engine Pro- Custom club coupe, $1,240. 9 
FORD—’'50 Deluxe (6) 2-dr., $1,420. ‘49 3 
‘ n Custom (8) club coupe, $1,260; 2-dr., $1,- on 
tection to your neighborhood 250, $1,190. '40 Deluxe (8) 2-dr., $320 . 
HUDSON — '48 Super (6) 2-dr., $1,170 CHE 
- ‘ . Commodore (6) 4-dr., $1,150 o¢ 
’ . ’ 
motorists! The April 22nd Collier’s KAISER—'47 4-dr., $600. : 
MERCURY—'49 4-dr., $1,480. ‘48 cony 
° ° ° $1,100, 
carries the same story in a big, full NASH—'42 (600) 4-dr., $270. 
OLDSMOBILE—’50 (88) club coupe, $2 nos 
° 210; 4-dr., $2,310; (76) 4-dr., $1,900. ‘49 : 
page! See your jobber now and (76) sedanet, $1,620; club coupe, $1,540 w 
PACKARD—'42 Clipper 2-dr., $270. $1 
e e PLYMOUTH—'50 P-19 business coupe, §$1,- . 
stock up to cash in on the big 410. 49 SD 4-dr., $1,485. "47 Deluxe ren 
‘ar. $660. ‘41 SD 4-dr., $410, $365; | os 
° ° eluxe business coupe, $410. ’°38 Deluxe 
demand these ads will build. Get 2-dr., $200. st 
PONTIAC—'50 Chieftain 2-dr., $2,300. 46 | 3 
o ° ’ station wagon, $890. ‘42 Torpedo 4-dr., i ae 
your copies of Post and Collier’s $550. . NAS 
STUDEBAKER--—-'50 Commander Rega! De- oun 
: luxe 4-dr., $1,900; Land Cruiser 4-dr. 
to see how Fram turns readers into $1,950. "48 Commander 4-dr., $1,150, ‘47 rus 
Champion club coupe, $910. 38 
. : MISCELLANEOUS — '39 LaSalle 4-dr., 
buyers for you with these smashing $270. $9 
co 
PON 
ads featuring ... VALDOSTA, GA. 27 
(Tom Hewitt Auto Auction. Sale every | wre 
WESTERN UNION OPERATOR 25 Priaay, Prices ore ter sale et Fee 3%) | S'S 
= ae ewes SO (Sold 153 units out of 203 offerings.) ; 


BUICK—’50 Special 4-dr., $1,830. '49 Super 
4-dr., 2 at $1,780; Sedanet, $1,750, $1, 
725; station wagon, $1,800; Special Se- 
danet, $1,250; 4-dr., $1,800. '48 RM 4-dr 
$1,300; conv., $1,325. ‘47 Super 4-dr 


(Continued on Page 51, Col. 1) 
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Suburban, $1,415. ‘47 SD 2-dr., $615, | CHRYSLER 48 Windsor 4-dr $1,330 | WILLYS ‘48 Jeep station wagon, $870, 
$620, $775. ‘46 SD 4-dr 0; club '46 Royal club coupe, $997 $855 
coupe, $710 DeSOTO—'49 4-dr., $1,730. ‘47 4-dr., §1 


e e . 
Used-Car Auction Prices PONTIAC—'50 Chieftain (S) 4-dr., $2,260; send eae a-ae.. €1,818, "48. 4-42., $1,- HOUSTON 


Streamliner (8) 2-dr., $2,200. "49 Chief- 7 ; i , 3 , day. 
’ i 047. 7 club coupe, $1, 4-dr., $940. (Gulf Auction Co. Sale every Tuesday 
tain (8) a a in s1.000. FORD—'50 Deluxe ie) 2-dr., $1,580; CD) Prices are for sale of Feb, 28.) 
(Continued from Page 50) | (8) 2-dr., $1,310. . ¥ , , ; (6) 2-dr., $1,617. '49 Custom (8) 2-dr., (Prices higher on nearly-new units, 
J ; | WILLYS '48 Jeepster, $850. $1,197, $1,182, $1,102, $1,010; 4-dr., $1,- steady to higher on older models. 
1950 $900, $1,100. '46 Super 4-dr., $875 FORD—'50 CD (8) conv., $2,005; Deluxe |MISCELLANEOUS—'45 Diamond T 2-ton 165; Standard (6) 4-dr., $912. "48 (6) Sold 55 units out of 97 offerings.) 
nore an» o En (6) 4-dr., $1,485. '49 Custom (8) 2-dr., tractor, $275, club coupe, $882. BUICK—'50 Special 2-dr., $1,930, $1,875. 
$1,827 CADILLAC—'49 (62) 4-dr., $2,750, $2,- | 1,190, $1,230, $1,290, $1,305; (6) 4-dr.. | HUDSON—'48 4-dr., $1,155. '46 4-dr., $432. | CHEVROLET—'50 FL Deluxe 2-dr., $1,805. 
145) (25. "48 (61) 4-dr., $2,100, "46 (62) 4-dr., trod i $1,105, $1,105, °47 SD (8) | KANSAS CITY LINCOLN—'47 club coupe, $1,055. '48 station wagon, $1,140; FL aerosedan, 
, $1,475. 3-dr., $650, $680, $840, $890; station | - MERCURY—'49 4-dr., $1,467, $1,425. '47|] 1.170. ‘46 FL 4-dr., $675. 
1,10 CHEVROLET—’'50 SL Deluxe conv., $1,940. wagon $840 46 SD (6) 2-dr. $700; | (Kansas City Automobile Auction. Sale club coupe, $757. FORD—'50 CD (8) club coupe, $1,755, 
90% 49 ent i. club rae $1,380; half-ton pickup, $625; (6) club’ coupe, |every Wednesday. Prices are for sale of Ne ae, 4 = ann” $1,260; 4-dr., $1,780; 2-dr., $1,695, eee ce 4 
r special 2-dr., $1,430. '48 FM 2-dr., , 7 ; Mar. 1.) 1,335. '46 4-dr., , oe | Custom (8) 2-dr., $1,300, , ; clu 
765 ; FL aerosedan, $1,110; 4-dr., $1,- a "49 Commodore (6) 2-dr., $1,- (Prices slightly higher at largest sale OLDSMOBILE-—'47 (76) 2-dr., $975. | coupe, $1,205, $1,325. "48 2-dr., $800 
377 035. ‘47 FM 4-dr., $1, SM_4-dr., |" 315: Super (6) 4-dr., $1,310, '48 Super| in two years. Sold 230 units out of 313° | PACKARD—'50 4-dr., $1,530. ‘46 4-dr., | BUDSON—'49 Super (6) 4-dr., $1,250, ‘47 
357 $350; FL aerosedan, $1,070, $875. '46| (6)'4-ar., $1,060 Seti | offerings.) $752. ; | 4-dr., $625. "46 4-dr., $490. 
aes: SM 2-dr., $760. °41 SD 2-dr., $525. 40 | Aon 48 4-dr., $710. BUICK—'50 Special 4-dr., $1,795; 2-dr., | PLYMOUTH—'49 SD 4-dr., $1,325; 2-dr., | pgNCOLN—'49 4-dr., $1,405. 
= SD 4-dr., 2 at $400. aerate, >, a5 2180: 2-d $1,772. ‘49 Super 2-dr., $1,7§ $1,785; $1,355. ‘48 4-dr., $810. ‘47 club coupe, | wERCURY—’'50 2-dr., $1,950 
$ 970 CHRYSLER—'49 Windsor 4-dr., $1,850, | MERCURY- *- ta oe 38. s1 fag. | 4-dr., $1,775, $1,700. ‘48 RM 4-dr.,| $717. NASH—'47 (600) 4-dr., $550. 
DeSOTO—'50 Custom club coupe, $2,250. ee ee "40 4dr. $305. | $1,287, "47 Super sedanet, $1,172. PONTIAO—'49 Streamliner (6) 4-dr., $1,- | OLDSMOBILE—'50 (88) 4-dr., $2,280. 
ll DODGE—'49 Wayfarer business coupe, $1,-| 2-4r., $1,310, $1,420. ae eee CHEVROLET—’'50 SL Deluxe 2-dr., $1,625, | 700; 2-dr., $1,475. ‘48 (8) 4-dr., $1,325. | oy varougH—'4s Deluxe 4-dr., $800, °47 
, a 300; roadster, $1,325; Coronet station | OLDSMOBILE—'50 (88) 2-dr., $2,120, $2,- $1,615. "49 FL Deluxe 2-dr., $1,405, $1,- °46 (6) 4-dr., $987. SD club coupe, $775 ° 
s.) wagon, $2,225. '48 Custom sedan 4-dr., 280, ‘49 (98) conv., $1,565. ‘47 (66) 347; 4-dr., $1,435, $1,382; SL Special] STUDEBAKER -— ‘48 Commander conv., oa . a-ar., $1 
$1,060. 2-dr., $1,100; (98) 2-dr., $995. club coupe, $1,370. '48 FL aerosedan, $1,312; 2-dr., $1,065; Champion 2-dr., | PONTIAC—'48 Streamliner (6) 4-dr., - 
FORD—'50 CD (8) 4-dr., $1,700, $1,650; | ppymMouUTH—'50 Deluxe 2-dr., $1,675. '49 $1,087; FM 4-dr., $1,012, $857. $1,120. '47 Champion 2-dr., $1,032. 120. 
6) sedan (6) 4-dr., $1,625; (8) half-ton pickup, scateneeninsti a eS AE aeons ape — pe eee ane eed 
37 sedan $1,160. "49 Custom (8) 4-dr., $1,260, $1,- 
250, $1,180, $1,075; Standard (8) 2-dr., 
$1,050. "48 SD (8) conv., $1,150, $950. 
46 SD (8) 2-dr., $700; Deluxe (8) 
2-dr., $675; SD (6) 2-dr., $660. '40 De- 
* we juxe 2-dr., $425. 
760: ra HUDSON—'49 Super (6) club coupe, §$1,- 
* club 250, '48 Commodore (8) 4-dr., $1,200, 
$1,025. 
LINCOLN—'49 sport sedan, $1,475, $1,- 
490; Cosmopolitan 2-dr., $1,500. 
CURY—'50 4-dr., $1,875, $1,890. °49| 
sport sedan, $1,410. 
OLDSMOBILE—’50 (88) 4-dr., $2,250. '49 
(76) conv., $1,560. "46 (66) 4-dr., $725. 
PACKARD—'48 Ciipper (8) 4-dr., $1,075. 
PLYMOUTH—'50 SD conv., $2,010, $1,925. 
49 suburban, $1,660; SD 4-dr., $1,350. 
i 48 SD 4-dr., $1,025. '47 SD club coupe, 
uD coupe $900. '46 SD 2-dr., $630. 
aoe PONTIAC—'49 Streamliner (8) sedanet, 
» $1,325 $1,725; 4-dr., $1,750, $1,715; (6) se- 
edan, $1.- danet, $1,670. ‘48 (8) sedanet, $1,225; 


Mo * 
pda (8) 4-dr., $1,250. '41 4-dr., $545, i 
37 sedan STUDEBAKER—'50 Champion conv., §$1,- i 

850; 2-dr., $1,650, $1,575; Commander 

4-dr., $1,775. '49 Champion 4-dr., $1,300. ; 

‘48 Commander 4-dr., $1,250; Champion 


dan, $1,- 


Auction conv., $1,225. 
< B ) - as . 
for sale WILLYS—'49 Jeepster, $895. 


rs. Sold PHILADELPHIA 


; 
) ; (Harry D, Gilbert-Harold B. Robinson. 

pe, $1,680 Sales every Tuesday and Thursday. Prices | | 
rs $1,- are for sales of Feb, 21-23.) 

—; _4-dr., (Prices somewhat higher, Sold 168 | 

40 Special units out of 223 offerings.) 

upe, $390; BUICK—'50 Special 2-dr., $1,910. '47 RM ‘ 
4-dr., $75 4-dr., $1,100. '46 Super 4-dr., $1,030, 


gee $735. ‘41 Super club coupe, $505, $390. 
= o-G., '36 Special 4-dr., $285, $105. 


FL aero- . _ . » : 
-dr., $900, CADILLAC 49 (61) 4-dr., $2,740. 48 


a (62) r., $2,225. '46 (62) 4-dr., $1,375. 

pa pane dy '40 (60) 4-dr., $380, / 

40 Master CHEVROLET—'49 FL Deluxe 2-dr., §$1,- O 
—— 440, $1,420; SL Deluxe 4-dr., $1,425. '48 
900 FL aerosedan, $1,280, $1,200, $1,195, 
1.550 48 $1,160, $1,110; FM club coupe, $1,135. 
—* ‘47 FM 4-dr., $985, $950, $870; SM 4-dr., 
2 at $965. '46 FM 4-dr., $780, $775, $725; 


1,420, "49 SM 2-dr., $780, '42 SD 2-dr.. $540, $500, 


nen $410, $400. 41 SD club coupe, $525. '39 | 

. $1 170 4-dr., $310, $305, $180. '38 2-dr., $125. | 

° , CHRYSLER—'42 New Yorker 4-dr., $430. | 
‘39 Royal 4-dr., $195. 


DeSOTO—'45 Deluxe 4-dr., 

Custom 4-dr., $1,075. ‘46 - 
$980. ‘41 Custom 4-dr., $540, $520 
oupe . 4-dr., $130, 

$1,900 ( DODGE-—-'49 Coronet club coupe, $1,700; 


‘48 cony 


pe, $1,540 Wayfarer business coupe, $1,225, °48 ef 
270 : Custom 4-dr., $1,300. '47 Custom 4-dr., 

coupe $1,- _ $1,025; Deluxe 4-dr., $960. 

47 Deluxe FORD—'49 Custom 2-dr., $1,210. °48 (6) 

410, $365 half-ton panel, $560. ‘47 (6) half-ton 

38 Deluxe panel, $485. '46 SD 4-dr., $745, $725. '42 


station wagon, $310. ‘39 half-ton panel, 4 

$2,300. '46 $275; 2-dr., $270. ‘36 2-dr., $140, $50. 

nado 4-dr : MERCURY ~—-'47 station wagon, $930. 
; ; (600) 4-dr., $960. ‘47 (600) . 


4-dr., $825. 
Regal De- OLDSMOBILE—'40 (90) 4-dr., $435, °35 


iser 4-dr | 

ae 4-dr., $85. } 
$1,150. ‘47 PLYMOUTH—'49 SD 4-dr., $1,410, §$1,- BAN] fF is j AN D) M ‘e) S AY, eo 'D . Pa iN 
elle 4-dr 380. "48 SD 4-dr., $1,130, $1,100, $1,090, 


$98 ‘42 SD 4-dr., $350, '41 SD opera | 
coupe, $460. '40 SD 4-dr., $ , $310. 


PONTIAC—'48 Streamliner (6) 2-dr., §$1,- 
° 275. °46 Streamliner (6) 2-dr., $900; PROD ION . 
. Torpedo (6) 4-dr., $900. '41 4-dr., $400. | if | ( } 
_— ) : JDEBAKER—’49 Champion 4-dr., 91,- 


erings.) 330, $1,300. '48 Commander 4-dr., §$1,- | 

$. a 

. ‘49 Super 200, 

1,750, $1, . . 

Special Se- | DENVER ok 


$ RM 4-dr 


per 4-dr (Denver Auto Auction, Inc, Sale every 
Tuesday at Englewood, Colo. Prices are for 

Ree. sale of Feb, 28.) 
om (Prices dropped very slightly.) | 
BUICK—’'50 Special 4-dr., $1,975. ‘'49 


Super $1,750, $1,790. ‘48 Super 
2 Hh sener 2-dr., 31.310, ‘46 Super iat. $706. ESTABLI Sieh oe 866 
$900, $1,040. 
: CADILLAC 1 (63) 4-dr., $735. 


CHEVROLET—'50 SL Deluxe conv., §2,- 
000; 2-dr., $1,670, $1,705, $1,705; Special 
4-dr., $1,655; %-ton pickup, $1,420. '49 
SL Deluxe 2-dr., $1,500, $1,585; FL | 
Deluxe 4-dr., $1,495; FL Special 2-dr., | 


$1,420, $1,425, $1,485; SL Special 2-dr., 
$1,325, $1,375. 48 FL 4-dr., $1,200, 


$1,225; areosedan, $1,160, $1,185; FM 
4-dr., $1,105, $1,135, $1,135 47 FL : 
aerosedan, 2-dr., $995, $1,090. | A : 


CHRYSLER—’'49 Windsor 4-dr., $1,8 48 | 
Windsor 4-dr., $1,300, $1,400. ‘46 Wind- 
sor 4-dr., $1,080; New Yorker 4-dr., 
$830. 

DeSOTO—'49 Custom 4-dr., $1,775 

DODGE—'50 Coronet 4-dr., $2,100 "49 | 


Coronet Sars sia | MAIN OFFICE AND MANUFACTURING PLANTS 


Rhode Island May Revise 


Unemployment Aid Law CHATTANOOGA 2, TENNESSEE 


New merit-rating provisions to 
benefit employers with stable em- 
ployment records are _ included 
among sweeping revisions of the | 
Rhode Island unemployment com- 
pensation law proposed in a bill| 
introduced in the state legislature. | 

The measure would set up a) 
charge-back merit-rating system | 
under which the tax rate would | 
range from 1.5 to 2.7 percent of 
payroll and an employer’s tax would 
he directly affected by the amount 
of unemployment benefits collected 
by his employes. 


‘ 





52 ; 
From NADA Clinic .. . 


AUTOMOTIVE NEWS, MARCH 13, 1950 


Pointers on Service 
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parts and accessories 
These departments are like the two 


personnel. | 


‘INCE time is rationed in this 
7 department, it is necessary that 
the service manager find out when 
the customer wants his car and 


legs of a man, they must work | must determine whether the job is 


together weakness of 


weakens the whole. 

Most shops find that one super- 
visor at best can handle not over 
six or seven men, 
to keep these thoughts in mind, 
and not overload your shop man- 
agement as to make it impossible 
for them to look after the mechan- 
ies in their charge. 


. 


It is important | 


either,|a minor or major operation. This 


determines the car position in the 
department and the mechanic who 
should do that particular job. 

The customer is very suggestible 
when he comes to you. It is im- 
portant that no contact employe 
forgets that he is a salesman of 
your ideals, your policies, and your 
good name. — 


ohn Bean Ff 
r con make ever 


Stell 


rtable 
tall in y 


rofit ail 


Portable Headliat 


ment for 


ATU a 


i, FOOD MACHINERY AND CHEMICAL CORPORATION 
Hie) 


MICHIGAN 


LANSING 


WHEEL ALIGNERS AND CORRECTION TOOLS & 


I would suggest that you co- 
ordinate your paint and body 
department with your shop, since 
these departments must work 
together. 

Some shops operate strictly on a 
cash basis, others on credit, usually 


depending upon the type of opera- | 


tion and the community in which 
it operates. 


for monthly pay. It is important 
that your service manager knows 


|the credit rating of your customer. 


If you do a credit business, deter- 


WHEEL BALANCERS AND 


Farmers credit needs | 
are different than those who work | 


j}mine when the order is written 
whether the transaction will be 
cash or credit. 
* * * 

NOW, consider the other side of 
‘‘% human relations in the repair 
|department. How does the me- 
ichanic feel about it? My belief is 
that generally mechanics take great 
|pride in their work. Pride in 
achievement goes with the ma- 
chanics of doing any job. 

We have found ways to con- 
vert the natural resources of our 
land to man’s use. Common iron 
ore with the skill of men and 
machines has become the auto- 
mobile of today. We have handled 
| these problems with ease because 
| we deal with material things. 
| They do not have ideas, After 
| being put to work mechanically, 
they work. 

Mechanics are the bulwark of 
your business. They are human, 
too. They have financial problems, 
maybe affliction or sickness at 
home. Maybe the man himself is 
unwell. He lives by the grace of the 
car owner even as you and should 
|remember it. He will take pride in 
being connected with a firm which 
is financially sound, morally up- 
| right and ethically correct. 

When your management is sold 
to this man, he will work his heart 
|out. His friendship and cooperation 
is most important in your business. 
|When he came to work with you, 
jhe was sold on you, your methods 
}and your ideals. His efforts will be 
|determined on how well you keep 
him sold. 

No automobile dealership is so 
big that the boss cannot speak with 
and know the names of his individ- 
ual employes. It pays off big with 


SERVICE SECTION 


| 
duce the question: “How can I je. 


come a free and_ independent 
| dealer?” And its answer: “Throv zh 
Service.” 

One can always speak more 
freely and intelligently about en 
operation which he knows, so, at 
the request of our moderator, I’m 
going to tell you a little about our 
own company, Call Carl, Inc. 
Thirty years ago, in a back-aliey 
shop, the idea was born to give the 
motorist more service than he could 

| get elsewhere. We did not have the 
| capital to risk in trying to build 
|} our business on cheaper prices, but 
|we did have enough courage and 
ambition to give each customer 
more service than he expected, and 
we had enough gumption to make 
a reasonable charge for that serv- 
ice. 
. . * 

N THE early twenties, emer- 

gency road service was almost 
unheard of, and we decided to 
capitalize on this item. It didn't 
take long for the word to get 
around and soon one motorist told 
another: “If you have auto trouble 
on the road, “Call Carl.” 

Our business grew and pros- 
pered and in 1922, we incorpor- 
ated under the name the public 
had coined, “Call Carl,” and all 
our advertising is: “Auto 
Trouble? Call Carl.” 

Basically, ours is an independent 
garage business, but we do own 
and operate a subsidiary corpora- 
tion, Call Carl Motors, Inc., a 

| franchised dealership, in Bethesda, 
|Md., a suburb of the _ nation’s 
| capital. 

By the time of our incorporation, 

(Continued on Page 53, Col. 1) 


the boys back in the shop when} 


the boss calls them by their names. 
|It has never hurt a boss to feel the 
warmth of fellowship which goes 
with a kindly handshake with his 
employes. 

The little dirt which might come 
from the hand of a worthy me- 
chanic, can easily be washed off 
with soap and water, but the in- 
delible impression made upon the 
heart of your fellow-worker is 
everlasting. There will always well 


}up in his heart a feeling that ‘a 


|really belongs and that the boss is 
a good guy, sympathetic, kindly | 


and helpful. | 


Your shop management works 
from morning till night with 
these individual powerhouses in 
your business. When you are the 
owner, Operator, or both, and 
your shop management conveys 

| your sincerity to these men, they 
will respond with a quality of 
service, performance and cooper- 
ation which will make your suc- 
cess in the automobile business 
far ahead of any Horatio Alger 
story of imagination, 

Through all times, man _ has 
reaped the profits of his good 
efforts. Sow goodwill bountifully 
and you will reap bountifully. 

When you provide your repair de- 
partment with adequate location, 
good arrangement of facilities, a 
full library of special instruction 
books, proper factory recommended 
special tools, and hand tools (we 
believe it desirable that mechanics 
own their own hand tools), good 
service management, truly willing 
and axious to serve your customers 


DO YOU 


NEED? 


“LET'S TRADE” PROPOSALS 
A Real Sales Aid 
SALESMAN'S DAILY 
ACTIVITY REPORTS 


USED CAR ORDER PADS 


50-50"" GUARANTEE and for 
“AS-IS"" SELLING 


USED CAR CONTROL RECORD 
and SALESMAN’S REPORT 


"MY DAILY WORK" 


Salesman's Pocket-size 
Prospect Book 


FREE SAMPLES 


On Request 


Modern Selling 
Methods 


P.O. BOX 666 LOUISVILLE 1, KY 


| 


LICENSE PLATE 
WE ay | a 


| first, and to serve you last, some- 
|one to inspire and build morale in 
your employes, provide good pay 
with incentive pay for plus work, 
|service management remembering 
| that progress is usually measured 
| by the quality of performance of its | 
|men, believing and using these 


BALANCING TOOLS @ WEIGHTS @ CAR WASHERS @ HEADLIGHT TESTERS 


quir 
provi 
cism 


tet by: 


SALES with 


ThA UAL a es 


On Any Make of Truck and 
For Every Vocational Service! 


! 


THE GALION -¥@lareel BODY CO. 
GALION, OHIO 


principles laid down by the humble | 
Prophet of Galilee: progress and 
profit are inevitable. 

Fine buildings, fine locations, fine | 
equipment, magnificent advertising, | 
mean nothing when measured by | 
the stature of a man. You are build- | 
ing character in your repair depart- 
ment today. 

Is the foundation laid on the 
desire to give good and honest | 
service? On the cornerstones of | 
desire to provide good, well-paying | 
jobs? A desire of willing useful- 
ness? A good plan properly organ- | 
ized and perfected? Mental capacity 
and moral fortitude to direct and 
carry out your enterprise? It is up 
to you. 


| 
” * > 
Edmund O. Carl | 

(Hudson) Washington, D.C 
HAVE been given the subject: | 
“How to Become a Free and 
Independent Dealer Through Serv- 
ice.” By modifying that subject and 
breaking it into two parts, we pro- 


oie 
NL] We 
On or Off With a Quarter Turn 


Heavy \%-inch bolt (with T-head 
and square shoulder) fastens li- 
cense plate securely in place. Will 
not lose off. 
PLATED TO PREVENT RUS 
No. 51—Dealer Cost, each.....$ 
Packed 12 to Box- 


Money-Back Guarantee 
IMMEDIATE DELIVERY 
If Your Jobber Cannot Furnish 

Order Direct from . . 


— 


20 


HOUSER ENGINEERING & 
MFG., INC., Bluffton, Ind. 


Over 100 Service Items 
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Service 


Dealers Describe Actual Experiences at Clinic 
During NADA Conclave 


Pointers 


(Continued from Page 52) 


we were operating on a 24-hour-a- 
day schedule, and from that day to 
this, our main plant has never 
been closed. We now operate 34 
road service trucks, and even with 
that large a fleet, there are often 
times in bad weather when we have 
so many calls for service that a 
wait of from two to three hours is 
required before we can give service. 
Often employes volunteer the use 
of their automobiles when all of 
our trucks are in use, and we have 
even gone so far as to rent addi- 
tional cars when a real weather 
calamity fell upon our city. 


ian and our policy of never doing 
any more work than is authorized 
breeds customer goodwill. Our 
volume of work sold after a car 
is left for repairs is consistently 
far greater than the original 
amount authorized by customers. 
During the past year, we no- 
| ticed a considerable reduction in 
our labor sales. We felt that this 
was partially due to the extra effort 
being expended by many District of 
Columbia dealers to retain the serv- 
ice business on the cars they sell. 
Regardless of the cause, however, 
it was evident that we had to do 





yep we are on the job when 
the many dealerships are closed, 
we have an opportunity to serve 
many persons who would normally 
call their dealer for all their needs. 
Our call men are trained to be ex- 
tremely courteous and helpful in 
all their dealings on the street, and 
as a result, we get numerous letters 
praising the service. We also make | 
many new friends and customers. | 
Many a major job has come 

into our shop because our road 
service mechanic made a good 
enough impression on a customer 
that he was allowed to tow a car 
in for a check up and estimate. | 
More than 40,000 road service | 
calls completed by us during 1949 | 
were a major contributing factor 
in establishing our sales record 
of 4,500 tires and over 3,000 bat- 
teries. 

Concentration on road service has | 
leveled out our monthly labor sales | 
throughout the year. In fact, calls | 
during the three winter months | 
produce more repair jobs which | 
usually have a higher dollar aver-| 
age than the other nine. This makes | 
for steady time throughout the) 
year for our production men and | 
less labor turnover. 

oO * . | 


UN DETERMINING the prices of 
all mechanical service, we use 
the Motors’ Factory Flat Rate | 
Manual, which is figured at $3.50) 
per flat rate hour. In this connec- 
tion, it has long been a policy of | 
our company to advise each cus- | 
tomer leaving a car for repairs, the | 
cost of the required operations: | 
such as the labor charge for dis- | 
sembling a clutch, rear end, trans- | 
mission, etc., and reassembly of 
same. When the unit is down, we 
determine the total cost of labor 
and material needed, and transmit 
this corrected amount to the cus-| 
tomer by phone. | 
If the owner states on leaving | 
his car that he cannot be con- | 
tacted, a price of labor and | 
material not to exceed so many | 
dollars is quoted with sufficient 
margin. Then, when the car is 
called for, the bill is never over 
the amount quoted. This, I be- 
lieve, gains for our firm, more 
confidence than any other policy. 
At each of our locations, a three 
by six-foot printed company policy, | 
in a glass frame, states that every | 
repair job is guaranteed 4,000 miles 
or 90 days, the same as a new car. | 
“The Customer Must Be Satis- | 
fied,” is our slogan when handling a 
complaint. Every employe is re- 
quired to report on a special form 
provided for the purpose, any criti- 
cism that he overhears about the 
company, however slight, directly | 
or indirectly. These reports are 
numbered, listed in detail, and | 
copies of the. list are forwarded to | 
the proper authority so that he may 
use them as a basis for guidance in 
the prevention of a recurrence of a 
similar criticism. 
* a * 


USTOMER satisfaction is at all | 

times the first order of business | 
among our company. Scotland Yard | 
never made a more thorough in- | 
vestigation on any matter than Call | 
Carl does on any criticism of its| 
service. That our company has built | 
and retained the largest volume of 
automobile service business in the 
District ef Columbia for so many 
years is largely due to our frank 
invitation of criticism and the 
friendly cooperation given each 
customer whenever there is cause 

Many a $3.50 tuneup develops | 
into a motor overhaul in the | 
hands of a competent diagnostic- | 





something to combat the situation. 


After considerable discussion, it 
was decided that if we could keep 
the right kind of men on the lifts, 
we could afford to give away lubri- 
cations in order to sell service. It 
has been our general experience, 
however, that few people really 
appreciate an item that is given to 


* It’s new! R-M No. 74 “Green Stuff” Putty is one 








GOCKEL'S OLDS io enaaak te cae 


came when Walter Gockel opened his new 


office manager, secretary-treasurer; James Rose, used-car manager; 
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ht of his 29 years in the automotive industry 
Idsmobile dealership at 16101 Kinsman, Cleve- 
land. The building, 240 feet by 7! feet, includes all the latest equipment and features a 
control tower. The lot is 550 by 150 feet. Walter Gockel is president: Mrs. Walter Gockel, 


harles Balint, service, 


and James Lally, parts. Gockel is also president of the Cleveland Automobile Dealers’ Assn. 





cepts a gift of this sort will feel 
put upon if he is then asked to buy. 
+ + + 

ACCORDINGLY, we prepared a 

book of tickets that we call our 
“Three Star Special.” This book 
contains coupons for 12 lubrica- 
tions, one for each month of the 
year, three brake adjustments, and 
one front-end check up. We sell the 
complete book for $7.50, and give 
the employe who makes the sale 
50 cents. For each 1,000 books we 
sell, we have assured ourselves of 
as many as 16,000 customer con- 
tacts. Each of these contacts offer | 


of the latest developments of R-M laboratory 


research. 


like butter. 


It’s easy! Squeeze it like toothpaste. Spread it 


It’s velvet-smooth! No drag or stickiness. Green 


Stuff completely fills scratches, drys quickly, 
sands easily, and leaves a slick, smooth surface, 
ready for your R-M Surfacer and a lustrous R-M 


Lacquer or Enamel. 


It drys right! Green Stuff always remains pliable 


long enough to complete an operation yet never 
so long that you will be needlessly delayed in 
your painting. Drying time is just right for 


working efficiency! 


are excellent. 


Order from your R-M Jobber today! 
Ask for R-M No. 74 “Green Stuff”. 


Manufacturers of passenger and commercial car lacquers ¢ enamels © primers © 


No cracking! No chipping! High solid content 
means very low shrinkage. Adhesive qualities 


us an opportunity to sell service, 
parts and accessories. 

With a large paint and body 
department, it is necessary for 
us to maintain a sizeable backlog 
of damage work. To do this, we 
have developed an efficient sys- 
tem of following up all accidents 
reported on the local police radio. 
Accident calls are relayed by 
phone to our branch nearest the 
scene, where a service truck is 
dispatched without delay. The 
central dispatcher may, if neces- 
sary, telephone directly to a 


putty! 


5935-71 MILFORD 


surface 


oo 





ve RM 


“GREEN STUFF” 


radio-equipped service truck on 
the street. 


When our man arrives at the 
scene of a sizeable accident, he will 
contact the owner and _ request 
authorization to move the car. In 
return for his signature on our 
authorization card, we give the 
owner a receipt for his car. This re- 
ceipt indicates the branch or loca- 
tion to which his car has been 
moved, and who to contact concern- 
ing it. Through this pick-up system, 
we are enabled to make insurance 
estimates on many damaged cars 
that we would not otherwise see. 

The program has proven most 
profitable, in spite of the high per- 
centage of runs we make where no 
damage is evident. Since its incep- 
tion during the past year, we have 
been able to double the number of 
men employed in our body and 
paint departments. 

* s * 


WE RELY heavily on direct-mail 
advertising to maintain our 
year around volume. Our current 
mailing list consists of more than 
10,000 names, and it is set up on 
high-speed automatic equipment. A 
mailing for the entire list can be 
addressed in less than four hours, 
or by proper adjustment of the 
(Continued on Page 59, Col. 1) 
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per of the old fluid thoroughly befo:e ; 
Some Dangerous to Use... mie refilling—just draining out the o i 
e z r fluid will not be sufficient, say tle 
y engineers, since some of the od 
oO ra e Ui S ‘i fluid may be left in the system ‘o - 
a9 start deteriorating the new flud | 
the minute it comes in contact. . 
d rd ey For maximum protection ard e 
e e Ow an a 2 . 3 safety, the dealer should warn =i! du 
of his owners to have the brake 
(Continued from Page 38) iS fluid in their vehicles drained and TI 
; fill 
can be canned today and sold re-|can do is to make certain that the aa Seles 0 vere cake teed \ 
gardless of whether it meets mini-| fluid he sells is up at least to SAE ; excess under many operating con- 
mum SAE standards or not. minimum standard for moderate » ditions. of | 
When a factory engineering de-| operation for cars and heavy-duty ) Regardless of the quality of the ant 
partment finds that 62 percent of | for trucks and to warn sptlp ogee HUNTTING MOTORS RECEIVES ronniac ONOR<Tets Felmoth fier.) Contes dealer- | fluid in the system, and the qual- os 
all the fluids offered for sale in one | ers to bring their cars back to him | ship has been given the division's Better Dealer award by Latham Clark (left), Boston zone| ity of the fluid that has been m 
large market are sub-standard, and | for both refills and to have any fluid Shinde. from right) and W. Craig Huntting are shown accept-| gaded, = certain amount of water sck 
that many of these fluids were of | added to the system. en “ ee — fine = ye - into a + 
such low quality as to be absolutely Regardless of how good the |ing the driving public from these | inspect each brake cylinder for evi- epeation ont a> wales at 7 
dangerous for the vehicle operator| fluid is when the car first comes | sypstandard fluids, dealers can do|dence of corrosion, due to the either or both in the system low- litt 
to use, it is high time that some| from the factory, any addition of | their owners a great favor—to their |owner having added fluid that/ ers the ability of the fluid to sck 
such check be made on brake fluids @ spurious fluid not only immedi- |own profit—by informing the car |promoted corrosion of metal parts.| operate properly under certain tor 
as well. Maa — cane = ne + the |and truck owners of the condition |Every rubber part should be thor-| conditions. a 
uid already in the line, but may | that exists and ask them to come in | oughly inspected and any part that} The use of high-quality, heavy- : 
Fane tua in at ee result in the chemicals in the | to their shop for a check and refill. |Showed that some fluid had been | duty brake fluids will go a long way mae 
damage to the vehicle cooling sys- added fluid “fighting” with those If this check and refill service |US¢d that was detrimental to rub-| toward improving highway safety car 
tem. Low-grade brake fluids not in the original fluid used, and | was put on a “package deal” and ber should be replaced. in all seasons and under all oper- the 
only can be destructive to the brake | Produce conditions that will be | strongly pushed, it might save eo ating conditions. 
system but, in addition, are in a very hazardous for the driver. hundreds, if not thousands of lives ig THE owner has bought fluid And until there is some means wi 
great many cases the direct cause| While state authorities or some |before this present unsafe condi- from any source where he is not | set up whereby the dealer can know re 
of fatal accidents on the road. other controlling agency muddles | tion is corrected. sure that the fluid was up to stand-|that the fluid he sells is at least tr 
The least the car and truck dealer |around on some means of protect-| In this check, the dealer should |ard, the dealer should flush out all | of minimum SAE standards, he will in 
— — — - — ae ————— — —j|have to ask the manufacturer of la 
the fluid to state in writing that ne 
| the fluid offered is of SAE standard fu 
}and whether it meets the moderate te 
lor heavy-duty specifications. | de 
—JacK WEED | he 
ATA Announces e 
. ° yea 
Priority System ie 
onl 
For 17th Parley th 
wi 
WASHINGTON. — A system of C 
priorities in registration for the typ 
17th annual convention of the A 
American Trucking Assns., to be me 
|held Oct. 2-6 in New York City’s a 
| Waldorf-Astoria hotel, was an- sha 
nounced last week by ATA’s gen- eri 
eral manager, Ray G. Atherton. 
The system of priority in regis- Ki 
trations is an attempt to assure 
|“working delegates” full and un- T 
restricted convention registrations car 
so that they may attend all func- Ho 
|tions and business meetings of the ma 
|convention without the distraction tur 
| of last-minute registration difficul- the 
ties, he said. adv 
Working delegates include cer- as 
|tain state association and ATA dea 
| conference officials and members of the 
| the ATA board. ser’ 
| Each affiliated state association cus 
|and each ATA conference is allotted sho 
20 full registrations and must claim the 
its number of allocated registra- dea 
tions before Apr. 2, according to cen 
Atherton. boy 
Sale of ATA convention registra- thi 
| tions will be opened to the general sar’ 
public Apr. 10, All priority regis- to « 
trations remaining unclaimed on S 
|that date will be combined with too! 
|other available registrations and stat 
|sold on a first-come, first-served to 
| basis. ren 
cep 
tior 
Parley on Labor as 
STEP BY STEP—your way to Slated Apr. 25-28 = 
BETTER FINISHING RESULTS! NEW YORK.—The third annual jacl 
1. Clean old finish with Du Pont Prep- conference on labor, conducted by 
Sol to remove all wax, polish and grease. New York university’s division of ste 
2. Sand the surface to give ‘‘DUCO” ee ee ie = for 
” uk . PRIMER-SURFACER the best bond. : e e 
Du Pont DUCO PRIMER-SURFACER gives a Clean metal with an approved rust re- | 25-28. Union and management of- a 
: : 2 : mover. | ficials as well as labor consultants “L 
high build... permits easy sanding in 30 minutes! 3. Immediately apply ‘tDUCO” ee a pe. 
PRIMER-SURFACER in medium | F : toc 
F . rf; d hich build | coats. If you delay, rust will form. | Dean Paul A. McGhee said that | ne 
This proved primer-surfacer produces a high build . . . has Even slight rusting impairs adhesion. [the meeting would center its delib- | je 
: 3 ae : ‘ va ins erations on trends and issues in 
excellent adhesive and filling qualities . . . dries fast. It permits 4. After last coat of “DUCO” PRIM- ini . | on 
a : = ER-SURFACER has dried at least eee eee eee Oe T 
easy sanding after 30 minutes, and won’t tear when feather- 30 minutes, sand with 320 paper and | velopments in labor law. Limited 000 
- water. Or, you may “dry sand’”’ with | to those with professional interests witl 
edged. Holds out the lustre of finish coats. Order from your 360 paper. When surface is dry, it is Soe nek alee ee dea: 
Du Pont jobber today! Comes in four utility colors. E. I. TULUK? Eee DUC" or lseminars have been scheduled for ng 
du Pont de Nemours & Co. (Inc.), Refinish Sales, Wilmington the four-day period. a p 
“ LS set 
98, Delaware. BES. Us &. PAY. Ore. Waters Motors Remodels it v 
After remodeling its salesrooms om 
|and service departments, Waters od 
| Motor Co. (Pontiac), Madison, W's., they 
|has five separate departme: ts equ: 
} |}under one roof, with 20,000 square | 
| feet of floor space. Chi 
| There are several entrances ° 1E 
the plant, one to the service « T ' 
|partment and another to the bo: die 
shop. Dean E. Waters is vice-pre ool 
dent and general manager of t orig 


ompany. : 
oom y. ion 
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Backshop . 








By Jack Weed 


(Continued from Page 38) 


the vehicles that can make or break 
them in this retail automotive in- 
dustry of ours. 

* 





* * | 
That Guy ‘Ucatar’ | 
ya gets me around to saying 

that last week I attended one 
of the most down-to-earth, practical 
and thorough schools on used-car 
conditioning that it ever has been 
my privilege to attend—the Ford 
school of instruction to the ap- 
pointed “expert” from each of their 
33 districts. 

They had a little guy—a fictitious 
little guy—who every man in that 
school will take back to his terri- 
tory with him together with every- 
thing he learned. This little guy 
was named UCATAR—used-car and 
truck -appearance' reconditioning. 
He is the guy who puts the A-1 
cars and trucks in shape to meet 
the prospective buyer. 

Well do I remember back pre- 
war when these schools were a 

regular part of every factory’s 
training program. The lush sell- 
ing period since the war has de- 
layed their appearance again, but 
now they are coming out again in 
full bloom—for no one knows bet- | 
ter what makes or breaks a 
dealer than the factory sales 
heads. 

Used cars must be merchandised 
if the dealer is going to move them | 
for full value week after week and 
year after year. If the lot looks} 
like it is filled with “junkers,” then | 
only that part of the buying public | 
that is looking for “junker” grade 
will stop to look. 

Clean merchandise attracts all 
types of buyers. 

And with today’s materials and | 
methods, the cost of putting even | 
a prewar relic into presentable | 
shape is exceptionally low, consid- | 


ering all of the factors involved. | 
* * * 


Kudo to Fram 


HE JANUARY issue of Printer’s | 

Ink, an advertising trade paper, | 

carried an interesting story of 
Howard E. Robinson, general sales 
manager of Fram Corp., manufac- | 
turer of filters. In this story was | 
the statement that this year Fram’s 
advertising will identify the dealer 
as a “complete engine protection | 
dealer.” Hooray for Fram—maybe 
they can aid in getting car dealer 
servicemen to check oil in every 
customer's car that comes into the 
shop. If they can turn the trick, 
they should be able to increase 
dealer service profits from 20 per- 
cent or more just by getting these 
boys at the point of contact to 
think about selling a very neces- 
sary service that the dealer has 
to offer. 

Socony-Vacuum Oil Co. recently 
took a look at the average filling 
station’s stock of tools necessary 
to do the type of service they 
render. “According to popular con- | 
ception,” they claim, “a service sta- 
tion of average size—say one with 
a single lubritorium and three men 

is adequately equipped and ready 
for business if it has a wrench, | 
hammer, screwdriver and an auto) 
jack, 

“By actual count, an average 
station needs at least 242 tools 
and should have an additional 43 
for a total of 285, if it is going | 
to give the kind of service motor- | 
ists expect,” say Socony experts. | 
“Larger stations should be equip- 
ped with something like 24 extra 
tools for each man and would 

need many more to provide serv- 
ices in addition to the ordinary 
ones,” the company says. 

These filling stations—nearly 200,- 
000 of them—are in competition 
with the franchised car and truck 
dealer for a healthy part of the| 
presently spent service dollar. If 
the oil companies are headed for 
a program of getting these stations 
set up on a complete tool program, 
it will pay every dealer to survey | 
his service shop and see if he is} 
properly equipped—for dealers get | 

more money for service because 
they are supposed to have the finest | 


equipment. 
+ * * 





Chicago Show Notes 

TT! “show within a show,” the| 
Wheels of Freedom that was | 

Staged twice each day, takes one| 

back to the days when Al Faeh 

originated the “Parade of the Na- 

ions.” The first run was during 


the year when the running board 
disappeared from cars. 

Al spent anxious weeks training 
girls to step gracefully from those 
cars. Due to design, the Cord took 
a girl with unusually long legs to 
negotiate the step successfully; but 
Al found her, and her long black- 
stocking-clad leg slithering out as 


the door opened was the talk of 


that show... . 


* * * 


D CLEARY had the “beauty 
queens” of Greater Chicago, 
who also rode up the ramp in the 
car and stepped out on the revolv- 
ing floor, but no problem as to legs 
~at least no major problem... . 
Not only were balcony and box 
seats to these shows at a pre- 
mium, but standing room on the 
arena floor was at a premium at 


| the evening shows... . 


+ * * 
\ ping free parking space for 10,- 


000 cars, it was reported that 
both Sunday and Tuesday police 


in the neighborhood of the amphi- 





No. 5050 Glove 
Compartment Gauge 


THERE ARE SALES HELPS IN IT TOO. 
Window Streamers, CounterBooklets, 
Mailing Pieces, all backed by hard- 
hitting, aggressive ADVERTISING. 


ry cela ns 
CONTROL THE AIR 


Valve 
Cap 











theater were telling those who 
drove out that they might as well 
turn around and go home as they 
couldn’t park within six blocks of 
the show... . 


Harry Klingler, Pontiac’s chief, 
took advantage of a chance really 
to get in the driver's seat, with 
Harlow Curtice, executive  vice- 
president of the corporation, in a 
back seat, when a group was pho- 
tographed in a replica of an old- 
time car at Paul Garrett’s press 
| party. 





ly OMe 


MEMPHIS DISTRICT FORD DEALERS DISCUSS 
| district representing six states recently gathered 
sales program. 





PLANS—Ford dealers of the Memphis sales 
in Memphis to discuss Ford division's 1950 


rough ride, though, as he had 
accidentally pulled the brake 
lever off the cutout of the car 
and did not have hold of the 
steering wheel when the photo 
was shot.... 

Frank H. Yarnall, president of 
the Chicago Automotive Trade 
Assn., claimed that car buying was 
heavy in all price classes—the in- 
crease over the last show held 10 
years ago being 35 percent... . 

* + + 


| FIM GOODWIN, treasurer of the 





e 


| 


55 


said sales were easy to make and 
the same tactics used 10 years ago 
still worked today—he had per- 
sonally sold a car and closed the 
deal on the same theme he used 
as a retail salesman. 


Incidentally, Goodwin was cele- 
brating his 39th birthday on the 
day he made the sale—and Frank 
Doubet of GMC truck cut his birth- 
day cake while Harvester’s Mc- 
Carty helped eat it—at the GMC 
buffet dinner. Typical truck com- 
petition, said someone ... 


Several factories went “all out” 
in the preparation of exhibits for 
this show—GM units moved their 
New York showing into Chicago 
—Nash is supposed to have spent 
in the neighborhood of $50,000 
for its splendor deal and K-F 
presented two big turntables with 
catwalks to show its new “econ- 
omy” car. ... 

Dave Castles, the well-known St. 
Louis Buick dealer, was kicking 
himself and his St. Louis associa- 

tion for not putting on a show in 
the Missouri metropolis after he 
had made the rounds of the Chi- 
cago deal and noted the buying 
interest of the crowds. 





AUTOMOTIVE NEWS production and 


registration figures tell the story of output 


Klingler gave his passengers a |/ association and a Dodge dealer, and sales every week. 
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FOR A LIMITED TIME ONLYHERE’S 
THE PROFIT PACKAGE OF THE YEAR 
OL ESSN OAL 
OEE LLY MET 
WITH THE SCHRADER “4471 DEAL! 


DO YOU KNOW THE ANSWERS TO THESE QUESTIONS? 
y DO YOU KNOW HOW TO SERVICE TIRES WITH 


THE 


aot 


FORMULA? ** 


ys CAN YOU SPOT TOMORROW'S FLAT TODAY AND 


PREVENT 
3, WOULDN'T IT PAY YOU WELL IF YOU COULD? 


would 


A. SCHRADER’S SON, 


BZ 


THE ANSWERS ARE IN THE DEAL—BUT THAT'S NOT ALL 
THERE’S EXTRA PROFIT IN IT TOO! 
The products in the deal purchased separately 


cost you 


TOTAL COST TO YOU FOR A LIMITED TIME ONLY 


YOUR SAVINGS 


TOTAL RESALE VALUE $32.50 


TOTAL COST 19.50 
YOUR NET PROFIT . . $13.00 


AND YOU OWN A *#TRUTEST SPECIAL GAUGE 


at $19.50 


ary. 
STATE 
MY SUPPLIER'S NAME IS. 


A. SCHRADER’S SON, Brooklyn 17, New York 
Send me at once the No. 4471 Unit as described 


IT cailigscacapsssenesesenieeseiiateasesasiieataaainnate 
certian SasiseRnSSNERONEENS 










$23.70 
19.50 
$ 4.20 








*Reg. U.S. Pat. Off, 





** YOU WANT THE ANSWERS DON'T YOU? THEN ACT 


NOW! CALL YOUR SUPPLIER NOW OR MAIL THE COU- 
PON TODAY 















Si siaciseasoansliacsdiiiadiiiieaialidintiammmtiianitsiians 
i 


BROOKLYN 17, NEW YORK, Division of Scovill Manufacturing Company, Incorporated 





Survey Shows... 
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Dealers Lead in Major Repairs 


(Continued from Page 38) 


the customer who didn’t buy from 
them, even these dealers showed 
up better in improvement than 
the independents or filling station 
in this complaint. Independents 
dropped only five percent from 23 
percent to 18 percent and filling 
stations from 19 percent to 15 
percent. 


Peculiar though it may seem, 
however, car dealers also took the 
lead with their own car customers 
in providing service at a lower cost 
than was expected. Here the cus- 
tomer indicated that he got service 
at lower cost than expected in seven 
percent of the cases, as against 
five percent the year before, while 
the dealer in other cars showed a 
similiar gain of from seven to nine 
percent. 

* 26 ® 

NDEPENDENTS were on the ball 

with a gain of three percent 
from 11 percent in 1948 to 14 per- 
cent last year, but the filling sta- 











FLOCK USED CAR 


TRUNKS - KICK PADS 
WITH INTERNATIONAL FLOCK GUN 


for the independents on major 
service; 16, 21 and 34 percent on 
minor service, and 8, 11 and 14 
percent on lube jobs. 

It also compares with the filling 
stations’ one, two and four percent 
on major service; four, five and six 
percent on minor service and ad- 


tions showed a loss in this phase of 
customer satisfaction, from 13 per- 
cent to 11 percent. 

Car dealers got 78 percent of the 
major service on all postwar new 
cars, 70 percent on all cars bought 
new but only 39 percent on all cars 
bought used, which shows up a de- 
cided weakness in the car dealers’ 
merchandising of service to the 
owners of cars bought as used 
vehicles. This the dealer must rec- 
tify now that he is actively in the 
retailing of.used vehicles, since the 
same condition shows up on minor 
service and lubrication work. 

On minor service, the dealer 
got 73 percent of the tuneup on 
postwar new cars, 64 percent on 
all cars bought new but only 34 
percent on cars bought used, On 
lubrication, he got 43 percent on 
postwar new cars, 36 percent on 
all cars bought new and only 14 
percent on all cars bought as 
used. 

This compares with 14, 20 and 
34 percent in the same categories 
















on lubrication. 
* + * 
— surprise in this part of the 
survey is the number of owners 


major and minor service work. Five 
percent of the owners do their own 
major service work on postwar new 
cars; seven percent on all cars 
bought new, and 21 percent on cars 


on postwar new cars; eight per- 


percent on all cars bought used. 

These same owners, however, will 
buy lubrications, as indicated in 
that but five percent lubricate their 
postwar new cars; six percent cars 


all cars bought used. 

On major repairs, car dealers 
got 54 percent of all work, ac- 
cording to the Collier survey, 
with independents getting 27 per- 
cent, filling stations three per- 
cent. Fourteen percent did their 
own work, and two percent went 
to other sources. 

On adjustments and tuneups 
(minor service), car dealers got 49 
percent, independents 28 percent, 
filling stations six percent, 16 per- 
cent did their own work and one 
percent went to other sources. 


On lubrication, the dealer slipped, 
getting only 25 percent, while the 
independents got 12 percent, filling 
stations 51 percent. Ten percent did 
their own lubricating, and two per- 
cent went to other type shops. 


justments, and 43, 46 and 56 percent | 


of new cars who do their own| 


bought new and but 14 percent of | 
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the boss 


to ask 
whether or not you can buy it 
with accessories.” 


“Tl have 


lower prices, 27 percent because of 
better work and only five percent 
because of familiarity with make. 


Twelve percent of the owners did 
their own service to save money; 





bought used. Six percent of the/two percent because they felt they 
owners do their own tuneup work | could do better work, and only one 


percent because they were familiar 


cent on all cars bought new and 24 | with their make of car. 


All owners spent an average of 
$10 per car each month for serv- 
ice, according to the survey, and 
this was the same amount spent 
per month on the cars of 1937 or 
older, 1938 and 1940 models; 1939 
models cost their owners $14 per 
month, 1941 models $15, 1942 
models $13, 1946 models $12, 1947 
models $8, 1948 models $7 and 1949 
models only $1 average per 
month. 

Owners who brought their cars 
to the selling dealer for service had 
an average service cost of only $9 
per month; to other dealers in the 
same make $12 per month; to deal- 
ers in another make $16; to inde- 
pendent repair shops $12 per 
month; to filling stations $9 per 
month, and those who did their 
own repairs still had an average 
cost of $7 per month. 

+ + * 


7 interesting thing about the 
above part of the survey is that, 


_ SERVICE SECTION 


to owners who brought their cars 
back to all dealers for service wes 
$10, the cost to those who patror - 
ized the independent repair shcp 
where they were supposed to save 
money was $12 per month. 

It is also interesting to note that 
greater frequency of service on 
postwar cars as against prewar cars 
showed up in small repairs and 
minor adjustments, tuneups, body 
repairs, spark plugs and general 
checkup in the ratio of 69 to 48. On 
the other side of the fence, older 
ears took more work on ignition, 
complete overhaul, fuel systems, 
radiators, clutches, carburetors, 
springs and shock absorbers, paint, 
valve jobs, rods bushings and bear- 
ings and transmissions by the ratio 
of 66 to 37. 

Frequency of service work on 
post and prewar cars were the 
same on brakes, battery and bat- 
tery replacement, front end work, 
ring jobs, rear end work and 
universal joints. 

Twenty-five percent of service on 
all cars in 1949 was for small re- 
pairs and minor adjustments; brake 
relines called for 16 percent; tuneup 
10 percent, ignition 9 percent, body, 
9 percent; spark plug cleaning and 
adjustment 8 percent; complete 
overhaul, 8 percent; fuel systems, 8 
percent; battery, 6 percent, and ail 
other service for the balance. 


Ford-Monarch in Toronto 


Dominion Motors (Toronto), Ltd. 
77 Dundas St. E., Toronto, has been 
appointed Ford and Monarch deal- 
er. H. Everett is chairman of the 
board and president of Dominion 
Motors (Winnipeg), Ltd., largest 
Ford dealer in Canada. A. W, Ever- 
ett is president and general man- 
ager, being formerly assistant gen- 
eral manager of Dominion Motors, 
Ltd., Winnipeg. Frank Peppiatt, 
general sales manager, has been 
25 years in business, largely with 
General Motors. Lyle Wright, parts 
manager, has been with Ford for 
15 years in Canada and England 








This Flock Gun takes 35 to 40 pounds air 
pressure - - embeds Rayon or carpet 
type flock deeper and more even - - 


Trunks, kick pads on doors and carpets of used cars that have been 
appearance renewed with flock bring higher prices. The International 
flock gun designed and built by reconditioning experts will handle | 
both Rayon and carpet type flock efficiently and with minimum loss of 
material. A quality gun at an extremely low price. Spreads material | 
evenly and at right depth in hands of inexperienced operator. Fully 








guaranteed. Simple to operate, few parts, nothing $20 00 
eB 


to go wrong. Will give perfect service under years 
of hard usage. F.0.B. Detroit 


Send check with order or order C.0.D 


ARNDT-PALMER LABORATORIES 


17730 DORA ST. MELVINDALE, MICH. 


Also Distributed by 
Kent-Moore Co.—Miller Tool Mfg. Co.—K. R. Wilson Co. 








een cence 


Car dealers got 82 percent of the 
major work on 1949 models, 79 per- 
cent on 1948 cars, 68 percent on 
1947, 64 percent on 1946, 53 percent 
on 1942, 50 percent on 1941, 46 per- 
cent on 1940, 41 percent on 1939, 36 


all earlier vintages. 
* * * 

PMOSPENDENT shops showed the 

reverse, since they got but 11 per- 
cent on 1949 models, 15 percent on 
1947, 22 percent on 1946, 32 per- 
cent on 1942, 31 percent on 1941, 36 
percent on 1940, 35 percent on 1939, 
41 percent on 1938 and 37 percent 
of all major work on models earlier 
than 1937. 


Owners increased doing their 
own work in progressive ups as 
the age of the car increased. They 
did only the major repairs on six 
percent of the 1949 models, four 
percent on 1948, seven percent on 
1947, 11 percent on 1946, 13 percent 
on 1942, 14 percent on 1941, 14 per- | 
cent on 1940, 20 percent on 1939, | 
17 percent on 1938 and 28 percent | 
on all earlier models. 


As a caution to those dealers, 
who do not pay too much atten- 
tion to their service shop mer- 
chandising, is the figure in the 
survey that shows that 59 percent 
of the owners who expect to buy 
another car of the same make, 
take their service to the dealer 
who sold the car, while 50 percent 
of the owners who said they in- 
tended to change makes took 
their repairs to the dealers who 
sold them the car they are now 
driving. 


Familiarity with the make of car 
was given as the reason for going 
there by 89 percent of the owners, 
who took their cars to franchised 
dealers for service; 37 percent also 
went to the dealer because of bet- 
ter work, 19 percent because the 
dealer was convenient, 25 percent 
for personal or business reasons, 
and 14 percent because of lower 
prices. 


Lower prices was the main rea- 
son why owners patronized the 
independent shop with 46 percent, 
five percent because of familiarity 
with make, 34 percent because of 
better work, 19 percent because of 
availability and 31 percent because 
of personal or business reasons. 

* + - 
PaAING stations got 41 percent 
of their share of the service 
work because of personal or busi- 
ness reasons, 28 percent due to 


percent on 1938 and 30 percent on) 


while the cost per month average 








TIMBERLOCK CONVERSION UNIT 
FOR PICKUPS 









The Timberiock Conversion Unit for pick-up trucks is the handiest item on any farm or 
ranch, It makes THREE trucks out of ONE—it's easy to put on—easy to take off. Tastorioct 
Conversion Units cannot be bettered for quality and useability. Completely satisfied users 
everywhere. Makes a grain body with double the capacity of an ordinary pick-up. It also 
doubles or triples your stock hauling ability. Ask us about Wagon Boxes and extra heavy 
duty Stake Bodies at low prices. 


@ Tailor made for each model and size. 
@ Finest hardwood construction throughout. 


* —— every inch of available space (by dropping end gate when converted to sto 
rack). 


@ Completely grain tight with easy lift off stock sides for quick conversion 
@ No additional expense of installation, fits into stake pockets 
@ Tested and acclaimed as the finest of its kind. 


Interested Distributo 
Are Invited 
to Contact 
C. S. Johnson, 
Sales Manager 


INTRODUCTORY OFFER 
At your option, 60 days from date, you may return to us and 


we will credit your account, less freight, any unsold Timberlock 
pick-up CONVERSION UNIT from your initial purchase 





CONVERSION UNIT 
TYPICAL PRICES 


All Makes and Models 
Available 


alot hla ee) 
NEBRASKA 


THE TIMBERLOCK CORP. 


Please ship Conversion Unit 


For the following: 
Factory List F.O.B. plus Tax 


7'6” Chevrolet Make of pick-up 


5 (% ton)........+. $117.50 PN” CIRO acsccnthanhctadantabatchbesdibesekesbsipiclecath soeaxdiencasdabasinensaniabsbnauenss . 
76 Dodge 
RAEN AOODE ca cers $117.50 POICRCI LOREEN cvccoscorssscccscscscesesccsaes WD irsorcorcserecoereersereseses 


8’ Ford (% ton)... .$127.50 
ADDRESS INQUIRY TO 


Standard Distributor and Dealer Discounts Apply 





Ake. 
THE TIMBERLOCK FIRM NAME. ....... 
CORPORATION 
Hastings, Nebraska aici teint 


« G) Please <end additional information 
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Ford U. C. School Starts 


(Continued from Page 38) 


the vital the better 
cheaper. 


parts and 


tomer relations and consistently 
get a satisfactory price if the prod- 
uct doesn’t look and live up to the 


Every day a junker lays on the|claims made for it. 


lot costs the dealer at least a dollar, 
and those “sitting” dollars multiply 
fast where the dealer or his used- 
car manager are not on their toes. 

If it is to be either wholesaled 
or sold “as is,” the trade should 
immediately undergo two opera- 
tions in the dealer’s used-car con- 
ditioning department. Every car 
that is not junked should get a 
thorough cleaning inside and out 
and be given a safety check. 

Sometimes, after going through 
these operations some cars that 
looked OK on the surface, but 
under the dirt may have looked 
as if they should be wholesaled or 
sold “as is,’ come out of the steam 
bath and safety going over in such 
good shape that the dealer would 
be losing money by not giving them 
a quick appearance job and putting 
them on the lot to retail. 

Under the same circumstances, 
some cars that look like possible 
“retailers’ may show’ up with | 
cracked blocks, bad frames or some | 
mechanical fault that only a thor- | 
ough cleaning or the safety check 
would bring out, and which would 
immediately change their classifi- 
cation to one of the other disposal 
routes. 

- + + 

LL CARS that are sold for fu- | 
“4% ture use—for the protection of | 
the dealer—should be given a good | 
safety check to determine that) 
brakes operate properly, clutch and | 
steering are in workable order, the | 
lights, battery, windshield wiper | 
and exhaust system are all right | 
and that the glass is in good oper- | 
ating condition. 

A thorough lubrication job, using | 
the proper types of lubricant, also | 
is an aid to getting the high dollar | 
for the job, as this operation elim- 
inates many squeaks, rattles and 
groans. 

But it is at the “retailers” where | 
the emphasis of the Ford school is | 
aimed. Here is the soft spot in car 
and truck selling where far too 
many dealers fall down and lose 
the possible profits in their overall 
selling operation. 

To be sold at a good market 
value, automotive vehicles must 
be merchandised right, adver- 
tised properly and sold properly. 
Far too many dealers fail on the 
basic merchandising of their sell- | 
ing program. 

Merchandising here is meant the 
preparation of the product for the 
point of customer contact and the 
preparation of the facilities in 
which the car and the customer 
are brought together. 

* * + 





N2 SALES program is successful 
‘‘’ unless the proper merchandis- 
ing is brought into play—regard- 
less of the product. All the adver- 
tising in the world won't sell poor- | 
ly presented merchandise at the | 
top price, nor can the best sales- 
man in the world build good cus- 


Chek-Chart Table 
Guides Selection 
Of Thermostats 


CHICAGO. — The thermostat in 
the cooling system of an automo- 
bile plays an important part in the | 
proper function of the engine, ac- | 
cording to the January issue of the 
Chek-Chart Service Bulletin. 

It cautions service station per- 
sonnel to exercise the greatest care | 
in servicing or replacing these | 
units. 

The bulletin points out that car | 
manufacturers have carefully spe- | 
cified the proper thermostat for 
their vehicles and provide an alter- 
nate high temperature specification 
for use with a permanent type of | 
antifreeze in winter weather, if car | 
Owners want a greater amount of} 
heat for the operation of hot water 
heaters. 

Suppliers of replacement thermo- | 
stats provide these units to meet 
the manufacturers’ specifications, 
but it is advisable for service sta- | 
tion personnel to check against a 
table provided by manufacturers 
when making such a replacement, | 
the bulletin says. | 


Ford executives feel that the 
dealer and his service men are 
well versed in what is required 
mechanically to put a car in 
proper condition sufficient for 
building recognition of honest 
dealing for the dealers. So they 
have not emphasized this part of 
the merchandising procedure in 
the school. 

They also know, however, that 
many dealers don’t know how to 
obtain appearance conditioning at 
the lowest cost, nor have they the 
knowledge of many of the newer 
products and procedures that en- 
able a dealer to perk up as well as 





sults at the lowest cost, but also 
introduces the new products for 
this purpose that have become 
available since the war, and dem- 
onstrates how these products should 
be used to get maximum results. 
The school is run in a six-step 
procedure. The first step is a thor- 
ough cleaning both inside and out. 
The instructors demonstrate that 
good workmanship cannot possibly 








SCHOOL KICKOFF—R. R. Nadal, 
purpose of the used-car reconditioning school and program to the 34 experts, one from 


each district and one from export. They will carr 


all Ford dealers’ used-car men in the most 


be done with dirt and grease left | preparing used cars for resale. 


on the vehicle. 

In this procedure the pupils are 
shown how to get the chassis “in- 
spection clean,” the importance of 
cleaning out the tool compartment, 
glove box and the inside of the 
trunk. Interior trim and _ these 
points of focal interest by the buy- 
er are vacuum cleaned before any- 


dress up a used vehicle for quick | thing else is done to the car. 


selling. 
+ * * 


—" THIS school not only out- 
lines the proper procedures and 
methods to acquire the proper re- 





You profit faster with much less work when you paint cars 


| 


Then the vehicle goes to the 
wash rack where either steam or 
a wash is used to get all dirt and 
grease off the chassis and engine. 

It is emphasized particularly in 


with ready-mixed Martin Senour finishes. Every job is 
right the first time because M-S finishes are factory- 


matched to the car-maker’s own color specifications, then 


factory-packaged for positive color control! Simply check 
the car’s color, make and model in your handy M-S5 cata- 


log. Then order from your nearby N.A.P.A. jobber. 


Only M-S Hi-Solids Lacquers and 
Synthol Enamels Give You All 8! 


1. Higher painting profits! 


2. Exact color match to car-maker's specifications! 
3. Top quality, top durability, top beauty! 

4. No time wasted mixing or matching! 

5. Patented pour-top can prevents waste! 

6. No come-backs, no headaches! 

7. Easier to handle... jobs out on time! 


8. Available everywhere! Call your N.A.P.A. jobber! 





+ * * 
the case of prewar cars that no 
attempt to wash the top or side 
linings of the vehicle be made as 
the fabric may be so far gone that 
if wet, it will tear and rip as it 
shrinks while dry'.g out. 

+ * + 


ype SAFETY check and correc- 

tion comes next to put the car 
in a safe operating condition. This 
step is not only taken to further 
prepare the car for sale but to pro- 


tect the dealer from selling a ve-| 


SPECIAL PROFIT 


Ford used-car and truck department head, outlines the 


the program out into the field to school 

efficient and economical methods to use in 
+ * + 

hicle that might cause trouble due 

to some mechanical fault. 

Metal work is next on the pro- 
gram and here several new meth- 
ods of handling bad “tin ware” 
conditions are shown. Especially is 
this true with reference to the use 
of the new plastic patches and soft 
solder that are now available. With 
this material, bad holes and rips 
or rusted spots can be quickly re- 
paired at very low cost, 

The car then goes to paint for 
whatever repaint or part painting 
(Continued on Page 68, Col, 1) 





PACKAGE! 


M-S Lacquer primer-surfacers 


Top-quality, quick-drying primer-sur- 
p-quality, q ying | ‘ 
facers for use on bare metal or old paint 


surfaces. 


Light Gray, Dark Gray 


eee 


Super adhesion and _ filling 
qualities save you time and work. Sands 
easily to perfect feather edge. Order 


or Red Oxide, 


today—from N.A.P.A. jobber. 


MARTIN-SENOUR 


2520 South Quarry Street, Chicago 8, Illinois 


aot 4 wt “ yy A ey te ae 
7 ACO ZY J ALA AG es ts7 


is the only Positive Control from Factory to Finisher 








who tells us he will be around 
Sunday with his_ brother-in-law 
who is a plumber’s helper and 
therefore a mechanic who can ad- 
vise him. 


We miss the proud daddy, wheel- 
ing his baby carriage up to the lot 
because what finer way is there to 
spend Sunday afternoon but to en- 
gage a car dealer im silly conversa- 
tion, while baby can enjoy the 
healthful exercises of getting out of 
the carriage and throwing pebbles 
at the cars. 

We miss the customers we sold 
who used Sundays to come around 
and complain about their cars. 

Yes, all these things we miss like 
a hole in the head. 

We are now looking forward to 
the day we will close Saturdays as 


well.—Happy AvuTOMOBILE DEALER. 
* * * 


Wants ’Em Washed 


I can’t agree with the article 
quoting engineers to the effect that 
salt is not harmful to automobiles 
and that cars should not be washed 
often in the winter. 

We own an autowash along with 





Every car purchaser and owner is a sure prospect when you show him just 
how Mortex is applied — how it soundproofs and rustproofs. On every new 
car order, your salesman should include a soundproofing undercoat. 


MORTEX SALE MEANS DOUBLE PROFITS 


1 Your profit on the application 


In the Letterbox 


(Continued from Page 4) 


theres nothi 


| France in Automotive News of 
| Nov. 21, 1949. As I can see from 
|the response, your readers seem 
ito be interested in that sort of 
story. 

My address for the remainder of 
my European strip will be: c/o 
American Express Co., Basel, Swit- 





and we 
made an experiment with two ’49 
Olds. One was dried with chamois 
and the other with towels. At the 
end of nine months the car that | zerland. This office of the American 


had been dried with chamois had | Express Co. will forward any mail. 


our used-car business, 


a dull finish and it was impossible| In the issue in which my story 
to make it look nice even by Si-|was published I noticed a report 
monizing. The other Olds has never | about the BMW car, which sup- 
been Simonized and still doesn’t posedly was designed by Soviet 
need it. Both cars were new and|engineers in the old BMW plant 
Simonized before we started the | in Eisenach. 


experiment. om Permit me to explain some- 
ome ae ave sous we on "i"é| thing about that. First of all, the 
dl ; i f 
people that do not have their utes Wier Wells, con wd 
cars washed regularly have pitted gally be used only by "the firm 
chromium—and the cars just do| of that name in Munich, U. S. 
— oa. a pee as those that are) Zone of Germany. The branch 
W ” on las pein oi ; plant in Eisenach does not exist 
e still have the one '49 Olds on| anymore as far as the BMW 
hand that has been dried with| people are concerned and the 
towels if any one cares to inspect) Soviet firm has no right to use 
it. Both cars were washed more! that name. 
+ sell 4 "Felede Doc Greiner, 714) ‘ne car which was shown is the 
a old model 326 which I have tested 
OnE | long before the war and which they 
nm Lurope have copied and slightly modified 
I noticed that you have published | as to front fenders, grille and shift 
my story on Czechoslovakia and'level arrangement. They don’t de- 









lke MORTEX 


Use the 


Ask your customer to rap on 


the hood 
car. It will 
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let him rap on a door panel 





| 


| 


| 


| See 


NO, IT'S NOT THE STUDEBAKER PLANT—When the W. D. Newton family of Gatesville 
| Tex., buys automobiles, you have what practically amounts to a fleet transaction. Newton, 
a farmer and rancher, and members of his family have purchased six Studebaker vehicles 
| from Charles C. Powell Co., Gatesville. Mr. and Mrs. Newton are shown at the extreme 
| right, while sons, daughters and in-laws are shown alongside the other family vehicles 





quently asked: Would it be possi- 
ble to study at one of those train- 
ing schools as provided by Bear, 
Sun, Auto-Lite, or the automatic 
These stories are planted by per-|transmission school in Chicago, 
sons who are believed to be trust-|through the ERP plan. I wasn't 
| worthy, as nobody would believe a/| able to answer this. 
| Soviet press release from the —l The thing which surprises me 


sign automobiles, they copy them. 

And as for the price, that car is 
going to be closer to $2,000 than 
to $800 as was stated. 


ern Zone of Germany. most is the fact that some people 

(Eprror’s Nore: AUTOMOTIVE | gtill believe that the matter with 

News urged caution in accepting Russia could wind up without 

the report.) | war. Anybody who believes that 

Another thing I have been fre-| should listen to radio Berlin, 

" ee ——| Leipzig, Potsdam, Halle or Mag- 

| deburg, etc., just to name the 

German language stations in the 

Eastern zone of Germany, When 

that what they dare to call us 

or say about us wouldn’t make 

the sissiest pacifist’s blood boil 
over, then nothing could. 


I think the American people in 
general are pretty much in the 
|dark about the way we are con- 
|stantly attacked here in Europe. 
|The German announcers of these 
programs are exactly the very 
same types used in Goebbel’s cam- 
|paigns. You should hear once for 
yourself the English worded songs 
about us; or the phrase: “We ask 
for the twenty-fifth time, how long 
are the gangsters in uniform going 
| to be permitted to behave in Ger- 
| many like in a U. S. colony ” 


| They have organizations for Ger- 
|man unity which have a strong 
|appeal as they eliminate carefully 
|any communistic slogans and ideas 
| from those tricky schemes. I could 
| go on for an hour, but I guess at 
|that distance people just cannot 
| imagine how far a former ally, who 
|was just barely saved from dis- 
|}aster, could employ such means 
| against us. 

| And that cannot end well, and I 
| don’t care what anybody says. Why 
| they are getting away with that at 
| all, I would like to know. 

| At present I am resting up for 
|a few days in Locarno which is 
the southern part of Switzerland 
|where the new spring should ar- 
|rive any day now. I had in mind 
to visit Isotta Frachini in Milano, 
| but have just heard that they had 
|to close shop.—Gegorce L. GLaser, 
American representative of Motor 


| Lundschau. 
* 7. a 











New Filter 

In the Automotive News of Feb. 6 
I read the following announce- 
ment: “A new oil filter, using acti- 
| vated alumina, is said to eliminate 
the need for ever changing engine 
motor oil.” If true, may I be in- 
formed who is the manufacturer of 
above article?—-Barto. Maco, Buf- 

| falo, N. Y. 

Epiror’s Note: The no-oil- 
change filter is being developed 
by J. E. Housely of Maryville, 
Tenn., an engineer for the Alum 
inum Co. of America. 


KNUCKLE TEST 


of any untreated 
sound tinny. Now, 


SERVICE SECTIO.) 








2 You save comebacks for expensive free service to 
remove squeaks, vibrations and rattles which easily 
develop without this “tightening,” rustproofing, 
soundproofing undercoating. 


It pays handsome dividends to merchandise Mortex. Soundproofing is 
explained in free booklet, “There's Nothing Like Mortex.” Send for your 


copy now. 


and notice the difference! 
It's solid, firm sounding, 
having been sound deadened 
at the factory. 


* Listed with 
UNDERWRITERS’ LABORATORIES 
Re-examination Service. 





| Ohio Rubber Expands 


| With Plastic Service 

| WILLOUGHBY, O.—Under terms 
|of a working agreement with 
Hungerford Plastics Corp., Murray 
| Hill, N. J., Ohio Rubber Co., Wil- 
loughby, has expanded its services 
|to include flexible vinyl and other 
| thermoplastic materials used for a 
| wide diversity of component par‘s 
| and complete products. 
| The arrangement between tie 
companies makes it possible for 
Ohio Rubber to serve its customers 
in the closely related fields of 
rubber and plastics, says the firm. 


Fraser Runs Billingsley 
S. W. Fraser has been name 
general manager of Billingsley Po: 
tiac Co., Portland, Ore., announcé 
A. M. Work, owner. He former 
held factory parts with Ford ar i 
Pontiac. 
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SERVICE SECTION 





equipment, it is possible to direct a | 
mailing piece to owners of a spe- 
cific make car, or those living in a 
selected neighborhood. 

While many dealers will not 
have the need for a set-up as 
elaborate as ours, I would 
strongly recommend that every 
dealer investigate the possibili- 
ties in direct-mail advertising. 
In addition to direct mail, we use 
radio, television, road signs, and 
newspaper to keep our name be- 
fore the public. Our television 
spots, in particular, have caused 
considerable comment, and we 
have gradually reduced our radio 
time in favor of the television il- 
instrated announcement, 

In December of the year just 
passed, we opened three new serv- 
ice station branches. These brought 
our present organization to eight 
combination gasoline stations and 
service centers, specializing in 
minor repairs; and two major re- 
pair locations. In addition we have 
signed contracts with the Sinclair 
Refining Co. for the construction of 
three additional service centers 
during 1950. 

. * + 
DECAUSE of the excellent loca- 
tion advantages of our recent 
additions, we expect to double our 
current 2,250,000 gallon annual sales 
of gasoline during 1950. 

We use our outlying service sta- 
tions as feeders for our major re- 
pair plants, thus further aiding us 
to maintain a substantial year- 
round volume, and providing more 
convenient service to our custom- 
ers who may leave their cars at 
any branch for any service. 

During 1949, 35,590,000 pas- 
senger cars were driven an esti- 
mated 352,000,000,000 miles. In- 
dustry spokesmen indicate that 
1950 will see this alltime record 
shattered again. Because of to- 
day’s high replacement cost, most 


© 
Oil-Level Gauge 
a 
Being Marketed 
. 2 
By Chicago Firm 

CHICAGO.—A device reportedly | 
has been perfected which will give 
a driver the means of telling just 
how much oil there is in the car 
or truck he is operating. | 

Marketed nationally from here by 
Frank A. Nealon Associates, 20 N. 
Wacker Dr., the device is called the 
Oil Spy. 

The firm describes it as an in- 
strument panel indicator in plain 
view of the driver. It warns the 
driver with an amber light when | 
oil in a vehicle drops one quart 
below rated capacity. At two 
quarts, a red light flashes and stays 
on until the oil supply is replen- 
ished. 

Nealon Associates claims the de- 
vice is under test at various fac- 
tories, with the prospect that it} 
may become an original-equipment | 
item. 

Specific models of Oil Spy are 
available for automatic transmis- | 
sions as well as bus, tractor and 
truck transmissions. 











ALERTS ON OIL SUPPLY—Oil-Spy, a new 
oil level measuring gauge for the car or 
truck dash board, has been announced by 
Parkwood Mfg. Co. The newly designed 
instrument consists of a specially engineered 
drain plug with enclosed measuring element 
and an instrument panel indicator in plain 
view of the driver at all times. An amber 
light appears when the level drops one quart 
below rated capacity. A red light warns when 
level is two quarts low, the manfuacturer 
states. pitoy is being marketed nationally 
by Frank A. Nealon Associates, 20 N. Wacker 
Drive, Chicago. 





Service Pointers 


Dealers Describe Actual Experiences at Clinic 
During NADA Conclave 


(Continued from Page 53) 






of the 9,000,000 new passenger 
cars produced during 1948 and 
1949 must still be in operation 
five years from today. 

These factors give all of us the 
assurance that 1950 will be one of 
the best years in the history of the 
service business. A gigantic market 
awaits the dealer who does the best 
selling job. 

Opportunity is knocking ever so 
loud in your service department. 
What you do there will go a long 
way in determining the results of 
your total operation for 1950. 











Prince Edward Island 


Considers Railway Plan 

CHARLOTTETOWN, P. E. I.— 
The Prince Edward Island Govern- 
ment is considering a Canadian 
National Railways proposal which 
would put railway buses and trucks 
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5,000 ATTENDED TWO-DAY OPENING—Bill Atkinson Co., newly-appointed Chrysler dealer | are 
in Long Beach, Calif., recently held the formal opening of its facilities. 


on the highways of this province. 
A two-day conference between 
provincial authorities and railway 
officials has just concluded. 

The railway proposal in general 
terms is for a franchise to operate 
their own trucks and buses on their 
present train schedules. They are 
not asking for exclusive truck and 
bus franchise. 


on railway schedules trains could 
be used almost exclusively for 
freight. An exception would be a 
morning and evening train to and 
from Borden and probably also 
passenger-train service between 
Charlottetown and Summerside. 
The buses would be used for pas- 
sengers and mail, and the trucks 
for express and less-than-carload 


With buses and trucks operating | freight. 


_\|idea of a 


ns ee ee 


For U.S. Sales 
‘Canadian Trade Train’ 


Proposed for Tour 


OTTAWA.—The Canadian Cham- 
ber of Commerce has proposed the 
“Canadian trade train” 
to stimulate U. S. interest and sales 
in Canadian products, with this 
plan arousing much interest in the 
Canadian automotive trade because 
of its possibilities. 

The train would carry a cargo 
of Canadian products and salesmen 


f/on a tour of the U.S., stopping in 


major cities and offering sales talks 
about goods produced in Canada. 

If enough business organizations 
interested in the project, it 
will be sponsored on a cooperative 
basis by the chamber to boost sales 
in the U.S. 

Through its close ties with the 
U.S. Chamber of Commerce, it is 
expected that the “Canadian trade 
train” would get much publicity 
since the two organizations have a 
common policy of facilitating trade 
between Canada and the U.S. 


AUTOMOTIVE NEWS WANT ADS have 
been proven the quickest, least expensive 
method of reaching the men who want 
what you have or have what you want! 
See the back pages of this issue. 





You get all these EXTRAS — with the New 115-88 Service! 


® Handles complete front-end 


and steering services 


and light trucks including the new 


low fender models. 


® Streamlined, yet extra rugged 
for long, tough service. 


* 20” height speeds work—makes 


mechanic's job easier. 


* Fool-proof square and level 
principle assures simplicity, accu- 


last word... 









on all cars ment angles 
do the job. 


and rear housing correction. 


greater sofety. 


12 tons of hydraulic pressure. 


‘Trade Mark Reg. U.S, Pat.Of. R5050 


racy and speed in checking aline- 
® includes all the tools needed to 
® Tools available to handle axle 
® Stops on front of runways for 


® Includes the powerful new 
Flex-O-Power Unit that gives you 


the NEW 


as it LOOKS! 






it has eye-appeal that 
attracts profitable business to Your Shop! 


“Bear” 115-88 Alinement Service 
is just as EFFICIENT 















More and more progres- 
sive shop owners realize the value of 
“eye-appeal” in increasing sales of 
parts and services. With the new 
“Bear” 115-88 Service, you have “‘eye- 
appeal” plus precision, simplicity and 
speed of operation! That’s an unbeat- 
able combination that means plenty of 
profitable alinement sales for you plus 
increased parts sales. Your ‘Bear’ 
Jobber can give you complete details 
on this new 115- 
him TODAY or write: Bear Mfg. Co., 
Dept. A-14, Rock Island, Illinois. 


ATELY SERVICE 


88 Service... see 
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| ourselves without outside help | “The Last 10 Feet.” That picture |the planning oo. - ane 
Affecting Factories and Dealers... . and have run out of money.” is still being shown to many au- |Ewald’s New York office. He hes 
He stated, “We promise to be | diences in all parts of the coun- | >een with the agency 24 years. 
ee back when all our resources are | try. a. 
Auto Advertising poctes. —— oe — Philip C. Humphrey, manager of | Daring Campaign 
ie the public relations department, Ford has renewed its contract 
By George Deery appearance on the country’s high-| Five Promoted the Texas Co., New York, is chair-|for 1950 with Joie Chitwood Auto ' 
Associate Editor ways, the magazine adds. Four top executives of Meldrum|man of the OIIC motion picture| Daredevils, Inc., it was oe i dia 
“ i p? i , d ‘ i m7 |last week by Gordon redge, 
- t, The Art of Living on Wheels”|& Fewsmith, Inc. Cleveland and|sypcommittee which is in charge 70! 2 
ia tne nee era stresses the latest accessories and| Detroit advertising agency, have! ¢ reparation and production of|™anager, advertising and salcs " 
, ‘ ow gadgets that make for greater safe- Ee : : promotion, Ford division. 
pear in the June issue of Esquire the new motion picture. ers 
agen ion i ————— ee : . The Chitwood shows, which fes- 
magazine. The section is both a his-| while driving. ° . Phassorgpates ce dalehier th son 
Se eet eee ee Heads CE Ofc ie sees 
a, Sere Romy, i Pe ule? Henry T. Ewald, president of| +, attract more than 5,000,000 pe: ne 
publishing firm announced last | ' Campbell-Ewald Co., has announced | *° 9" ers 6 
week. It’s reported in ad circles that the appointment of Milburn Johns- | 80S in 1950. The shows, which have 
It begins with a nostalgic nod Arthur Kudner agency will take ton, San Francisco branch man-| been expanded to five troupes, will "7 
: “ over the GMC Truck & Coach ager, as a vice-president of the| appear in every state in the nation 
in the direction of the “get-out- ; cre 
ent-undes” days in a color ar- division account. D. P. Brother & agency. More than 2,000,000 persons saw & | 
ticle entitled “The Goggles and | ©® ‘8 said to be resigning the Prior to his transfer to open the|the 300 Chitwood shows last year ing 
Duster Boys Ride Again,” which | “Count Apr. 1. Other GM ac- San Francisco office, Johnston was|under Ford sponsorship, the divi- pre 
tells about the Antique Automo- | counts handled by D. P. Brother Joseph Fewsmith Harry Guest account executive and member of|sion states. cre 
bile Club of America. are Oldsmobile and AC Spark been advanced tu new positions by | See = a ame = 
One of the outstanding features| Plug. a oa the agency’s board of directors. Pp 1 
of the article is the section called . Joseph Fewsmith, one of the an 
“Faces of Achievement,” photo- Curtains agency’s founders, was elevated - 
graphs of the nine top men in the The Morning Mail at Miami |from the presidency to the board ing 
automotive industry by Yousuf! Beach, Fla. closed on its 37th | chairmanship; Harry Guest was TIVE H ye jab 
Karch. day of publication. Harry Voiler, | elected president, and E. Theodore Th. 
Esquire’s “Parade of Today’s| editor and publisher, stated in a | Morris and Raymond G. Simmons me: 
Automobiles” illustrates in  full| front-page editorial that “tem- the 
color 10 of the most outstanding! porarily this is our last issue,” oat 
new models soon to make their! adding that “we tried to finance wher 
. nes 
sti 
ab 
SPEED SERVICE SALES! = 
ig po 
re 
tw 
CARBON INTERLEAVED kK. T. Morris RK. G. Simmons a 
REPAIR ORDERS were elected executive vice-presi- div 
dents. R. J. Wagner was elected pro 
secretary. que 
Guest, Simmons and Morris, all con 
of whom have been officers for the A 
past several years, will share man- rep 
agement responsibilities. ret 
Founded on April 1, 1930, Mel- faci 
drum & Fewsmith has grown from Bre 
three employes to cer 
more than 90 and aT me! 
now serves 26 cli- t T 
ents. Prominent for’ 
among its clients ter 
are Dearborn Mo- rep 
tors Corp., Cleve- and 
land Trust Co., { An 
Glidden Co., | Re- Automotive advertisers used more space rec 
Convenient Carbon Interleaved Repair Orders public Steel Corp., ‘n The Mil oe 1 th D of 1 
speed the handling of service sales and put an end Willard Storage a ee an ae “ 
to fumbling with carbon paper. Battery Co. and other newspaper in the country in 1949 | 
L paper. ee erel ; Seiberling Rubber 1.544.439 li di to Medi rel 
Each set of Repair Orders is an individual unit, R. J. Wagner Co. —1,0%4, —— ee —_— tu 
complete with fresh, one-time carbons that insure | The agency’s new president has Records (second, Detroit News—third, = 
legible, easy-to-read copies. No carbons to insert! — Pig og 3  tadenegge ge ed Miami Herald). There’s top buying pow- hit 
No cumbersome machine to handicap free use of merly represented Curtis Publish- er in Milwaukee—50% above the U. S. = 
both hands! No carbon jams! And carbons remain ing Co. in Cleveland. Morris and heuiiy evtnume. Aad tem euewenle oov- 
in the set until Cashier makes the final entry! Simmons, both native Cleveland- hing 94% “pau gel 
: ° : : ers, have served Meldrum & Few- erage reachin 0 oO 1 
During rush periods your Service Salesman can jot smith 18 and 19 years, respectively. a ce 
down the essential information, keep the sets in- oT ae . 
tact, and hurry to the next waiting customer. Rou- Rostes Drive ‘ D 
tine information such as make, model, mileage, Institutional “T 


etc., can be filled in later. 

For greater efficiency, fewer errors, and quicker 
service during rush periods, change to modern Car- 
bon Interleaved Repair Orders. They pay for them- 





selves in actual time saved! 




















SERVICE SALESMAN 
The Service Salesman carries only 8 or 
10 sets, ready for instant use, in the 
convenient, compact Write-Up Cover 








advertising copy 
will be placed in Canadian mag- 
zines and 1,400 line-ads in larg- 
er daily newspapers to publicize 
the British vehicles manufactured 
by Rootes Motors, Ltd. 


* * * 


McDonough Dies 


Frank McDonough, 44, editor of 
Better Homes and Gardens, suc- 
cumbed to heart disease in Des 
Moines last week. In 1928 he joined 
Meredith Publishing Co., publisher 
of Better Homes and Gardens and 
He became 





GET RID OF 


Solve This Serious 


GAS FUMES 


Problem With A 


National Approved Underfloor System 


For the garage owner planning a new building or extensive remodeling, 
National has designed and engineered 3 systems for effective removal of 
poisonous carbon monoxide gas and smoke. National underfloor systems are 
completely fabricated at factory and shipped in packaged unit—nothing else 
to buy. Proven adequate and dependable, National has thousands of installa- 
tions in every part of the U.S. Send a rough drawing of your service urea, 











; . Successful Farming. ; te ; . : 

. . + mo clumsy machines to carry... : o showing stall positions. We will gladly supply you with plans to suit your vari 
no fumbling with carbon paper. editor of the former in 1938. needs. Literature on request. cide 
+ * + tae 
Oil Plug Standard Kit, 2 dual floor ble 
: inlet i 4 t | 
PARTS DEPARTMENT A 16-millimeter sound motion|| jim W 

The Invoice and Office Copies are re- picture is being produced by the $3950 issu 
onved by ae anata intact, Oil Industry Information Commit- aan 

complete with carbon, ready for smme- tee as another step in its cam- f.0.b. Decatur. Com 
. 3 ° .0.b. i plete pack- 
ees: ~ no carbon to in- paign to help the public become ogee kit, pre ee one — 
1 e | : : e ower — undertioor uct wor 
8 | better acquainted with the indus- (requires merely encasing in pres 
try. Louis de Rochemont Associates, poured eree) Tenis wpe rock 
. . : an 1al-O-Ven oor assembly 
CASHIER Inc., will produce the 30-minute allows dual service - each in- Tl 
= Copies are received by the Cashier with a. ee ext ‘sions, $48 a ‘Ilustration = 
: - extensions, each. ustration + 

carbon intact. Labor costs are entered Film Counselors, Inc., New York, shows standard unit plus 2 extra coal 

and the entire Invoice footed with the will supervise it. “24 Hours of Gul lalate, the 
assurance of clear, legible copies in ac- Progress” will give a round-the- took 
curate register. = eS eS National also makes a complete packaged kit for Overhead installations dist 
WRITE TODAY FOR FREE LITERATURE AND SAMPLES P : —$187.50. Flexible metal hose, motor and blower units, cast aluminum girls 
ASK FOR FOLDER RR-337 petroleum products play in the a 
lives and habits of the nation’s floor assemblies and accessories available. Write for complete catalog. bool 
150,000,000 residents. It is expected seve 

? to be completed late this summer, e * s and 

o) so that it will be ready for public Th N { 1S { [G V { | { 
7 R aay 0 L 9) 5 4 R EY 0 L 9) s) showing prior to Oil Progress Week ec a lona YS em 0 ara € ei l a 10n AU 
; next October. b 

BAY TON 72-0210 : LLG fo! 41 vi a The new motion picture will World's Largest Manufacturer of Exclusive Garage Ventilating Equipment meth 
wir ra — P pe ata . EPT. 2A, 318-330 N. R T., what 
a Teele) 400 W. PICO BLVO LOS ANGELES complement the 1949 production, D 2A 8-330 CHURCH S DECATUR, ILLINOIS an 4 
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SERVICE SECTION 





NEW YORK.—How does an auto- 
motive dealer go about getting a 
credit and financial rating? 

This is a question that new deal- 
ers often ask. The answer contains 
some details that will undoubtedly 
interest the “old-timers” as well. 

To begin with, the dealer does 
not actually do anything to obtain 
a rating, and he does not have to 
pay anything either. 

As soon as he opens for business, 
credit-reporting agencies, like Dun 
& Bradstreet, are interested in list- 
ing him in their rating books and 
preparing a report on him so that 
credit information is readily avail- 
able to any concern witn which he 
places an order. 

The credit agencies use several 
means of obtaining information 
about the newcomer and for keep- 
ing their reports constantly up-to- 
date on the established merchant. 
The most satisfactory and reliable 
means of obtaining a large part of 
the information is by personally 
calling on the merchant and inter- 


viewing him at his place of busi- | 


ness. 
To do just this, Dun & Brad- 
street for instance, employs 


about 2,000 reporters. Approxi- 
mately 25.000 part-time corres- 
pondents fill in with information 
required from time to time be- | 
tween the reporters’ regular calls. | 


The correspondent in each case is | 
a local resident—often a lawyer, | 
banker, business man, or other in- | 
dividual who understands business 
problems and has an intimate ac- 
quaintance with his local business 
community. 

As a further means of keeping its 
reports uy to date on the 3,000.000 
retailers, wholesalers, and manu-| 
facturers of the country. Dun &| 
Bradstreet mails to individual con- | 
cerns requests for financial state- | 
ments from time to time. 

To verify and supplement the in- | 
formation received by personal in- | 
terview and by mail. the credit! 
reporter goes to the local banker | 
and to the merchant’s suppliers. | 
And he checks local court house | 
records for information on changes | 
of title, fires. liens and the like. 

All this information, properly 
evaluated and interpreted by the 
reporter, provides a reliable pic- 
ture of the merchant and an 
estimate of the nature and extent 
of the risk involved in selling 
him goods or services on credit. 





Crowd-Pleaser 
Plymouth’s Safety Book 


In Heavy Demand 

DETROIT. — Safety is a mighty 
ponular thing with most people. 

That is the conclusion of W. B. 
Rice, Plymouth | 
director of serv- 
ice, after watch- 
ing the public ac- 
ceptance of a 25- 
page booklet 
called ‘‘Good 
Driving ‘4 


tices” which was 
published by his 
department. | 

Requests for} 
the booklet have | 
come from such} 





W. B. Rice 
varied sources that Rice has de- | 


cided that “Just about everybody 
is interested in safer, more sensi- 


ble driving.” 
_ When the publication was first 
issued, only 12,000 copies were| 


printed and they were sent to auto- | 
mobile dealers who sell the Plym- | 
outh car. Six months later, the | 
printer had made a dozen more 
press runs and circulation had sky- | 
rocketed to 170,000. 

The commissioner of public safety 
of Bermuda asked for a supply, an 
army post in Hawaii wanted the 
booklet for use in driver training, 
the police department at Detroit 
took it for traffic school and for 
distribution among school boys and 
girls who are learning to drive. 

Additional distribution of the 
booklet has been effected through 
seven major insurance companies 
and the National Safety council. 


AUTOMOTIVE NEWS WANT ADS have 
been proven the quickest, least expensive 
method of reaching the men who want 
what you have or have what you want! | 
See the back pages of this issue. 





How Credit Is Rated 


When Dealer Opens Firm, Agency Checks Owner, 
His Bank, Suppliers and Courthouse 





| The merchant’s supplier or pros- 
pective supplier may obtain the 
| information in the form of a 
| eredit report. 

The information about the mer- 
chant is further boiled down in two 
symbols appearing alongside his 
name in the “Reference Book,” the 
| Dun & Bradstreet rating book, 
| which contains the names, credit- 
| capital ratings, line of business, and 
other significant data on the re- 
tailers, wholesalers and manufac- 
turers of the U. S. and Canada. 


The average number of changes 
in the “Reference Book” is 7,000 
daily, representing an average of 
nearly 2,000 new names, 1,900 dele- 
tions and 2,700 changes in ratings. 
The balance represents changes in 
trade styles and in bank listings. 
| Dun & Bradstreet says the “Ref- 
erence Book” is the largest regu- 
larly published volume and requires 
a large privately-owned printing 
plant at Brooklyn, N. Y., for its 
production. 


| 
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FORD AWARD GOES TO BERRY—Berl Berry (center, 
accepts the Four-Letter award for operatin 
assistant sales manager of the Kansas City district. J. 


dealer, 


A 


in dark suit), Kansas City Ford 
excellence from G. O. Simmons, 
. Newton, district business manage- 


ment manager (extreme left); G. C. Bergstrom (third from right), general manager of the 


dealership, and other Ford and dealership men look on. 


I-H Plans Parts Depot, 
Sales Office at Columbus 


COLUMBUS, O.— The purchase 
by International Harvester of an 
ll-acre tract of land located on 
Kinnear road was announced here 
by N. G. Hites and C. L. Sears, 
managers of the company’s general 
and motor truck sales offices. The 
property adjoins a_ six-acre plot 
purchased by the company in 1947. 

International Harvester’s present 
plans call for the eventual con- 
struction of a building to house a 


service parts depot, a machine 
transfer operation and a general 
sales office on the 17-acre tract. 
Work on the new building will 
probably not start before early 
1951. 


Renamed Weaver-Beatty 
Hoskins-Beatty Motor Co. (Olds- 
mobile), Denver, is now operating 
under the name of Weaver-Beatty 
Motor Co. Roy J. Weaver, founder, 
said he will now devote full time 

to the operation of the company. 


Gulf Oil Shuffles 


roe 





—every one! 





ody and fender repairs for far less 
money with Met-L-it—the new 
extra-tough, extra-dependable cold 


metal. ‘eM 
per iNiSH SS ew sory 


ucts 


Spray wax, upholstery tint, trunk 
interiors and convertible top coat- 
ing can be sprayed on for speed 
and low material cost. Refinishing 
is practical and profitable! 
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Marketing Setup; 


Promotes Frizzell 


PITTSBURGH. — Marketing of 
tires, batteries and accessory mer- 
chandise for Gulf Oil Corp. has 
been made a responsibility of the 
domestic marketing department, 
according to C. M. Gile, vice-presi- 
dent. It formerly was handled by 
the Gulf Tire & Supply Co., which 
in the future will be concerned 
primarily with supply. 

Another announcement named L. 
W. Frizzell, formerly sales man- 
ager of Gulf Tire & Supply Co., 
manager of the tire, battery and 
accessory unit. He will be respon- 
sible for all marketing programs 
and sales policies relating to tires, 
batteries and accessories. 


Continuing as president of Gulf 
Tire & Supply Co. William C. 
Eaton will direct supply planning 
and procurement of tires, batteries 
and accessory items. 


AUTOMOTIVE NEWS, the Newspaper of 
the Industry, read by everyone who counts 
in America’s No. 1 Industry . . . an esti- 
mated more than 100,000 cover-to-cover 
readers weekly! 
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. APPEARANCE RECONDITIONING 
INCREASES YOUR USED CAR VALUES 


Buy them right... Fix them right... and you'll sell them right 


Carsmetics appearance reconditioning is a planned procedure — 
planned by an expert to make reconditioning of used cars a practical 
business method. You can profitably recondition used cars with 
Carsmetics, because Carsmetics products are time and labor savers 


You can get all the potential profit out of used cars when you use 
Carsmetics appearance reconditioning. Ask your Wu1z jobber for 
details, or write direct for a descriptive booklet. 


’ 

Body repairs Lean EM 
boost profits! — 
You can make 

exterior finishes, windows and in- 
terior upholstery in a fraction of 
the time you would ordinarily 
spend. Chemicals do the work— 
you save on labor. 


Carsmetics 
products 
clean chassis, 


l EM Appearance is 


ae to §6g€L 
speed application of materials. —_— 


the biggest 
factor in used 


car sales. With Carsmetics, you can 
put new sales appeal and new prof- 
its into your cars. Make recondi- 
tioning pay—with Carsmetics! 


Look for the new Carsmetics line at your 
nearest regianal automotive trade show. 






aot TTY ve 


R. M. HOLLINGSHEAD CORPORATION + Camden 2, New Jersey 
Canadian Offices: Toronto - Warehouses: Dallas, San Francisco, Chicago 
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Trust Judgment Clarified 


(Continued from Page 1) 


cancellation was the violation by 
Emich Motors of the terms of the 
franchises and a course of conduct 
relating to customer service and 
financing practices resulting in 
serious dissatisfaction on the part 
of Chevrolet purchasers and justi- 
fying termination of the fran- 
chises.” 

Evidence designed to show pack- 
ing of finance charges was among 
that excluded by the trial judge. 

The appeals court opinion said: 

“The importance of the issue 
relating to evidence of over- 
charges is emphasized by a state- 
ment of counsel for plaintiffs 
when the matter of this court’s 
assertion that General Motors 
could deal with unscrupulous 
dealers was under discussion, 
‘You are going to rule us out of 
court if you make that ruling.’” 

The reversal opinion was written 


by Judge Otto Kerner, father of 





ABSOLUTELY 


Td YoU ——~ 


Here’s a promotion you can’t 
afford to miss! It will help you 
sell more white-walls — and it 5 


costs you nothing! 


U. S. Attorney Otto Kerner jr., who 
led the recent prosecution of Pres- 
ton Tucker and seven other co- 
defendants, who were found not 
guilty in Judge LaBuy’s court. 

Concurring in the unanimous rul- 
ing were Judges J. Earl Major and 
Nathan Swaim. 


+ + * 
FURTHER criticism of Judge La- 
Buy was expressed on the 


grounds that evidence he allowed 
and barred “wrongly prevented a 
fair presentation (by General Mo- 
tors) of a legitimate defense;” that 
his instructions to the jury were 
held prejudicial and in one instance 
“needlessly confusing.” 

According to the appeals court, 
Judge LaBuy, after correctly de- 
fining the extent to which the 
earlier indictment might be used 
by Emich’s lawyers, thereafter “did 
not conform to or correctly follow 
his own ruling.” 


With reference to the indict- 


ment, the opinion held that the 
most serious error was in permit- 
ting it to be sent to the jury as 
an exhibit in the case. 

Referring to the criminal case, 
the opinion stated: 

“But we have shown that since 
it was unnecessary for the govern- 
ment to prove the performance of 
any of the acts or means, except 
for the purpose of establishing 
venue, in order for the jury in 
the criminal proceeding to find de- 
fendants guilty, it was for the court 
to examine the indictment as an 
aid in determining or defining the 
issues presented by the earlier case, 
and it should not have been intro- 
duced as an item of evidence in 
the proceeding here inyolved.” 

+ * + 
HE opinion accused Judge. La- 
Buy of “misconception” regard- 
ing the circuit court affirmation of 
the guilty finding in the trial pre- 
ceding the Emich vs. GM case. 
“The error of permitting the 
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DeSOTO FACTORY DISPLAY AT WASHINGTON SHOW—Part of the display at the 
Washington Automobile Show was this animated display of the DeSoto front-end suspension 
The display is covered in clear plastic and cutaway sections permit visitors to watch the 
workings of the hydraulic brakes, shock absorbers, springs and other movable parts under 
simulated driving conditions. Another animated factory display demonstrates the Tip-Toe 


Hydraulic Shift and Gyrol Fluid Drive. 


indictment to be used as evidence 
was not only not corrected by 
the instructions (to the jury) but 
was, in fact, aggravated,” the 
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Illustrated is the S.0.S. glove-compartment folder that 
last year “‘sold” thousands of motorists the idea that, 


at last, white-walls are 
supply of 25 folders is 


easy to keep clean! An initial 
yours for the asking (use the 


coupon). Each folder carries a return card for a free 
sample package of S.0.S. (You get credit for the gift.) 





size 14x 28 in 
full color, this 
banner helps 
you sell white- 
wall tires. 


WHITVE-WALL 


Dress Up Your Car With 


VIRES 








YES—FREE T0 YOU 


SAMPLE PACKAGE 


We'll prove it—S.0.S. removes road 
discoloration and scuff 
marks, like magic! Let us send you 
a free sample package of S.0.S. to 


grease, 


try on your own white-walls. 


mete Pi _ : 
FREE Bor te oe tO 


i 


Pads 


oc 





SURVEYS PROVE IT! Tire experts, auto dealers, 
car owners agree: S.O.S. really cleans white-walls! 
Claims accepted by Good Housekeeping Magazine and 
approved by leading tire makers. 





sample package of $.0.5S. 


Address. 


Zone. 
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FREE Write the $.0.S. Company, 6201 W. 65th St., 


Chicago 38, Iil., for your initial supply of 25 glove-compart- 
ment folders, plus one giant window banner, plus one 


State. 


appeals court ruling pointed out. 

Handling the successful appeal! 
for General Motors were Attorneys 
Henry M. Hogan and Ferris Hurd 
of the firm of Pope and Ballard, 
Chicago. 

Emich’s attorneys are A. Bradley 
Eben and Thomas D. Healy. 


. 
Suit 
(Continued from Page 1) 


been brought by the defunct Fed- 
derson Motors, Inc., Greeley, Colo. 

Fedderson charged that Ward 
and the Hudson company con- 
spired to force him out of busi- 
ness as a Hudson dealer by threat- 
ening to cancel his dealer’s 
franchise unless he would sell new 
cars at above-ceiling prices. 

. * . 

T= Greeley dealer also claimed 

that Hudson and Ward had 
attempted to force him to maintain 
a business establishment that was 
too large for the area he served, 
and that they discriminated against 
him in the number of new cars 
he was allowed to receive, the 
prices he was charged for them 
and in the services granted him. 

Judge Symes dismissed the suit 
on the ground that it failed to 
state a claim on which judgment 
could be granted. 

In the appellate court opinion, 
Judge Sam G. Bratton stated there 
was not sufficient evidence of in- 
jury to the general public to war- 
rant prosecution under the civil 
section of the Sherman antitrust 
act. 





* * + 


Preston Suit Retrial 


Set for Early Hearing 

COOPERSTOWN, N. Y.—Retrial 
of the breach of contract suit 
brought by Clarence E. Preston, 
head of Preston Motor Sales, Inc., 
Oneonta, N. Y., against Chrysler 
Corp. and two co-defendants, is 
number one on the calendar sched- 
uled for hearing here. Those named 
with Chrysler as defendants are 
Timothy L. McManus, Syracuse re- 
gional sales manager for the cor- 
poration’s DeSoto division, and for- 
mer Chrysler sales manager Albert 
B. Showman of Schenectady. 

Preston's suit lists 10 causes of 
action, all of them based on a De 
Soto-Plymouth dealer franchis« 
Preston says was awarded to him 
by Chrysler on Sept. 27, 1939, and 
which, he alleges, was “wrongfull) 
cancelled” by the defendant com 
pany on Dec. 6, 1947. 





R. I. Bill Hits Contracts 


For Exclusive Dealing 


PROVIDENCE, R. I.—Con- 
tracts under which major dis- 
tributors compel their retail out- 
lets not to handle the goods of 
competitors would be outlawed 
in Rhode Island under terms of 
a bill introduced in the state 
legislature at the request of the 
Blackstone Valley Gasoline Deal- 
ers Assn. 
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Nash Pension OK Claimed... . 





UAW Now Bucking 
All of Big Three 


(Continued from Page 1) 


lighted by a call for pattern-plus|for the 


pensions of $125 a month. 
* * o 
A* A Detroit rally of Chrysler 
“*% strikers, held as the shutdown 
entered its seventh week, UAW 
President Walter P. Reuther 
warned that the demands on Chrys- 
ler would be increased for each 
added week of the tieup. 

Reuther’s defiance notwith- 
standing, government mediators 
were keeping negotiations going 
on a daily basis last week. Reu- 
ther also said the union was 
shooting for $200 monthly pen- 
sions within 10 years. 

Reuther also declared that Nash 
had agreed to set up a funded-type 
pension plan. Nash spokesmen de- 
clined comment. 

The unpublicized fracas over 
funding of the Ford pension plan 
served to complicate arrangements 
for putting the program into effect. 
First payments to Ford pensioners 
are scheduled for April 1. 

Estimating that its economic de- 
mands on GM amounted to 31 cents 
an hour, the UAW also served 
notice that it would insist on a 
union shop in the new GM con- 
tract. The NLRB election on a 
union shop among GM employes 
resulted in an 88.6 percent “yes” 
landslide. 

* . * 
LL IN all, the peace outlook on 
the auto labor front was at its 
bleakest point in a long while last 
week, in spite of the settlement 
of the coal miners’ strike. 

One potent reason for the union’s 
extra burst of militancy, perhaps, 
was the newly-invoked power of 
the UAW Executive board to amass 
a “war chest” during a protracted 
major strike. 


UAW Secretary-Treasurer Emil 
Mazey reported that the union 
was raising nearly $700,000 a 
week as the result of the $1 
weekly assessment being imposed 
on all of the UAW’S working 
members. 

The union's top directorate can 
levy this strike tax for as much 
as 12 weeks after the second week 
of a strike involving over 50,000 
workers. 

* . * 

OHN L. LEWIS’ offer of a $1,000,- 

000 loan to the UAW was re- 
jected by Reuther Wednesday, who 
thanked the United Mine Workers 
but said the auto union did not 
have to “borrow” money to sup- 
port the Chrysler strike. Reuther 
implied the UAW would accept any 
outright gift Lewis might care to 
make, however. 

Here is a digest of the labor 
situation confronting each of the 
Big Three auto makers as of 
press time Thursday: 

CHRYSLER: Strike six weeks 

old, with union threatening to in- 
crease its demands on corporation. 
Union leaders vow they'll keep 
workers out “until hell freezes over” 
to gain a funded pension plan, 
| jointly supervised. Chrysler cites 
| $132,170,096 net profit of last year 
|} to support contention its financial 
integrity is sufficient assurance of 
'its long-range ability to pay pen- 
sions. Negotiations on pensions 
}and contract demands continuing 
on daily basis. 

GENERAL MOTORS: Economic 
benefits, including $125 -a- month 
Pensions, demanded by union in 
31-cent-an-hour package. Other 





key demands: abolition of the es- 
calator-wage plan which recently 
lowered GM pay scales by two 
cents an hour; retention of and 
increase in the “standard-of-living” 
annual pay boost introduced by 
3M two years ago; triple time for 
10lidays worked, double time for 
Sundays worked and time-and-a- 
ialf for Saturday work; a “com- 
)rehensive” health insurance 
icheme; a union shop. Negotia- 
ions on the contract, which ex- 
dires May 29, will commence early 
1ext month. 

FORD: It was reported that the 
‘funding” rhubarb dividing the 
company and union was headed 


impartial umpire. With 
the pension plan already in effect 
and payments slated to start in 
three weeks, a basic difference of 
opinion over financing had devel- 
oped. Ford maintained all it needed 
to contribute to the company-pay- 
all pension fund was enough cash 
to underwrite all current pensions. 
The union wanted regular com- 
pany investments of 8% cents an 
hour for each Ford employe, re- 
gardless of the total liability to 


pensioners. 

A UNION proposal to settle the 
+% Chrysler strike was rejected on 
March 3, a day after the corpora- 
tion published its annual financial 
report, 

The proposal said the union 
would agree to call off the strike 
upon corporation acceptance of the 


* * * 





AT GM'S GALA NIGHT IN LOS ANGELES—Guests at the GM Automobile Night in that 


city recently included, left to right: ae 
Pontiac at South Gate, Calif.; William Hu 


L. Clark, plant manager for Buick-Oldsmobile- 
fstader, distribution vice-president of GM and 


executive speaker for the occasion; Virgil Pinkley, publisher of the Los Angeles Mirror; 
Norman Chandler, publisher of the Los Angeles Times, and Lynn Ballagh, Buick zone man- 


ager and vice-president of the GM club. 





union’s pension plan, with all un-|/ pressure for greater union-security 


resolved contract issues to be sub- 
mitted to arbitration 30 days fol- 
lowing plant reopening. 

Although the result of the GM 
union-shop vote is not binding, it 
undoubtedly will prop up UAW 


in the GM contract. 

Under the Taft-Hartley law, 
the union must obtain approval 
of more than half che eligible 
workers in a company in order 
to effectuate a union shop. The 
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only union-shop auto makers are 
Ford and Kaiser-Frazer. 

Statements issued by labor and 
management, each claiming the 
other party to their dispute all 
wrong, suggested a long strike at 
the Fisk Tire plant as the walkout 
of 3,000 production workers en- 
tered its second week, meanwhile, 
in Chicopee, Mass. 

Factory Manager Thomas E. 
Clark said the company would be 
violating its contract with the 
union if it were to negotiate dur- 
ing a work stoppage. He suggested, 
therefore, that all workers would 
have to return to their jobs before 
any concrete effort was made to 
end this strike. 

In a statement issued by Presi- 
dent James J. Reilly, Fisk Local 
11 of the Cio United Rubber Work- 
ers Union declared: 


“More than 2,000 members of 
this union yesterday reaffirmed their 
stand of last week to stay away 
from work until recording devices 
on tire-building machines, termed 
mechanical spies, are removed.” 

—Mac Gorvon 


AUTOMOTIVE NEWS WANT ADS have 
been proven the quickest, least expensive 
method of reaching the men who want 
what you have or have what you want! 
See the back pages of this issue. 


ONLY Porto-Power does all this 


Here is a PARTIAL list of “Porto-Power” uses: 





Now, when bidding on body and repair jobs is sharp 
... when reconditioning costs must be a minimum... 


You'll say: “I’M GLAD | OWN A PORTO-POWER” 


On many jobs “Porto-Power” is the difference between 


getting or losing business and between profit or loss! 


It’s sound to get all the push-pull-clamp-bend-spread- 
press ““Porto-Power” equipment that’s built for your oper- 
ations. You'll be astounded at the time it slashes off count- 
less jobs throughout your shop! Only “Porto-Power”’ does 
all the work listed on this page. 
to recommend a selection of ‘Porto-Power” equipment 


most vital to your future. 


BLACKHAWK 


“Porto-Power”’ is the exclusive (trade name registered) product of _BLACKHAWK MFG. CO., Dept. P4030 Milwaukee 1, Wis. 





THE 





Portable Stands 
and Presses 


5 Hydraulic Units in 
2, 7, 10, 20 and 50- 


“PORTO-POWER” LINE 





Scores of 
time-saving 
attachments 


ton capacities 


Ask a Blackhawk jobber 





1S ALL THIS AND MORE 


2G 


Spee-D-Couplers 
— permit range of 


Coy 


Specialized rams to be served 
Hydraulic by one pump 
Rams 








GENERAL REPAIR 
worK 


Remove car, truck and trac- 
tor wheels and spindle 
(king) pins — spread 
springs — push out press- 
fitted and rusty parts—re- 
move and insert piston pins 
— line up motor support 
brackets—align assemblies 
and accessories. 


PRESS OPERATIONS 


Re-bush_ spindles— remove 
and replace gears, bearings 
and pins—re-arch springs— 
Straighten rods, bumpers 
and parts. 


SPECIAL FORD REPAIR 
worRK 


Remove and insert shackle 
studs — remove spindle 
pins on both passenger cars 
and trucks — pull wheel 
hubs — spread springs. 


AUXILIARY FRAME 
AND AXLE WORK 


Straighten Gomaged or mis- 
aligned frame horns, and 
bent, swayed, sagged or 
dented frame members — 
straighten bent axles and 
knee-action assemblies — 
remove and install axle 
bearings, drive shaft and 
rear axle housings. 


RECONDITIONING AND 
MAJOR BODY WORK 


Square bodies — etssighten 
smashed and dented body 
anels and turret tops — 
ine up and reshape doors, 
window frames, rear deck 
openings and luggage com- 
partments—straighten floor 
structures, door posts and 
radiator cores—restore door 
curvatures—pull down orf 
raise fenders — push out 
fender dents—remove and 
insert hinge pins — fe- 
shape bumpers. 








Reck-Rack 
— for rigidly 
holding body sections 
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‘A Guide . ‘dinette Selling’ . toa 
Used-Car Allowance 


(Continued from Page 15) 


know the price before he can sign 
the order. When we get to this 
point let’s say: 


“Mr. Prospect, you have picked 
an opportune time to trade in your 
car. There is a market for used 
cars. No other merchandise in to- 
day’s market will bring as much 
in comparison with what you paid 
for it as an automobile, Let’s you 
and I just go out and check your 
car over to see how much work we 
would have to do on it before we 
could sell it, in order that we can 
give you the highest possible price 
for it.” 

The purpose of saying that is to 
put the thought in the prospect’s 
mind that whatever the allowance 
may be, it will be high, 


who appraises the car. Some use 
the new-car salesman, Others use 
an appraiser. In either case the 
appraisal should be instantly and 
carefully made. 

Instantly, while the prospect’s 
enthusiasm from the new car can- 
vass is at its peak. A delay is often 
fatal because it gives time for 
other salesmen to get in on the 
job, Carefully, because this creates 
confidence. 


We start off with the admitted 
local price for the car being 
traded. This is the price being 
quoted in the classified columns 
of local or area newspapers, The 
prospect reads the papers. He 
knows the price that cars of his 
make, year and body style are 





N. Y¥. FORD DEALERS HEAR COUNCIL REPORT—Four hundred from the New York area 


and their sales managers heard a report from Ralph Bonnell, 
The meeting was dramatized by district sales manager Nelson F. Bowe, 
display signs, 
specially painted Ford car and other props. 


national council. 
with track hurdles, 


their representative to the 


bolts of lightning that flashed at appropriate times, a 


determined and accepted, tell the|and probably take in another car 





currently being advertised for. 


If he doesn’t know, show him. 
Keep a folder or carry around with 
you a scrap book of current local 
used-car ads. This inspires confi- 
dence. 

Then with the advertised price 


Appraisal Plan 


OW you are ready for the ap- 
praisal. The technique employed 
will make or break the deal. Deal- 
ers’ policy varies with respect to 


involved, to get the advertised 
price, had to put the car in sale- | 
able condition. In addition he had 
to pay salesman’s commissions, 
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A GREAT OIL MADE 
EVEN GREATER! 


Yes, the new Havoline is custom-made 
. . the best motor oil money can 
buy! It passes all requirements for 

heavy-duty lubricating oils, including 


the tough government and industry tests! 
motor oil. 


And available for 
Texaco Dealers to use 
locally —banners, 


window streamers, 







direct mail, special 





us give-aways, and other 
34 Custom-Made Havoline 

-+- OVER MILLION 

POSTER MESSAGES DAILY 


+ promotion items... 


a great custom-made 


Thousands of poster boards—coast to coast on ks 

the highways and in the towns during March and 
April. Every poster a brilliant stopper, a solid di i reXrY 
reminder of the new Custom-Made Havoline, No won ea bus 


sold under the big red Texaco star. 


Sk UY Ch/ef and FIRE-CHIEF casounes 


HAVOLINE and TEXACO MOTOR OILS MARFAK CHASSIS 
LUBRICATION - PT ANTI-FREEZE - REGISTERED REST ROOMS 








prospect that each of the dealers|to get the advertised | Price. 


| Starting Price 


O WE start at the current selling 
price. Then we go out for a ride 
overhead, arrange time payments|in the prospect’s car to see what 


for TEXACO DEALERS- 


CUSTOM-MADE HAVOLINE 


...with a CUSTOM-MADE advertising and 
sales promotion campaign to match! 


+ over 50 mittions REACHED 
REGULARLY 
ON TV—IN MAGAZINES! 


Custom-Made Havoline is now 

shown and sold on America’s No. 1 
Television Show, starring America’s 

No. 1 TV performer, Milton Berle. 

Week after week, in the leading 

national magazines, big full-page, 

% full-color ads are telling car owners 

everywhere about this great 



























_ SERVICE SECTION 


will have to be done to it before we 
can get the highest possible prive 
for it. 

The salesman or the appraiser, 
whichever is to do the appraising, 
should make use of an apprais.l 
form. The purpose of the apprais:l 
form is two-fold. First, it will re- 
mind the appraiser what to look 
for. Second, it convinces the pros- 
pect that you are using care ard 
not guessing. 

It is extremely important, when 
the negotiations are handled by 
an appraiser, that both the pros- 
pect and the salesman are pres- 
ent during the entire appraisal. 
Check over the old car with the 
prospect in detail, 

If there are two tires that are 
badly worn, just remind him that 
although you told him that a good 
market existed for used cars, still 
the man that you have to sell this 
car to wants exactly the same thing 
in a used car that he would want 
in a new one; he wants appearance, 
|performance, safety and economy. 
Certainly there is neither safety 
|nor economy in wornout tires, and 
if you are going to get the highest 
price for his old car, you will have 
to replace two tires, and two tires 
of that size are $15 apiece, or $30. 

> * o 


The Old Game 


H= WILL probably tell you that 
when he was thinking about 
keeping his old car and having it 
fixed up (now its’ about to come 
out—the car is not as good at this 
point as it was before) he went to 
some chain store and priced tires 
at $10 each that certainly were 
good enough to put on that car to 
sell it. 

Just tell him that if he were 
going to keep the car himself, he 
probably wouldn’t want that kind 
of tires, but we won’t argue with 
him, we will take his own figure. 
Two tires at $10 each is $20. Then 
|check the paint on his car. 

If it is dull or scratched or 
worn, what is the first thing a 
used-car buyer looks at when he 
starts to buy a car? Appearance, 
isn’t it? Now if you are going to 
get the top price for that car, 
| you will have to figure on a paint 
job. 

The prospect will quickly tell you 
about all of the places that have 
offered to paint his car for $30. 
Again remind him that if he were 
| going to keep the car, he probably 
would never be satisfied with that 
kind of a paint job, and that when 
we sell his car as a matter of ac- 
commodation for him without a 
cent of profit, we are assuming the 
obligation of satisfying the man 
who buys it, and that if we are 
going to be honest in our dealings 
| with all of our prospects, we can’t 
rob Peter to pay Paul. But we won't 

(Continued on Page 65, Col. 1) 








| Buffalo’s 


LARGEST 
Newspaper 


284,000* Sunday Circulation 
and Growing Every Week 


Blankets the great 8-county 
market of Western New York 
where more people live than 
in any one of 16 states — and 
where retail sales are greater 
than in any one of 17 states. 
In selling this market of 
1,400,000 your dollar in the 
Courier-Express buys greater 
impact on the families with 


more money to spend. 


It Gets Results 

| BECAUSE 

| It Gets Read Thoroughly 
#A.B.C. Audit 9/30/49 
BUFFALO 





‘(tte tae 


BING 122d Pete 


REPRESENTATIVES 


OSBORN, SCOLARO, MEEKER & SCOTT 
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‘A Guide to Automobile Selling’ ee 


Used-Car Allowance 


(Continued from Page 64) 


argue with him; we will take his 
figure of $30. 

There is $50 on two items alone 
that he will have to admit we 
must spend before we can sell the 
car. 

* . >. 

Dirty Interior 
» THE upholstery is dirty or 

worn or torn, do you think that 
anyone would buy the car and pay 
the top price for it in that condi- 
tion? Certainly not, and he can’t 
deny that either, so we can add the 
price of a set of seat covers. 

When you have completely fin- 
ished your inspection of the 
exterior of the car, then you get 


in the car and drive it, but make | 


sure that the prospect is sitting 
right beside you. And from then 
on, the car itself will rob him of | 
the intestinal fortitude to tell you | 
that there is nothing wrong with | 
it. | 

When you step on the brakes, | 
and it doesn’t stop the way it 
should, do you think any prospect 
would ever pay very much for a 
car in that condition? No. and 
neither does the prospect think so. 
That’s one of the reasons why he 
wants a new car. So you can add at 
least $12 for relining brakes, Now 
we are up to a $62 reconditioning 
cost, not including the seat covers. | 

After you have examined the 
prospect’s old car and you are back 
at his home or at the store, you 
have decided on your allowance for 
the used car. But when you arrive 
at this figure, don’t quote the pros- 
pect the difference immediately. 
They say that prospects have been 
educated to bargain, to have con- 
cessions made to them, and that 


him do all of those things right 
now—only let’s not do them on the 
appraisal price. 
* . * | 
Getting Down Payment 
, YOU know that you must get 
$100 and his old car to make 
a down payment, suppose you say | 
to him: 
“Mr. Prospect, would you like to 
buy on the deferred payment 
plan?” And if he says “Yes,” then 
say: “We would like to arrange the 
terms so that they will be com- 
pletely satisfactory to you. In fact, 
we would prefer that you name 
your own terms. How much would | 
you like to pay down with your old | 
car—$200?” 
Don’t ever be afraid to name a) 
down payment double what is| 
actually required. 
You will never insult a prospect 
by implying that he has plenty 
of money. You can insult him if 
you imply that he doesn’t. No- | 
body ever objected to being told | 
that he looked prosperous. Some- 
times prospects will actually 
strain themselves to maintain 
that impression. 
If, however, the prospect says 
that $200 is more than he can pay | 
down, ask him what he has in mind, | 
“about $175,” or “$150?”, etc. Keep 





coming down until he says that the 
amount named will meet with his 
convenience. But if he says that he 
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and 


In 1950 over 1,000,000 cars will 
be factory equipped with 
VENTALARM * Signal 

The car you sell 
deserves one. 


SCULLY SIGNAL 
males 


COMPANY 


Cambridge 41, Mass 





can pay $100 down—what happened 
here? 


You qualified a prospect, Many | 


salesmen have followed up a pros- 
pect for a week to a month, spend- 
ing time, effort and money, only to 


find when he was brought to the| 


store for an appraisal that he 
couldn’t buy a car if he wanted to 
—that he had no equity in his old 
car, Or couldn’t make the down 


payment or the monthly payments, | 


* * * 


Payment Terms 
OW let’s do the same thing with 
the terms. If the minimum 
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The Winning 


RAMCO RE-POWERI 


use on Re-Bore or Re- 


guaranteed both on ri 
Up mixgs!! 





| monthly payments are $50 a month, 
|ask the prospect how he would like 
ito pay off the balance—“About $75 
| a month, Mr. Prospect?” If he says 
that is higher than he wants to pay, 
come down $5 at a time until he 
says he can meet such payments. | 


But if he says that he can 
make the down payment, and the 


what has happened? The pros- 
pect has admitted that he could 
buy your car without even know- 
ing what the appraisal of his old 
car was. So you won’t have to 
raise the appraisal to help him 
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make his down payment, nor will 
you have to raise it to help him 
make the monthly payments. 


Do you think that you might 
have a better chance to sell that 
prospect, and take his old car in/he is still in the environment of 
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Ramco RE-POWERING is also a uniquely powerful sALes 
PROGRAM backed by advertising in the post and COLLIER’S 
that enables you to IMPROVE YOUR EFFICIENCY IN SELL- 
ING ON BOTH USED CARS AND RE-RING JOBS. 


The RAMCO 10,000 MILE GUARANTEE On a used Car is a 
sales-winning ticket. As an inducement to a RE-POWER- 


ING job it is a 
a complete jo 
cooling service. 


geen 


Why not ask your Ramco Jobber about getting a RAMCO 


Copyright 1950 Ramsey Corporation R-4071P 
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1 aid in selling not just rings but 


including carburetion, ignition, and 











monthly payments, do you realize | 


|where you could bore right in for 












ees 


“He was making a ‘U’ turn.” 
for what it is actually worth, with- 
out competition coming into the 
deal, if you were in a _ position 





a close immediately after you had 
given him your sales presentation 
and a demonstration; while all the 
faults of his old car are still fresh 
in his mind; while he is still enthu- 
siastic about the new car, and while 
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the new car, and your environ- 
ment? 

Or do you think it would en- 
hance your chances to give him 
from 10 to 24 hours to think it 
over; to think of some reasons 
why he shouldn’t be in too big a 
hurry, and should look around 
further and get more offers on 
his old car? 


The answer is, of course, a de- 
cided “yes” to the first question. If 
we will take the pains to submit 
enough evidence and logic in selling 
a fair used-car allowance as we do 
in selling the new car, the reward 
will be not only an increased per- 
centage of prospects sold, but bet- 
ter deals from the standpoint of the 
dealer and salesman, as well as that 
of the customer. 


Next Week: “Pitfalls in Ap- 


praising Used Cars.” 


RE-POWERING SIGN for your establishment? Be sure to 
ask him about the newest additions to the list of services 
you can offer when you are operating under the Re- 
Powering Plan. Ramsey Corporation, St. Louis, Missouri. 
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Model Title 


‘Best Features 


DETROIT. — To implement its 
general policy of promoting the 
adoption of uniform automobile 
title laws in all states, the National 
Used Car Dealers Assn. has en- 
dorsed a model title law, it is an- 
nounced by Martin D. McCollum, 
president. 

The model law is based primar- 
ily upon the uniform motor ve- 
hicle administration, registration, 
certificate of title and anti-theft 
act developed by the National Con- 
ference on Street and Highway 
Safety in cooperation with a num- 
ber of other organizations, includ- 
ing the American Assn, of Motor 


Hallet and Graney 
Appointed K-F 
Vice-Presidents 


WILLOW RUN. — Kaiser-Frazer 
Corp. announced last week that 
John Hallett, general manager, and 
Robert Graney, assistant to the 


president in charge of industrial 

relations, have been appointed vice- 

presidents of the corporation. 
Hallett, who became general man- 





Robert Graney John Hallett 
’ ager at Willow Run last May, has 
been associated with Kaiser enter- 
prises since 1938. 

Graney joined K-F in June, 1949, 
after serving in the legal depart- 
ment of the Consolidated Edison 
Co., New York, as a secret service 
agent assigned to the White House 
during the Roosevelt administra- 
tion, and as assistant director of 
labor relations for the Brewster 
Aviation Co. 





Used-Car Priority Urged 


For Chrysler Dealers 

HARTFORD, Conn. — Dealers 
planning to wholesale used-cars 
have been asked to give priority 
to Dodge, DeSoto and Chrysler 
dealers by Robert E. Parsons, 
president of the Connecticut 
Automobile Trades Assn. 

Parsons said association mem- 
bers should help their strike-hit 
comrades who must continue to 
pay a mounting overhead with- 
out anything to sell. 





Automotive Books 


That Should Be in Every Dealer’s Library 


These books should be in the library of every franchised dealer— 
available to his mechanics and salesmen—the knowledge they con- 
tain will be valuable when the “chips are down” and real competi- 


tion arrives, 


JOHN O. MUNN’S 
mobile Selling.’’ 
bound book for 
$3.50, postpaid. 


KNUDSEN, A BIOGRAPHY. By Nor- 
man Beasley. 397 pages, cloth bound. 
$3.75 postpaid. 


AUTOMOTIVE MECHANICS. Wm. E. 
Crouse. A comprehensive and basic 
course on the subject of fundamental 
automotive mechanics Cloth binding. 
$5.00 postpaid. 


DEALER BUSINESS COUNSEL. Fi- 
nancial and operating facts for the 
guidance of automobile dealers. By J. 
B. Van Tassel, Dealer Business Con- 
sultant. $2 postpaid. 


DETROIT IS MY OWN HOME TOWN. 
Malcolm Bingay. A story of Detroit 
and sidelight history of the fabulous 
motor car business. $3.75 postpaid. 


FABULOUS HOOSIER. By Jane Fisher. 
A story of Carl Fisher, early pioneer 
of the automotive industry. $3 post- 
paid. 


“A Guide to Auto- 
Handy-size_ cloth- 
salesmen—64 pages. 


NUCDA Drive for Uniformity Encompasses 
’ of Other Plans 


AUTOMOTIVE NEWS, MARCH 13, 1950 





Law Pushed 


Vehicle Administrators, the 
nouncement said. 

It also includes certain features 
of the law sponsored by the Amer- 
ican Finance Conference—particu- 


larly those sections dealing with 


the recording of liens or incum- 


brances. 
Inasmuch as the NUCDA 
incorporates the best features of 


an- 





law & 


the two models referred to above, | @& 


there is little doubt that it will 
provide an.excellent basis for a 
law in any state in which present 
laws are inadequate, says McCol- 
lum, 

The law would set up in each 
state a separate department of mo- 
tor vehicles, with a commissioner 
in charge. He would be empowered 
to maintain offices in whatever 
parts of the state might be nec- 
essary to insure efficient function- 
ing of the title law. 

Under the provisions of the law 
no lien upon a car is valid unless 
it is shown upon the face of the 
title. 

That provision should protect the 
individual as well as the dealer 
against purchasing automobiles 
with concealed mortgages, NUCDA 
believes. The law further provides 
that the title itself resides with the 
holder of the first lien or mortgage 
until such time as the incumbrance 
is satisfied. 

Provision is also made for pro- 
tecting the rights of junior lien 
holders. In addition, all motor car 
dealers and wreckers must be li- 
censed and must maintain adequate 
records on purchases and sales and 
on cars that have been wrecked, 

The model title law endorsed by 
the NUCDA is the result of an in- 
tensive analysis conducted by the 
Atlanta Used Car Dealers Assn. 
under the leadership of J. C. Down- 
ing, NUCDA secretary. 






Attendance High 
Seen for Auto 


Show in Miami 


MIAMI, Fla.—Unprecedented in- 
terest and record-breaking atten- 
dance is predicted for the Miami 
Auto Dealers Assn.’s first postwar 
automobile show which will open 
in mammoth Dinner Key audito- 
rium Apr. 24, 

This prophecy was made by Rob- 
ert Deo, NADA managing director, 
after inspecting the showplace and 
consulting with Miami dealers. 

Miami dealers. are going all-out 
to make the show a success. Ray 
Chamberlain, who directed the 
NADA exposition in Atlantic City, 
will have charge of the local affair. 
Jack Zeder, president of Munroe- 
Zeder Motors (Chrysler-Plymouth), 
is chairman of the show committee. 


FASTEST ON EARTH. By Capt. 
George Eyston. Complete history of 
every land speed record from 1898 to 
the present. Paper-bound, $2; cloth- 
bound, $3. 

FLOYD CLYMER’S MOTOR SCRAP- 
BOOKS. Order Edition No. 1, 2, 3 or 4 
in paper cover, $1.50 each. Deluxe 
cloth-bound, $2.50. Steam-car edition, 
$2 or cloth-bound, $3 postpaid. 
HENRY FORD — HIS LIFE, HIS 
WORK, HIS GENIUS. By Wm. A 
Simonds. Reprinted by Floyd Clymer. 
Deluxe edition, $4 postpaid. 
(INDIANAPOLIS RACE HISTORY—1909 





TO 1946. 852 pages, 1,000 illustrations. 
Deluxe edition, $5 postpaid, Paper- 


bound, $3.50. 
LABOR MONOPOLIES OR FREEDOM. 





By John W. 
$1 postpaid. 
MOTOR MEMORIES. A saga of whirl- 
ing gears by Eugene W. Lewis. $3.50 
postpaid. 

FLOYD CLYMER’S INDEPENDENT 
TEST REPORT OF KAISER-FRAZER 
CARS. Deluxe edition, $2.50 each. 
Paper-bound, $1.50 postpaid. 


Scoville. Popular edition, 


BOOK DEPARTMENT 
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O'DEA MARKS MILESTONE—Studebaker dealers of metropolitan Detroit held a luncheon 
recently in honor of James M. (Pat) O'Dea's 0th anniversary as a Studebaker dealer. 
F. J. Urquhart, regional manager, and R. E. Brennan, district manager, presented a bronze 
plaque to O'Dea in recognition of his service. James M. O'Dea, Inc., is located at 12345 
Woodward Ave., Highland Park. 








Gas Mileage 1 Ti ips Given 
Drivers by Canyon Champ 


will very likely cut your gas mile- 
age in half from what it could be. 
What’s more, he adds, the same 
thing holds true when you race 
your motor on cold mornings be- 
fore it’s had time to warm up. 


Here’s what Stroppe lists as 
hints to motorists on getting the 
best mileage: 

1. A comfortable position for the 
driver so that hairline control of 
the throttle can be maintained. 

2. Slow down easily at stops, as 
sudden halts slop gas out of the 
proper bow! in the carburetor. The 
same slopping action, and resultant 
low gas mileage, comes at sharp 
right-angle turns as well. 

3. Avoid overloading the engine, 
but come down in gear shift as 
necessary. Let the motor act as a 
brake in stops, thus using only the 
idle jet in the carburetor rather 
than full gas from the throttle. 

4. Watch the speedometer: Speeds 
over 55 miles per hour cause a 10- 
20 percent loss in fuel and 35 m.p.h. 
is best “slow” fuel mileage, 50 m.p.h. 
best for “fast.” 

5. Rotate tires at least every 5,000 
miles, maintain proper tire pres- 
sure and make periodic checks on 
wheel alignment. 

6. Seasonal change of oil is a 
must, says Stroppe. Economy run 
tests proved that use of the wrong 
weight of oil can cause a loss of 
seven-tenths of a mile per gallon. 

7. Change exhaust lines and muf- 
fler every 30,000 miles. This unique 
factor alone, says Stroppe, can 
cause one-half mile per gallon loss. 
The same holds true on use of dirty 
air cleaners and fouled thermostats. 


L-M Appoints Five 
As Regional Parts, 
Accessory Chiefs 


DETROIT. Appointment of 
four regional parts and accessories 
managers for Lincoln-Mercury has 
been announced by E. A. Erickson, 
parts and accessories manager. 

L. W. Lancaster has been named 
to the new position in the Detroit 
central region, D,. A. Kuhn will 
handle the eastern region from 
New York, R. H. Whitney the mid- 


DETROIT.—A light foot on the 
accelerator, more patience with a 
cold engine and proper care of the 
car are fundamental if today’s driv- 
er wants to get good gasoline mile- 
age. 

That, in a nutshell, is what Bill 
Stroppe, 30-year-old winning driver 
of the Grand Canyon Economy 
Run, said during his visit to De- 
troit and the headquarters of Lin- 
coln-Mercury, producer of the 
grand sweepstakes-winning Mer- 
cury. 

“Quit playing Barney Oldfield on 
those stop-signal getaways if you 
want to get the top kind of mileage 
that won the economy run,” was 
Bill’s advice. 

According to Stroppe, that fast 
pickup and rapid shifting of gears 


NADA Framing 
Program to Junk 


Prewar Models 


WASHINGTON.—A program to 
speed the retirement of prewar 
automobiles and trucks is being 
prepared by the National Automo- 
bile Dealers Assn., following the 
release of 1949 scrappage data last 
week. 

NADA directors unanimously ap- 
proved the formulation of such a 
program recently. It was also dis- 
cussed during the used-car clinic 
at the recent NADA convention. 


At that time, John Mooney, Mc- 
Keesport, Pa., suggested that a co- 
operative effort be made by manu- 
facturers and dealers to get pre- 
war cars off the road. 


He recommended that jalopies be 
rendered unusable by dealers after 
they were accepted as tradeins and 
before being sold to junkmen. Be- 
cause of the heavy expense entailed 
by such a program, Mooney said 
the manufacturer should share in 
the loss. 




















































Obituaries 





C. Lawrence Muench, 56; 


Hood Rubber Chief 


WATERTOWN, Mass.—C. Law- 


rence Muench, 56, president of|West region with headquarters in 
Hood Rubber Co., a division of B,| Chicago, and W. A. Little will be 
F. Goodrich Co., died suddenly located at Los Angeles in charge 


of parts and accessories for the 
western region. 

A central supply depot to service 
the entire U. S. is now being built 
at Detroit and will be ready to ex- 
pedite distribution of Lincoln, Lin- 
coln Cosmopolitan and Mercury 
parts and accessories by early fall, 
Erickson said. 


March 6 at Wyman House, Mt. 
Auburn hospital. 


Muench, a past president of the 
Boston chamber of commerce, was 
stricken at his home in the midst 
of planning to sail for Europe with 
a group of industrialist-members of 
the Associated Industries of Mas- 
sachusetts, of which he was presi- 
dent. An Ambherst graduate, he 
joined Hood Rubber in 1918. He 
was appointed president in 1940. 

* * * 


Charles A. Thomas 

COLUMBUS, O.—Charles A. Thomas, 69, 
one of this: city’s oldest automobile dealers, 
died recently. He was known as the ‘'Ford 
Man’’ and had been in business 30 years. 
Since 1918 he had operated a_ used-car 
business. 

* * * 
Joseph H. Carpenter 

COVINGTON, Va.—Joseph H. Carpenter, 
82, vice-president of Alleghany Chevrolet 
Co., died March 5. He was also director 
of Covington National bank, and chairman 
of Covington Wholesale Grocery Co. 

. 
Frank X. Reuter 

BUFFALO.—Frank X. Reuter, 71, for- 
merly president of Kenmore Motor Co. 
(Ford), died Feb. 28 in his home here. He 
soeadee the firm in 1923, and retired in 

8, 


BINDER for 
Automotive News 


ANSWERING many 

readers for a semi-permanent binder ‘o 
retain this publication for ready--reference. 
Only recently have we been able to secure 
a quality binder which will stand the ga‘f 
and which we can recommend. This binder 
is covered with black Levant leather cloth, 
stiff sides, holds 26 issues of Automotive 
News in removable metal blades. Fateo $7.50 
postpaid to our subscribers. 
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Coast Editors 


See Power-Wagor. 
Do Farm Chores 


SACRAMENTO, Calif.—A Dodge 
four - wheel-drive Power - Wagon 
equipped with farm, construction 
and logging iin- 
plements was 
demonstrated ai a 
West Coast pre- 
view for editors 
on the University 
of California ex- 


perimental farm 
near Davis. 
Dodge dealers 


and truck users 
of the Los An- 
geles, San Fran- 
cisco and Port- 
land regions attended a _ second 
demonstration later in the week 

L. F. VanNortwick, director of 
Dodge truck sales, and other ex- 
ecutives from the Detroit home 
office were also on hand for the 
demonstrations arranged by D. B. 
Mooney, San Francisco regional 
manager. 

The Power-Wagon was demon- 
strated with a new hydraulic lift 
which is said to increase the work 
output of farm implements. It per- 
formed such farm operations as 
plowing with a three-bottom, mold- 
board plow, discing, harrowing and 
many others. 


Rolls Roy ce , Wins 


Captures pd Carlo Prize 


For Luxury Cars 


LONDON.—Center of attraction 
at the recent Monte Carlo Rally was 
a big Rolls Royce sedan, winner 
of the Grand Prix d’Honneur for 
comfort and long-distance equip- 
ment. 

Described as one of the most 
luxurious cars ever built, the Rolls 
was flown across the English Chan- 
nel before commencing the tough | 





L. F. VanNortwick 


2,000-mile crosscountry trip to 
Monte Carlo. 
Despite the mountain storm 


which eliminated half the competi- 
tors, it arrived safely and won on 
comfort points against the finest 
automobile coachwork in Europe. 
The Rolls Silver Wraith is col- 





Co-op News Sheet Offers 


Discounted 1950 Models 

PHILADELPHIA, — A co-op 
news sheet published here claims 
to be able to secure for mem- 
bers any make of new car at a 
discount. Its latest issue sports 
a front-page picture of a 1950 
Plymouth offered below the of- 
ficial list price. 

The Philadelphia Automobile 
Trade Assn. says the news sheet 
is published by Civil Service 
Employes Cooperative Assn., 818 
Chestnut St. It is called the 
Kixhibitor’s House Times. 





ored in black, pale and dark green. 
It is equipped with sliding seats to 
enable passengers to sleep during 
long journeys and has small writ- 
ing desks with typewriters. 

A cocktail cabinet is fitted in one 
of the doors. In addition to the | 
radio, defrosters and heaters, the 
Rolls carries a chromium-plated 
shovel for snow clearance. 


Lord & Peterson Moves 
Lord & Peterson Hudson Parts- | 
Service, recently opened for busi- 
ness at 517 Spring St., North Little | 
Rock, Ark, The firm was at tem- | 
porary location at 3800 E. Broad- | 
way. Harry Lord and Pete Peter- 
son are Owners and operators. 
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As Duals Show Increase .. . 





Dealership Total Dips to 46,821 



















(Continued from Page 1) 
ings in certain states that duals 
comprise about 15 percent of the 
total number of dealerships. 
* + 7 
fgg 46,821 figure for 1950 dealer- 
ships indicates that the grand 
total has dropped sharply away 
from its 1949 postwar peak and is 
approaching early postwar aggre- 
gates. 

The 1948 total of dealerships in 
the Automotive News poll was 46,- 
092; the 1947 total, 45,580, and the 
1941 total, 43,286. 

Dropped out of the survey this 
year were the franchise forces, 
if any are left, of those new- 
comer makers which have failed 
to achieve appreciable produc- 
tion volume, This group includes 
Davis, Keller, Playboy and 
Tucker. 

Undoubtedly, the most singular 
development shown by the 1950 
survey was the deep decline in the 
K-F franchise total. K-F’s 1950 to- 
tal is 3,155, including 85 distribu- 
tors. Last year it was 4,682, includ- 
ing 135 distributors. 

Sales Vice-President Walter de- 
Martini declares that 188 of the 
K-F franchises are in dual deals. 

That is about 6.6 percent of the 
K-F dealer total. 


* * * 


A LL GM divisions assigned more 

franchises last year, with the 
majority of the additions going 
into dual setups. 

Buick added more than 200 new 
ones and Cadillac, nearly that 
number. Chevrolet’s boost pushed 
it past the 7,500 mark—a figure 
consisting of 6,500 direct dealers 


C of C Opposes 
Higher U.S. Aid 
To State Roads 


WASHINGTON.—The U. S. 
Chamber of Commerce last week 
announced its opposition to in- 
creasing the federal share of high- 
way financing as now being pro- 
posed in Congress. 

In a special leaflet entitled 
“Which Road Do You Choose,” 
USCC focuses attention on the 
many disadvantages of the pro- 
posed move. The legislation in 
question, H. R. 7398, provides that 
the federal government put up 75 
percent of the construction funds 
for improvements on the 38,000- 
mile interstate highway system, 
with the states paying only 25 per- 
cent. 

Federal aid in the past has 
been on a 50-50 matching basis 
with the federal contribution 
never allowed to exceed the state 
funds. The USCC has long sup- 
ported this matching principle. 

It is pointed out in the cham- 
ber’s leaflet that the proposed in- 
crease in the fedéral share of fi- 
nancing provides an opening wedge, 
which can lead ultimately to fed- 
eral control of all roads and streets. 


According to the leaflet, greater 
federal financing and control of 
the nation’s roads will result in 
increasing pressure for higher fed- 
eral taxes to provide funds for ex- 
panded federal aid. 


Fad 


and 1,000 associates. Oldsmobile in- 
creased its franchise total by over 
200 and Pontiac by over 100. 

Buick reports that its figure 
comprises only six distributors 
and a handful of duals. Cadillac 
has 170 distributors and 1,484 
duals in its total, compared with 
171 and 1,294 last year. 

Oldsmobile reports only one dis- 
tributorship this year and last, but 
its dual amount went up from 2,059 
to 2,207. Pontiac’s distributor total 
remained unchanged at three, while 
its duals rose from 1,744 to 1,922. 

Other makers whose franchise 
totals reflected an increase were 
Lincoln-Mercury, Nash, Packard, 
Studebaker and Willys-Overland. 

7 * * 

bbe poe are 981 dealers handling 

Lincoln-Mercury or Ford-Lin- 
coln-Mercury today, against 931 
last year. The 981 breaks down into 
917 L-M and 64 Ford-L-M, com- 
pared to 868 L-M and 63 Ford-L-M 
in 1949, 

In addition, 


‘ue CHROME 
eS 


NAME PLATES 


pump that 


“LO” 





DEALERS: stations because—it saves time... saves 
se: lubricant...saves air...saves wear! 
The Modern Advertising Plate With ARO’S “HI-LO’’—you can use 


With Customer Eye Appeal 
Write TODAY for beautiful full- 
size FREE SAMPLE... Yours 
and compare! 






an] 





Only ARO has HI-LO—the pressure 


High or Low pressure! 
handy control—for “HI” grease pres- 
sure 42 times air pressure used.. 
grease pressure 
pressure used. 

This exclusive ARO feature means 
profit to thousands of garages and service 





Mercury exclusively or Ford-Mer- 
cury. The 1949 total of these was 
233. The 1950 total includes 81 Mer- 
cury deals and 356 Ford-Mercury, 
compared with 30 and 193, respec- 
tively, last year. 

Thus, although the Ford dealer 
total has stayed about the same, 
the number of Ford Motor Co. 
retailers has risen from 7,566 to 
7,817, because of the Lincoln- 
Mercury increases. 

Nash, reporting no distributors 
nor duals, hoisted its dealer total 
from 1,188 to 1,298. Studebaker also 
has abandoned distributors and 
Says its 2,625 franchises include 
“negligible” duals, 

Packard’s 1,559 embraces five dis- 
tributors and 325 duals. Last year 
there were 1,440 Packard outlets, 
including the same quintet of dis- 
tributors and 366 duals. 


* * * 


HRYSLER divisions increased 
their totals only fractionally 


during 1949. While there are no 
437 dealers have| Dodge distributors, 


two-thirds of 


oa 


aN 


gives you instant choice of 
Just flick the 
vents 
-or 
air 











12 times 


economical “LO” for 90% of all fittings 
...and have that extra punch of “HI" 
instantly available for the tough ones. 
You get 25% to 40% more jobs from 


Aro of Canada Ltd., 
Toronto, Ont. 
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A SCENE AT BUFFALO DEALER EXHIBIT—A cutaway model of the new Powerglide Chev- 
rolet automatic transmission was a crowd magnet at the Buffalo auto show. 








the division’s franchise total are 
direct dealers, as against one-third 
directs prewar. 

Neither the Chrysler nor DeSoto 
divisions maintain distributors, and 
only 23 Chrysler dealers carry fran- 
chises other than Plymouth. 

Willys-Overland, with 90 distrib- 
utors this year and 92 last year, 
now has 2,465 outlets, up from 2,432. 

The Crosley and Hudson totals 


cM 


Gj 5 


your lubricant with “LO” pressure... 
less waste! 
increases life of pump and hose. 


Also, ““LO”’ uses less air... 
.- pre- 
.and pumps 


damage to seals.. 





heavier lubricants, due to larger grease 


decreased slightly during the 
year. 

Some Crosley dealers became dis- 
tributors last spring when the Cin- 
cinnati maker switched to a dis- 
tributor plan of marketing. 

Hudson’s 2,182 total includes an 
even dozen distributors and 20 
zones. The 1949 Hudson figures 
showed 17 distributors and 20 zones 
within the 2,210 total. 


Get “Two-fisted’” LUBE PROFITS 
with ARO’S “HI-LO” Pressure Pump! 





piston and slower operating pump. 
Inside and outside—ARO Lubrica- 
tors are designed to help you make 
money! 
sion-built .. . 
ability. See your Aro Jobber. The Aro 
Equipment Corp., Bryan, Ohio. 


They're beauty-styled ... preci- 
with long-life depend- 


LUBRICATING EQUIPMENT 


Also... AIR TOOLS... HYDRAULIC 
EQUIPMENT... AIRCRAFT 
PRODUCTS...GREASE 


FITTINGS 
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partment. Here either the car is Si g di » ‘ S 2 
h ] tagged for being junked or a re- ix Von itioning teps 
or & 2 c oOo pair order is written on it, fol- 
one ° ° lowed by the cleaning, safety 
Appearance Conditioning Program Aimed check and read test stepe. 
At the Dealer Level Then the decision is made as to 
. » ‘ whether the car should be whole- 
(Continued from Page 57) saled, sold “as is” or retailed. 

that is necessary. Here again, | might kill a sale that was well If it is to be retailed, the car 
new and improved products and | along in the making. follows the following steps in se- 

fast application methods are em- Many times it is some little thing | quence, mechanical work, exterior 
phasized. of minor importance, but which|appearance, interior appearance, 

The next step takes in interior|looms high in the prospects mind, / final dress-up, the use of the in- CH 
appearance work and, in this|that can mean the loss of a sale. | spection sheet, road test again and c 
phase, many new products are} An appearance reconditioning |°nto the lot for sale. ; 
demonstrated and the proper meth-/| inspection sheet is supplied, as well| Speed in all of these steps is em- p 
od of application is outlined. as an appearance reconditioning | phasized as dealers should get a ro 

Here many shortcuts are shown| order to go to the shop. fast turnover for the most profit- F 
that save the dealer a great deal The reconditioning “road map” | @ble operation. oa L 
of money on his reconditioning| as outlined in the course starts Good reconditioning is also in- ¥ 
costs. out with appraisal followed by | surance against “sleepers” that eat GE 

Pelee the car going to the used-car de- | up profits. 2 

|S pom again, Ford has protected C 
the dealer in his operation by ¢ 
using in the school only those ma- d .. N . E ae oO 
terials which have gone through S e = a r Oo T e S en & atedn a ae salen th i Sa aoe Sie We gues ane erie off P 
the i tual en aes is and an engine quickly in the first step of the reconditioning school procedure. . KA) 

t on oun Oo ve e proper ; F 
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Tame candies ‘cide being made Pagano as President The men are Edward V. Under- toe 
aaah thoes h the Ford P &A BUFFALO. — Joseph Pagano, of | wood, William W. Todd and John NA! 
Gepactinent at om cost so that the| United Motor Sales, has been elec-|O. Hager, all of St. Louis. Police PAC 
dealer can be assured that every |ted president of the Rochester Used said aE os ‘~~ a ae cash- ST 
method and material in the perk-up| Car Dealers Assn. pad od "i ” pan ton 2 naan wil 
program will work in the dealers) Morton Perlman, Kenmore Mo- | numbers and sold the vehicles in T 
shop as it was demonstrated in the |tors was chosen vice-president; | other cities. —~z 
school. Sollie Yates, Clinton Auto Sales, * * 

This phase of the Ford pro- |was named secretary, and Louis ° 
gram is aimed at getting away |Erholt, Ballantyne Motors, was Kentucky Dealer Denies 
from those instances in prewar | elected treasurer. Fraud, Forgery Counts 
where the dealer would use some Chosen as directors were George} LOUISVILLE.—A former used- 
material = pee ae local | Rader, Rader’s Used Cars; Alex-|car dealer, Nathan Rosenblatt, has 
source and would ruin the im |ander Rudman, Rudman’s Used] been indicted on charges of fraud | ‘ i 
terior of a nearly new car be- Cars, and Max Siegel, Siegel's Used | and forgery here. He pleaded inno- | ant nui a BEAUTY—Field experts from Ford districts are given a schooling in the 

. ’ , . d d + eff t t t ¥ 
cause the material was either not Cars. cent on both counts. Mere polation ts belae Gamonseoted by fly oo en Ta ee ee os 
— or its application was ei eae One Kentucky court indictment Wena 
faulty. Bri , ‘i id Rosenblatt obtained 1946 

ridges & Foss File sai osenbla ained a 

In this step, materials are dem- 8 . P. Pontiac last July while running the ao 
onstrated that enable the old| Corporation Papers Berry Auto Sales, under false pre- FOR 
weather - beaten headlinings and PITTSFIELD, Mass.—Bridges &/tenses. The other charged him} GM 
side panels of prewar cars to be|Foss, Inc., 502 East St., has filed| with offering for discount a $1,647) - INT 
turned out with a new look as/corporation papers to deal in mo-| forged note to the Royal Industrial | MAC 
well as smell fresh and sweet. tor vehicles of every kind and in| bank in August. REC 

Trunk compartments, which nor- | ll parts and accessories as well Rosenblatt pleaded innocent on STU 
mally show car age and hard wear,|@S8 repair of motor vehicles. both charges. WHI 
come in for special attention, as do| Richard J. Bridges is president 4 ae 5 WIL 
floor mats and rugs. and Henry J. Foss is treasurer. Dore Quits U. C. Business MISi 

° » ° ° . MANCHESTER, N. H.—(UTPS)— 

"(HE FINAL step in the school| Three Auto Swindlers Aime P. Dore, who was associated _fe 

procedure is that of touch-up din St. L . with Manchester Buick Co. for To 
and inspection where the mechanic Sentenced in St. Louis more than 15 years before going U. 
is taught to go over the car just} ST. LOUIS.—Three men _ who| into the used-car business for him- “To 
as if it were his own, and paint,|swindled 30 St. Louisans out of|self in 1943, has rejoined the sales Cal 
repair or adjust all of the little|their automobiles by purchasing| department of that agency. “Ga 
things that a careful buyer might|them with bogus checks were sen- - ———$__—. Cai 
see. tenced to two years in the Missouri 9. ° TIN KNOCKERS AT WORK—Metal repair is demonstrated in all of the various phases that ; 

Otherwise, these  deficiencies| state penitentiary after they plead- MoPar Display | the dealer's reconditioning mechanics will encounter in the field. ao 
oe. — 7 we’ Fe sai Parr iat aie _ is Drive 

Puts New Dress | — 
FAST On Used Cars | 
ATLANTIC CITY.—Dealers were | 
S$ E L x | N G shown how to restore sales appeal _— 
to a wornout used car, and how in Tr 
servicemen can increase sales by suffic 
he ‘ginal rejuvenating customers’ Cars at an 
The Orig exhibit at the recent NADA con- On 
‘ vention here. Tuck 
Fits All The demonstration was spon- a 
1949-50 sored by Chrysler Motors Parts cole 
Corp. The display of MoPar recon- ov 
Chevrolet ditioning materials occupied 400 _ f 
square feet in four booths. GPPECTIVELY DIS See Ford district experts are shown how prior abuse to a used as 
Models Factory experts showed that re- pag bid aa ee e most focal points. By the aid of flock, the trunk can be chise. 
erials now on the " 
© But oo eee, of | Market can make used cars easier Eth 
Equipment to sell. John O. Huse, sales man- or of 
ager, said the demonstration’s pur- —— 
pose was to prove new luster and : the 
sparkle can be restored to frayed a 
and faded automobiles with inex- ad b 
SPECIAL pensive materials and equipment. dg: 
why t 





DEALER 
PRICE 


$4395 


DELIVERY 


Cash with Order. 


FOR MARCH 


for 6 or more sets 


“ser 915.95 


Retails for $29.95 






ONLY 


Finliner gives your car that new look with additional grace and appearance of 
greater length. Finliner tail lights give added safety by leaving your present tail 


lights as independent stop lights or turn indicator lights. Easily installed on rear | 


fender by owner or body shop. Primed ready for matching color. Completely wired 


| When Gutting Motor Car Co.| | 
tail light with transparent ruby red. lens and ornamental chrome molding. | (Pontiac-Cadillac), Topeka, Kans. ! 
recently opened its new 56,000- | on 
” + The hottest item on the morket : : 
Finliner ¢ . square-foot building at Van Buren Shat 
Ask the who sells them and Fifth Aves., a lucky visitor 
was given a choice of three trips. | 
UNITED MARINE MFG. CO. The prize was a tour to the Ken- e 
ORIGINAL DESIGNERS tucky Derby, a weekend in Chi- 
cago or a weekend in Denver. 
3811 E. 67th St., Kansas City 5, Mo. Other prizes were also given. Elmer ort cite a ee ee Seanpere and other chrome parts that show wear 
mney UNE is owner of the firm, la hago for the sales tte ee Oe See © Setaale”” Hoctment: Tig? pyle 
* 


Dealers learned to fix torn, worn- 
out arm rests, sun visors, rear 
package shelves, kick panels, car- 
peting and trunk and glove com- 
partments. MoPar demonstrators 
covered torn spots with cloth- 
backed masking tape, cemented 
rips together and coated the part 
to be fixed with adhesive, 


With a flock gun, using about | 


30 pounds pressure, they sprayed 
rayon or goathair flock on the bare 


areas looked like new. 


Gutting Awards Trip 





SPOTTING AND GRAINING—In this step, window revels and garnishes are regrained 
where worn down to the metal and chipped spots are spotted. Steering wheels are given 





| 2 beauty treatment and dashes polished. 


spots. When the flock dried, these 
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1950’s Millionth Car Built. . . 


Car Production Estimates 


By Automotive News 
PASSENGER CARS 


(U. 8S. PRODUCTION ONLY) 








Week Week dan. 1 dan. 1 
Ended Same Ended Total to to 
March 11, Week, March 4, Feb., March 12, March 11, 
1950 1949 1950* 1950* 1949* 1950* 
CHRYSLER 13,574 144,754 95,531 
Chrysler . 1,387 20,205 12,698 
DeSoto 873 15,177 9,452 
Dodge . 1,721 37,458 27,254 
Plymouth ecient 9,593 or 71,914 46,127 
FORD ......... 29,103 20,197 29,306 116,604 203,360 277,686 
Ford ...... 22,891 16,081 22,862 90,563 161,011 216,133 
Lincoln 630 609 696 2,338 8,668 6,126 
ET osscesesenceresvsesees 5,532 3,507 5,748 23,703 33,681 55,427 
GENERAL MOTORS .. 53,671 36,639 51,717 210,760 $11,397 517,228 
EE © Sivabueacsaccdenesesveek 9,544 6,760 9,242 36,064 74,145 90,321 
Cadillac a 1,621 1,778 5,061 16,222 11,936 
Chevrolet .................... 26,807 17,600 25,394 106,586 129,769 262,307 
Oldsmobile 7,115 4,760 7,291 29,845 48,129 71,545 
IE cvecsitsabiiisateressence 8,133 5,898 8,012 33,204 43,132 $1,119 
KAISER-FRAZER . 498 iene “ dennis 10,079 4,071 
Frazer . : 498 3,936 501 
Kaiser ..... i ‘ ‘ 6,143 3,570 
CROSLEY . 133 401 116 514 2,918 1,092 
HUDSON . 2,659 3,487 2,777 10,284 38,953 26,085 
NASH. .......... 3,909 3,223 3,743 15,048 30,829 35,910 
PACKARD  .......... 1,142 2,827 1,106 5,923 24,614 12,835 
STUDEBAKER 5,672 4,223 5,568 21,750 36,024 54,557 
WILLYS*+ 58 36 51 122 5,745 365 
Total Cars, U. S. ...... 96,845 84,107 94,384 381,005 808,673 1,025,360 
—FStation wagons and Jeepsters. *Revised. amie 





COMMERCIAL CARS 


(U. S. PRODUCTION ONLY) 

















Week Week dan. 1 dan, 1 
Ended Same Ended Total to to 
March 11, Week, March 4, Feb., March 12, March 11 
1950 1949 1950* 1950* 1949* 1950* 
CHEVROLET 8,884 9,222. 8,291 35,349 90,438 85,394 
CROSLEY 5 4 3 32 96 72 
BUEN occsssees 52 47 113 294 619 624 
DODGE ...... asians hada | eccentenee 39,082 8,794 
FEDERAL ...... ........5.... ; 35 20 26 ill 307 266 
EE. Gi cpicicasissésnedessviuscesbia 7,128 4,707 7,180 29,077 43,258 67,002 
Eis cee cukseacscuetatiesessaus 2,481 1,744 2,496 9,027 20,066 21,497 
INTERNATIONAL ...... 2,574 2,926 2,482 8,835 31,321 20,175 
SNE. “icybivaconupivssanesictacsesied 248 164 229 867 1,413 2,408 
di iadcnadsdiscssereeien 70 51 62 240 346 511 
STUDEBAKER .......... 1,084 1,355 1,078 4,088 16,110 10,297 
WHITE 250 148 246 827 1,967 2,075 
I i terse eos ih ais Seeds re Cheeta 34 12,767 2,850 
MISCELLANEOUS ..... 254 268 234 962 3,956 2,407 
Total Trucks, U.S. .... 23,065 24,360 22,440 89,793 262,246 224,372 
Total Cars, Trucks 
ie TS vs eviapaanceamnans sacacuions 119,910 108,467 116,824 470,798 1,079,919 1,249,732 
Total Cars, Trucks 
IL, os cibstuin dct Vues ceccatee 6,885 5,213 6,914 31,367 40,446 71,199 





Grand Total, 
Cars and Trucks 


U. S. and Canada ....126,795 113,680 123,738 502,165 1,111,365 1,320,931 


*Revised, Miscellaneous includes Autocar, 
Drive, Sterling, Nash, Diamond T, etc. 


Corbitt, Marmon H., Brockway, Four-Wheel 





Tucker 


(Continued from Page 2) 


cashed by Garavito because funds 
in Tucker’s bank account were in- 
sufficient to cover it. 

On behalf of the two trustees of 
Tucker Corp., Norman H. Nach- 
man, their attorney, presented 
Tucker Export Corp. documents 
purporting to tie the $10,000 pay- 
ment with a similar payment made 
by Jamie Gantmarris, of San 
Paulo, Brazil, for a Tucker fran- 
chise. 


Ethel Schorman, head bookkeep- | 


er of the Oak Park National bank, 
produced and explained a record 
of the Tucker bank account indi- 


cating that no $10,000 withdrawal | 


had been made. 
When Nachman asked Tucker 
why the Garavito organization had 





been chosen for the export outlet 
in preference to what Tucker de- 
scribed as a possible deal with 
“Stettinius, the fellow who used to 
be secretary of state,” the answer 
from Tucker was that the sales 
department of the company had 
been responsible for eliminating 
the so-called Stettinius group. 


It was learned elsewhere that 
representatives of Tucker Corp. 
dealers and distributors called upon 
Edward L. Cleary, manager of the 
recent Chicago Automobile show, 
four weeks ago and sought space 
in the show for several car models. 


At that time, however, all space 
| had been sold to firms in actual 
production of cars, trucks and ac- 
cessories, 


| 

| AUTOMOTIVE NEWS, the Newspaper of 
| the Industry, read by everyone who counts 
be America's No. 1 Industry ... an esti- 
mated more than 100,000 readers weekly! 
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Pat. No. 2,403,520 
Saves Buying New Drive 
Shaft. 





VAN La 
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P O BOX 4305 


a 
' tHE Vationab ine Of Quality Automotive Parts 
i 


Enable you to restore your better used cars and trucks to 
their original operating condition at much lower cost. 


Universal Trans. Case Ball 


Sold Nationally by Leading Automotive Wholesalers. Write or Wire. 
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SHAFT 
HOUSING REPAIR 
UNIT K-400 

No. 2,405,541 
Saves Buying New Drive 
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Saves Buying New Trans. Case 
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Output Picking Up Steam 


(Continued from Page 1) 


ITH Chrysler in the lineup, the 
industry would be producing at 
the greatest rate in its history. 
Taking into account overtime that 
was planned had not a strike been 
called, Chrysler’s strike losses last 
week climbed to an estimated 219,- 
000 cars and trucks. 
Chrysler, usually accounting for 
about 20 percent of the industry’s 


Nash Schedules 
Spring Start on 
Output in Canada 


TORONTO.—The first Canadian- 
built Nash will soon be available 
to Canadian motorists, according to 
George W. Mason, president of 
Nash Motors of Canada, Ltd. 


Mason announced that the new 
Canadian Nash Airflyte soon will 
be rolling from a new plant in 
Toronto. 


The 1950 models, embodying en- 
tirely new methods of construction 
and design, will be available from 
coast to coast, Mason said. 

According to T. S. Adams, Nash 
plant manager here, interior work 
on the new manufacturing plant is 
nearing completion. 

“When completed, it will be one 
of the most modern automotive 
plants in Canada,” he said. 

Adams said that Nash has ad- 
hered closely to “the Canadian 
theme in planning for Canadian 
production.” All construction work 
on the new plant is being carried 
out by Canadian workers and all 
possible production machinery is 
being purchased there. 

Nash will employ more than 300 
Canadians when production begins 
this spring, Adams said. 


Fail 


(Continued from Page 2) 








ing, up to the point where first 
cars were coming off the produc- 
tion line, that additional capital 
would be easily obtainable, and 
he so completely convinced his 
associates that they fully expected 
such additional capital to be 
secured.” 

Knoble pointed out that Tucker 
had the misfortune of often antag- 
onizing those who could do him the 
most good. “It is not unlikely,” 
Knoble said, “that Tucker incurred 
the ill-will of someone in the gov- 
ernment who was fully capable of 
causing his ruin.” 

* * * 


NOBLE recalled that the blow 

fell in midsummer of 1948 when 
Drew Pearson, radio commentator, 
revealed that the SEC proposed to 
launch another investigation of the 
Tucker Corp. which, in Pearson’s 
words, “would blow Tucker higher 
than a kite.” 

The effect, said Knoble, was im- 
mediate: 

“Accessory sales dropped to 
nothing overnight. Private capital 
promptly lost interest. The RFC 
became frigidly polite. Creditors 
began to close in. Time, credit 
and confidence ran out simul- 
taneously. And Tucker was done 
for.” 

Knoble asserted that government 
prosecution of Tucker executives 
on fraud charges was unexpectedly 
weak and that vindication of the 

defendants appeared to be inevi- 
table from the start. 


Ohio Dealer States Case 


On Insurance Sales 


COLUMBUS, O. — Henry Sieve 
Motor Co., Cincinnati, was given a 
hearing before the Ohio division of 
insurance relative to the revocation 
of its license to write insurance. 


It was stated that too much of 
the insurance written by the com- 
pany was on controlled business. 
No decision was reached. Two more 





automobile concerns are due for 
hearings. 


cars, is accounting for less than 
10 percent so far this year. 

General Motors has built an 
estimated 517,228 cars so far in 

1950, compared with 311,397 in the 
same period of 1949. Ford has 
277,686 cars to compare with a 
1949 total of 203,360. 

Chrysler's 1950 car accounting, of 
course, includes only the 95,531 that 

were built before the strike was 
called. From Jan, 1 to March 12, 
1949, Chrysler divisions were able 
to turn out 144,754 passenger units. 
+ + + 

ETTLEMENT of the coal strike 
\“ will undoubtedly result in better 
March production than was ex- 
pected. The month’’s output should 
rate with some of 1949’s best ef- 
forts. But, with Chrysler plants 
idle, no new output records are in 
the making. 

That is, no industry records 
other than those of an individual 
status. For example, Buick pro- 
duction for a single day hit a 
47-year high last Tuesday when 
2,024 cars were built. 

Ivan L. Wiles, Buick general 
manager, said that, with danger 
of the coal shortage past, sched- 
ules for March have been geared 
to the highest rate in the GM divi- 
sion’s history. 

As one GM division goes, usu- 
ally so go the rest. Cadillac, Chev- 
rolet, Pontiac and Oldsmobile can 
also be expected to pour out a lot 
of cars this month. 

* + * 

ppoR> probably will be working 

on plans to get production up 
to 5,000 cars a day by April. Cur- 
rently, some 4,400 Fords are roll- 
ing off the line daily, but dealers 
say stocks are still inadequate to 
satisfy demand. 

Most factories are convinced that 
field stocks are far under what 
they should be when, in their opin- 
ion, one of the most active sales 


seasons in history is in prospect 
for this spring. 

Production in higher volume 
will be their answer, 

Through last week, U. S. plants 
had produced so far this year an 
estimated 1,025,360 cars and 224,- 
372 trucks for a total of 1,249,732 
vehicles, 

Comparable 1949 figures are 808,- 
673 cars and 262,246 trucks—a total 
of 1,079,919 units. 


Alabama Users 
Slap Diversion 


Of Road Funds 


BIRMINGHAM, Ala.—-The board 
of directors of the Alabama Motor- 
ists Assn., affiliate of the American 
Automobile Assn., at it’s last meet- 
ing sharply criticized the “unbusi- 
nesslike practices” of state and 
county highway fund expenditures 
in Alabama. 

The board adopted a six-point 
program designed to get what it 
called the maximum benefit from 
all funds and taxes available for 
highway purposes. It criticized the 
state for spending highway taxes 
as fast as they became available 
thereby leaving no funds on hand 
to match federal funds. 


The directors called for a consti- 
tutional amendment to require that 
all highway taxes be spent for 
highway construction and mainten- 
ance. 


They also asked for termination 
of the practice of each governor at 
the end of his administration “to 
let millions of dollars worth of 
highway contracts without any 
reasonable assurance that funds 
would be available.” 

Since 1927, the directors said 
$18,000,000 have been diverted into 
general funds of cities and coun- 
ties for other purposes than high- 
way building. 


The APPROVED CHOICE of 
CAR DEALERS and CAR FACTORIES 
EVERYWHERE 


The Doyle 


VAC-IT for: 


USED CAR INTERIOR RECONDITIONING 
AND CLEANING 


SALES PROMOTION IN YOUR 


SERVICE DE 


CLEAN USED CAR INTERIORS sell 


faster and for more profit. Protects 


new. car profit on trade-in deals. 


SELL MORE MERCHANDISE through 
increased volume with satisfied reg- 
ular and new customers through 
better service. 


USE GOOD EQUIPMENT to preserve 
profits gained. The Doyle Vac-lt 


picks up dust, dirt, stones and 
liquids easily. Pays for itself in less 
than a year—lasts many times 
longer. , 


PARTMENT 





Doyle Vac-lt Model 200 


A Feature ltem in Service 
and Used Car Schools by 
Nearly All Car Manufacturers 


AVAILABLE AT YOUR SERVICE EQUIPMENT JOBBER OR WRITE US TODAY 


DOYLE VACUUM CLEANER COMPANY 


450 STEVENS ST. S.W. 


GRAND RAPIDS 





2, MICHIGAN 





| 
| 
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All Dealers Equally Affected .. . 
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Discount-Deposit Plan 
Is Begun by Ford 


(Continued from Page 1) 


Williams said the plan was effected 
at the recommendation of the Na- 
tional Ford Dealer Council and in- 
dividual dealers. 

* + * 


— the Ford plan, the re- 
troactive discount credits will 
break down as follows: 


Ford Deluxe car, $15; Custom 
Deluxe car, $20; F-1 through F-4 
truck, $15; F-5 and F-6 truck, $20, 
and F-7 and F-8 truck, $40. 

Lincoln-Mercury is not imme- 
diately considering institution of 
a similar discount-deposit plan, it 
was said. 

The Chevrolet plan credits deal- 
ers with amounts ranging from 
$7.50 to $17.50 for each car deliv- 


New York Dealers 
Push Revision 


In Jobless Law 


ALBANY.—A plea for New York 
dealers to wire their legislative rep- 
resentatives to pass two pending 
unemployment insurance law revi- 
sions has been sent out by the New 
York State Automobile Dealers, Inc. 


The organization says the Hat- 
field-Wadlin and Ostrander bills 
would rectify benefit abuses that 
allowed $25,000,000 in fraudulent un- 
employment insurance claims last 
year. As a result, NYSAD says, 
there will be no tax credits for em- 
ployers this year. 

This means the full 2.7 percent 
employer tax rate will be paid, 
making New York the heaviest 
taxing industrial state in the coun- 
try, according to the dealer organ- 
ization. 


The proposed bills will alleviate 
the tax burden by cutting ineligible 
claimants from the benefit roles, 
reorganizing the payment plan and 
the unwieldy administration, said 
NYSAD. 


Tysinger Heads 


o om . 
Virginia Assn. 

RICHMOND, Va.—J. L. Tysinger, 
of Tysinger Motor Co., Hampton, 
has been elected president of the 
Automotive Trade Assn. of Vir- 
ginia, succeeding Thomas C. Utter- 
back, who resigned. 


Utterback quit the post after 
Smith - Utterback (Dodge - Plym- 
outh), Richmond, sold its wholesale 
parts business to Lawrence Motor 
Co. and its dealership to Lawler- 
Herring Motor Co. 


The board of directors also 
elected Charles T. Moses, Chevrolet 
dealer in Appomattox, to first vice- 
president, replacing Tysinger. 


Selling Guide 


John O. Munn's "A 
Guide to Automobile 
= is now avail- 
able in book form. Its 
64 pages, cloth-bound 
in handy size, is chuck 





full of information 
every one of your 
salesmen needs to 


meet the challenges of 
today's selling. 

Put this book in the 
hands of your sales- 
men. Guide them in 
the techniques that de- 
emphasize the import- 
ance of the used-car 
allowance. Each chap- 





John O. Munn ter is a money-maker 
for you. 

Here are some of the chapter titles: Study 

and Experience — Bravery and Courage — 


Plan Your Work and Work Your Plan — Con- 
centration and You — Confidence — Develop- 
ing a Clientele — Internal Relationships — 
The Pre-Approach — Locating Prospects — 
The Importance of an Automobile Dealer 
— It Does Make a Difference to an Owner 
Where He Buys His Car — The Automobile: 
Humanity's Most Prized Possession — Selling 
the Used Car Allowance — Pitfalis in Ap- 
praising Used Cars — The Utility Value of 
the Used Car — Selling the Complete Finance 
Package — Keeping Owners as Customers. 


PAGES POST 
64 Cloth Bound $3.5 


BOOK DEPARTMENT 
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DETROIT 26 
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ers in an area. However, 
factor will 
returning the Ford funds. 


* 4 * 


field. 


Reports reaching Automotive 
News, however, disclose that sev- 
eral dealers have objected that 
no poll of the Ford retailer force 
was taken. 


They assert that the dealers in 


Council spokesmen no authority, 
either pro or con, to act on such 
a proposal. 

Other makes, besides Chevrolet, 
now operating retroactive-discount 
plans are Chrysler, DeSoto, Dodge, 
Hudson, Nash, Oldsmobile, Pontiac 
and Studebaker, 

It is understood that Ford plans 
to act as a trustee over the dis- 
count fund accruing through the 
year. 

This trust fund, held in escrow 
until it is prorated back among the 
dealers in December, could thus 
not be used in the operation of 
company business. 


300 Exhibitors 
Arranged for 
Italy Auto Show 


TURIN, Italy.—More than 300 ex- 
hibitors from seven countries al- 
ready have booked a total of 161,365 
feet of space for the 32nd Inter- 
national Motor Show, set for May 
4-14 at the Exhibition building, 
Turin. 

Thirty-seven car manufacturers 
from U. S., Italy, Great Britain, 
France and Germany have made 
plans for exhibits. Belgium and 
Switzerland also intend to take 
part in the show. 

A historical display of racing 
cars will be a feature of the event. 

It is also announced that the 
Ministry for Foreign Trade, by a 
special authorization, will allow the 
foreign cars exhibited to be sold 
here. 

It is expected that this year’s 
show will top all others in attend- 
ance and displays. 





Texas Sales Tax 
Raised Tenth of 


Percent on Cars 


AUSTIN, Tex.— Auto buyers in 
Texas are now paying a sales tax 
of 11/10 percent on every car they 
buy. 

This is the result of the special 
session of the Texas legislature 
which ended March 1, leaving be- 
hind a 10 percent raise in the 
state’s omnibus tax levy that in- 
cludes taxes on automobile sales 
and a score of other items. The 
sales levy on automobiles formerly 
had been 1 percent. 

The measure was signed by Gov. 
Allan Shivers on Feb, 28, and went 
into effect March 1. It will last 
until Aug. 31, 1951. 


Rent Too High, Dealer 


In Atom Town Folds 
_ RICHLAND, Wash. — William 
Simonds, owner of Richland 
Motor Co. (Ford), in announcing 
liquidation proceedings, charged 
the Atomic Energy Commission 
with bad faith in negotiations 
with him concerning a fair rent 
and the right to have his own 
choice for a new business site. 
The commission controls the 
government - erected building 
that houses his business. 
Simonds said he has paid $100,- 
000 in rent since 1944 and has 
not been allowed a suitable site 
to build on since informed by 
the commission, nearly a year 
ago, that he must vacate his 
present location. 








ered, based on the number of deal- 
this 
not be considered in 


GOME dealers argue that such a 
“’ plan helps to curtail wild trade- 
in allowances and promotes sound- 
er business practices in the retail 


their regions gave their National 
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Kindly Acknowledge 
Advertisers availing themselves of this 
Want Ad Section are requested to ad- 
vise all respondents if and when their 
wants have been fulfilled. A post-card 
will do and your courtesy will help 
us maintain the present high regard 
which this department enjoys. 


AUTOMOTIVE NEWS 








se HELP WANTED 


NEW CAR SALES MANAGER 


Here is an opportunity of a lifetime. We 
need a capable, reliable and ambitious 
man as retail sales manager. The man we 





want must be old enough to have some 
experience, yet young enough to be able 
to develop, train and direct from 10 to 


12 men. This is one of the largest Chrys- 
ler dealerships in the south. Excellent 
working conditions, an attractive compen- 
sation plan. Give complete information, a 
recent photo and statement of earnings 


the past 3 years. 


Box 3875 
c/o Automotive News 
Detroit 26 





AUTOMOBILE EXECUTIVE, New organi- 
zation has an opening for an experienced 
automobile management executive, pre- 
ferably with General Motors experience 
in Detroit or New York area, to assist 
members of the firm in organizing a 
company which will offer dealers a spe- 
cialized service. In reply give resume of 
experience and when available. Box 3867, 
c/o Automotive News, Detroit 26. 


WANTED. Office manager for General Mo- 
tors dealer in city of 35,000 near Los 
Angeles, Must have General Motors’ ex- 
perience. 30 to 40 years of age. Must 
give previous experience, qualifications 
and compensation, Box 3876, c/o Auto- 
motive News, Detroit 26. 








POSITION WANTED 
To encourage this classification for the 
benefit of our employing readers, Position 
Wanted ads are accepted at half regular 
rates, namely: 7!/, cents per word for one 
insertion or two insertions of the same 
copy at 12!/2 cents per word. Cash in 
advance. 










MANAGER WITH broad administrative 
training, seeking affiliation with organi- 
zation who could use services of man 
qualified to cope with today’s growing 
complexities of business administration. 
Past experience in selecting and directing 
salesmen in a highly competitive market 


would be helpful in the supervision of 
new car department. Knowledge of used 
car problems and the use of proven pro- 
cedures for efficient operation would 
assure good results in this department. 
Alin conscious of the value of super serv- 
ice and modern parts departments which 
would prompt the exercise of full organ- 
ization energies to keep these depart- 
ments in an outstanding position. Have 
had the opportunity to acquire extensive 
accounting training, sufficient to direct all 
accounting and tax problems, Married, 
age 45, in good health and non-drinker. 
Would appreciate personal interview at 
which time character, business and bank 
references will be furnished. Box 3861, 
c/o Automotive News, Detroit 26. 


MAN, 40 years of age, married, with suc- 
cessful truck selling background, 17 years 
in truck business as salesmanager, whole- 
sale man and retail sales, fully ac- 
quainted with dealer operations. Will 
travel or move to any location where I 
can make a satisfactory connection, I 
want an arrangement where I can make 
$10,000 a year. Write M. G, Dermody, 
138 Groveland P!., San Antonio, Texas. 
Phone T8168. 

SERVICE MANAGER with long experience 
wishes position with progressive growing 
firm, preferably Dodge or any Chrysler 
line; also experienced on Lincoln, Mer- 
cury and Nash; ambitious, working hours 





no object; willing to go anywhere; ex- 
cellent references, record of past experi- 
ence, Box 3877, c/o Automotive News, 


Detroit 26. 


40 Below? You’d Never Know It! 

NEW YORK.—An arctic “expedition,” consisting of five stock 
model British cars of different makes equipped with the latest in 
heating, has just proved in Manitoba’s 40-below temperatures that 
the new models can be warm in extreme conditions, it was reported 
here by Dudley Noble, of London’s Automotive Press Bureau. 


The expedition was sponsored by S. Smith & Sons, Ltd. (England), 
specifically to test their latest car heaters, and followed similar tests 
last year in Norway. These showed that not only the heaters, but 
car body design as well, must be specially designed and coordinated 
to give even, comfortable heating. “Comfortable” heating, under these 
extreme conditions, was held to require an even temperature within 
the car 75 degrees higher than an outside zero temperature. 
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| SERVICE MANAGER DESIRES POSITION 


with aggressive ‘‘Big Three’’ dealership. 
Twenty years’ automotive experience with 
some large dealers. Service and volume 
minded, Would prefer dealership of 500 
or more units. Can furnish excellent 
references as to character and ability. 
Married, with 2 children. Box 3872, c/o 
Automotive News, Detroit 26. 
WANTED. Position as parts or _ service 
manager. Twenty years with GM. Write 
Box 991, New Port Richey, Fla. 


DEALERSHIP AVAILABLE 


WESTERN WASHINGTON — Puget Sound 
dealership, now handling Lincoln - Mer- 
cury. Town of over 35,000 with very 
stable payroll. 200 car potential. We ex- 
ceed our percent-of-price-class every year. 
New building and equipment, very well 
laid out for most efficient operation. Very 
reasonable lease on building or it can be 
bought on easy terms to responsible 
buyer. This is a successful going busi- 
ness ready for new owner to step right 
in and continue operation with present 
personnel—all of whom have been with 
us for a long time and are well-trained. 
Stock, fixtures and equipment at actual 
value. This dealership will return its 
investment to the owner in less than two 
years. Full price $50,000. Reason for 
selling—owner has other business inter- 
ests which require his full attention. For 
an appointment to inspect this dealership 
and review its operation, please write 





Box 3822, c/o Automotive News, De- 
troit 26. 
FOR SALE. Automobile agency selling a 


leading independent make of automobiles 
in a fast growing city of over 100,000 
population, doing over $500,000 business 
annually. Have a modern shop with new 
equipment, and a 100% location on auto 
row with favorable lease. Complete sales 
organization; splendid used car facilities. 
Recent discovery of oil nearby will cre- 
ate excellent business. This agency is 
offered at an attractive price. Good 
reason for selling. Box 183, Jackson, 
Miss. 

INDEPENDENT NEW CAR DEALER- 
SHIP, established over 24 years, in 
trading population of over 300,000. Cen- 
tral location on one of main streets of 
city. New modern building, with one of 
most beautiful showrooms in this area. 


Gas station, service department, body 
shop, etc. Located in Connecticut. Will 
sell business and building, or either. 


Owners wish to retire. All replies con- 
fidential. Box 3870, c/o Automotive News, 
Detroit 26. 

A FINE 100 CAR DEAL in Central New 
York, in the heart of the famous Finger 
Lake region. Now handling leading line 
of Chrysler Corp., located in progressive 
town supported by stable industry and 
agriculture. 25,000 trading area. Well 
established, profitable, good equipment. 
Good lease, fine location in town. Will 
sell at inventory. $25,000 to handle. Must 
qualify with factory. A sound deal by 
any standard, Illness. Box 3869, c/o 
Automotive News, Detroit 26. 


DEALERSHIP iocated in northwest city of 
50,000, now handling Dodge-Plymouth. 
Attractive lease. Gross sales over one 
million ‘douars in 1949. Will sell at in- 
ventory. Buyer must have factory ap- 
proval, Box 3853, c/o Automotive News, 
Detroit 26. 

DEALERSHIP. One of 
cated in Southwestern Oregon-Pacific 
Northwest. Large trading area. New 
and modern buildings and equipment. 
Applicant must qualify with manufac- 
turer. Other business requires owner's 
absence from state. Write P. O. Box 416, 
Portland, Ore. 

AUTO DEALERSHIP. In New Jersey town 
of 140,000 now handling one of ‘Big 
Three.’’ Good location, reasonable rent. 
Well equipped parts department, large 
clean repair and body shop with latest 
equipment. One of oldest dealers in this 
area, with excellent reputation for fair 
dealing. Buyer must qualify with factory. 
Box 3865, c/o Automotive News, De- 
troit 26. 

DEALERSHIP, now handling Pontiac and 
GMC products. Also leading implement 
line, Central Kansas County Seat Town, 
favorable lease. This is a first class busi- 
ness and will stand a rigid investigation. 








‘‘Big Three,’’ lo- 


Box 3854, c/o Automotive News, De- 
troit 26. ES ee 
DEALERSHIPS, Three—all in Central Ken- 
tucky county seat town, 60-120 car con- 
tracts. Al) ‘‘Big Three.’’ Lee Chrisman, 


Realtor, Danville, Ky. 

NEW CAR DEAL. Detroit area. One of 
‘*Big Three.’’ Low inventories, good lease 
Call evenings. Plymouth 1519-W. 
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U. S. Business Expected 


At French Fair 

NEW YORK.—According to ‘he 
French chamber of commerce hr re, 
it is expected that the famous 
Lyon fair to be held in Lyon, 
France, April 15 to 24 this year, 
will attract more business repre- 
sentatives from the U. S. than ever 
before. 

Aimed at promoting a _ closer 
trade relationship between France 
and this country, executives of 
French industry will meet the elite 
of American business, with many 
American firms in various trade 
groups contributing their own ex- 
hibits. 


IFIED WANT AD DEPARTMENT 
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Ad 


DETROIT 


DEALERSHIP AVAILABLE 


AUTHORIZED DEALERSHIP, now hand- 
ling Ford. New modern brick building 


fixtures, equipment and stock. Going 

business. Owner in bad health. V. H 

Jockisch, Greensboro, Ala. 
DEALERSHIP WANTED 


FORD DEALERS ONLY. Experienced, suc- 
cessful operator, who is thoroughly cog- 


nizant approaching contest, wants live 
dealership in South Central U. S. town, 
15,000 to 90,000 population. Would con- 
sider short-term partnership with suc- 
cessful dealer seeking semi-retirement 
Replies strictly confidential. Box 3873 


c/o Automotive News, Detroit 26. 





GM DEALERSHIP WANTED 


| am an experienced new car dealer and 
have $300,000 to invest in a GM dealership 
in the vicinity of Miami, Florida. All negoti- 
ations handled in strictest confidence. 


BOX 3871 
c/o AUTOMOTIVE NEWS 
DETROIT 26 





WANT TO SELL OUT? We have qualitied 
clients waiting to buy established auto 
mobile dealerships in all parts of the 
U. 8. All negotiations handled in strictest 
confidence. Autodeal Brokers, Room 2453 
1 N. LaSalle 8t., Chicago 2, Ill. 


GM DEALERSHIP WANTED in Vicinity of 





Ft. Lauderdale, Fla. by GM deaier in 
midwest. Confidential, Box 386 ‘ 
Automotive News, Detroit 26, 


FORD—CHEVROLET DEALERSHIP. 100- 
150 unit contract wanted in Ohio, Indi- 
ana, Michigan. Cash. Write Bex 3874, 
c/o Automotive News, Detroit 26. 


WANTED. Small Ford or Chevrolet dealer- 
ship. Have cash. Only profitable ones 
answer. Box 3878, c/o Automotive News, 
Detroit 26. ots 

BUSINESS OPPORTUNITIES 


FOR SALE — AUTOMOBILE REPAIR 
SHOP. Zanesville, Ohio. Equipped to do 
any phase of automobile repair, Depart- 
ments consist of paint and body shop, 
wheel and frame straightening, radiator, 
muffler coating and steam cleaning. Com- 
plete up-to-date machine shop with crank- 
shaft grinder. Also wreck truck, stock 
of parts. Doing large business. Long 
term lease. A bargain at $21,000. Equip- 
ment alone worth that figure. Write J 
M. Wise, Agent, 210 Citizens Bank 
Bidg., Zanesville, Ohio. 


AVAILABLE to outstanding man of sales 
ability and leadership—% to % interest 
in stand out Kaiser dealership in tip-top 
N. C. town, With new models have 300 
to 500 car potential, Twenty to forty 
thousand dollars, fully protected, neces 
sary. No premium on investment. Buy 
back agreement if either party dissatis- 
fied—July, 1951. Man with ability and 
leadership needed more than money 
Reply Box 3855, c/o Automotive News 
Detroit 26. 

DEALER SERVICES 

INVENTORY SPECIALISTS. Parts and ac- 
cessories inventories taken accurately, 
economically and quickly in Michigan, 
Illinois, Indiana, Ohio, Pennsylvania and 
New York. Talbot’s Automobile Dealers 
Inventory Service, 4690 Newport, Detroit 
13, Mich. Phone Valley 2-9377. 


SHOPPING SERVICE, (Illinois only). We 
make test purchases in all departments 
of your busintss to establish whether or 
not your employes are honest and effici 
ent. Satisfaction guaranteed. Strictly con 
fidential. Write for prospectus, Bureau of 
Surveys, Box 283, Highland Park, IM 

AUTO EMPLOYMENT SPECIALISTS 
Serving both employers and employes 
Sales, service, parts, office and manage- 
ment. Inquiries solicited. Cardinal 
Agency, 505 5th Ave., New York City 

USED CARS FOK SALE 

1941 CADILLAC, model 75, 7 passenger 
sedan. Black, equipped with radio, heater 
air conditioning, fog lights, WSW tires. 

$895. Write 

Motors, 155 

Fla. 


Good condition throughout, 
wire or see at 
Ave., 


San Marco 


San Marco St. Augustine, 









AUTO AUCTION 


TIM ANSPACH 


1175 Washington Ave. 


ALBANY, N. Y. 
(For Dealers Only) 
EVERY MONDAY... 12 NOON 


Member of N.U.C.D.A. and N.A.A.P.A 
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USED CARS FOR SALE_ 


____TRUCKS FOR SALE 


PARTS PANEL—1948 1% ton. Vanette 
type, all aluminum body, 569 cubic feet. 
complete with parts bins, New motor. 
750 x 20, 8 ply front tires, 750 x 20, 
10 ply dual rears, Unit in A-1 conditjon 
throughout. Original cost over $6.000, 
priced for quick sale-—$2,000. Howard 
Pore, Inc., 516 Portage St., Kalamazoo 


USED CARS FOR SALE 


—AVTo— 
AUCTION 


Philadelphia's 3 
BIG DEALER AUCTIONS — 











TUESDAY THURSDAY FRIDAY i pass LN Ee a, 
12 NOON 12 NOON 8 P.M. | __—_—sCBUSES FOR SALE ye | 
| HAVE TWO NEW Ford F.7 bus chassi- | 
GILBERT ROBINSON HORSEHEADS, NEW YORK 195” wheelbase. 2-speed axle, 900x20-pl) | 
— | tires. For sale. Price, factory invoice | 

| EVERY FRIDAY Howard Pore, Inc., 516 Portage St. 


Automobile Auctioneers | 


6600 N. Broad St. Phila, Pa. | 


PLENTY OF CARS AND BUYERS 
WEEKLY PRICES MAILED ON REQUEST 


Tel. Livingstone 8-3000 


Kalamazoo, Mich 


BUSES WANTED | 

NEW OR LATE MODEL used school bus, 

‘48 passenger or larger. Box 3856, c/o 
Automotive News, Detroit 26. 





DANVILLE, PENNA. 
EVERY WEDNESDAY 


PARTS FOR SALE 


BUICK PARTS 


“WORLD'S LARGEST DEALER 
OF GENUINE BUICK PARTS” 


Wholesalers: We are Quantity 
Shippers of All General Motors’ 
Parts. Same Day Service 
On Mail Orders and Inquiries. 


LARGEST PENNSYLVANIA All Shipments on C.O.D. Basis 


AUTO AUCTION | ROBERTSON BUICK CO. 


“EDGE OF THE LOOP" 
EVERY FRIDAY NOON 


1000 S. Wabash Avenue 
In the Heart of Lancaster County CHICAGO 5, ILL. 
LOW MILEAGE, CLEAN CARS 


FOR DEALERS ONLY 














You will always find real action at 
both these auctions. 


R. D. WEST, Prop. 


SUBURBAN 
AUTO AUCTION 


10 Park Boulevard 


GLEN ELLYN, ILLINOIS 


At Park Boulevard and Roosevelt Road 
(Alt. 30) 


Three blocks West of Rt. 53 
Sixteen miles West of Chicago 
Auto Auction every Monday at 12:30 


Phone: Glen Ellyn 1951 
For Reservations 


Jos. E. Johnson Tex Rickard 


Auctioneers 











AUTO RADIATORS, General Motors pas- 
senger cars, Chevrolet trucks, Ford 
passenger and trucks—large stock, Also 
complete stock of cores and supplies for 
those engaged in radiator repair work. 
Write for details, Summit City Radiator 
Works, Inc., 701-15 Barr St., Fort 
Wayne, Ind. 


Cors May Be Brought in Sunday 
JOHN CORRIGAN, Auctioneer 
E. M. CARTER, Manager 
“Where Buyers Buy and Sellers Sell!” 
DEALERS ONLY 


Located 6 miles North of Lancaster, Pa. 


MANHEIM AUTO SALES 
& AUCTION, INC. 


Phone 202-W4 





ACCESSORIES FOR SALE 


SEAT COVERS. Exclusively for Chevrolet, 
Pontiac, Oldsmobile dealers. 1949-1950 
custom made entirely of Ray-Lon cloth 
in solid red, blue, green. Positively no 
plastic or elastic. Be competitive with 




















USED CARS WANTED 
CROSLEYS WANTED. Will buy one or 





ATTENTION DEALERSII! 











ten. Write price and description to! this perfect fit cover. Dealer cost $13.85 

. Hadsall Motors, 3200 E. Colfax, Denver Trial order will convince you. Money back 

fea y uce rices Colo, guarantee. Royal Sales Co., 1121 N. 66th 

USED 1950 CADILLAC convertibles. St., Philadelphia, Pa. 

1947 Ny] : . YM T Kilmer Motor Company, 606 Frick Build- — 
7 CHE ; oa py OuTH ing. Pittsburgh, Pa., Phone Atlantic SHOP EQUIPMENT FOR SALE 

2 1-8896. BEAN FRONT END MACHINE. Bean 

Excellent Bodies -:- Good Motors TRUCKS FOR SALE wheel balancer. Sun distributor tester. 


Buckeye (2 horse) air compressors. Lin- 
coln greasing equipment. Entire shop and 
office equipment at bargain prices. Al! 
equipment less than one year old. Miami 


2 USED REO TRUCKS. One 1947 and one 
1946 with two speed axle. 145” wheelbase, 
9:00 x 20 tires, low mileage, excellent 


nN 


All Cars Formerly Used for 
Cab Service in Phila 

















Pp r Write: condition—mechanically and appearance. " 
me @ - Will sell for less than one fourth original vagy naga 1605 North Main St., Day- 

cost or trade for other merchandise. * . 

THE R. A. COMPANY Sanders Motor Co, Raleigh, N,. C. Phone 5 oeroees 2 AN 
43rd & Locust Sts. © PHILA., PENNA. | 20551. ae ee 
AUTOMOTIVE NEWS WANT TO BUY used Kerrick portable oi. 
SHerwood 7-1700 — Morris Freedman burner steam cleaner, model COED 
EVergreen 2-0400 — Herbert Cole WANT ADS Please state price and condition of 
GET RESULTS cleaner, McEleney Motors, Inc., 21-25 
Main Ave., Clinton, Iowa. 








WE NEED a used auto turntable, equipped 





° with wheel channels. Advise condition 
Oldsmobile and Pontiac Hydra-Matic || iin. ‘osc. "mem Fore Powe: 








T * oe E h Any ANTIQUE CARS WANTED 
ransmission xc ange— Model WANTED. 1926 Pontiac in good condition. 
ode Give all details and price. Jameson Motor 


Co., Alexandria, 


La. 


Inc., P. O. Box 2008, 


Immediate Shipment Guaranteed Performance 


Completely Reconditioned, Run-in and Block-Tested 
Performance Guaranteed 90 Days or 4,000 Miles 


MISCELLANEOUS 





GENUINE UPHOLSTERY for 1948-1949 

We furnish full instructions for removal and installation. Studebaker Champions, See. 

: e . te Complete set for all cushions and backs, 

EXTRA RUSH JOBS—If you wish shipment of an Exchange Transmi:sion before $10. P Nylon upholstery for 1948-1949 
your old unit is received, a deposit of $65.00 will be added to your invoice. Land Cruisers—$25 set. 2,000 doce panel: 
; ; ; nit and other trim items available. South 

(To avoid C.O.D. charges, send $160.00 in advance). Upon receipt of your uni ona des Gea En” Wek a teks ie 


the deposit will be refunded immediately. Freight, f.o.b. Chicago. 
Write, Wire or Phone Today for Complete Details 


HOLLINGSHEAD MOTORS CO. 


2550 South Michigan Ave. Telephone CAlumet 5-2000 Chicago 16, Ill. 
Authorized Oldsmobile Dealer 


South Bend, Indiana. 


PICKUP TRUCK DEALERS. New self- | 
locking end gate fastener. Braces box 
easily opened, all steel, fits any truck. 
Write for literature and discounts. Ad- 
dress Engalo, McPherson 10, Kansas. 





ENGINE REBUILDING — Crankshaft: | 
grinding and metalizing. John P Hughe: | 
Motor Co., Inc., 300 Commerce 8t 
Lynchburg. Virginia. | 


NEW IMPROVED MODEL 





Largest Stock of Genuine Oldsmobile Parts in the Middle West 








DOC GREINER AUCTION 


‘Automatic {/3t} BraKinGs | 

EVERY THURSDAY NOON IN DOWNTOWN TOLEDO | Complete with Controlled Steering! 554% | 

Madison and 17th Streets—Across from Hillcrest Hotel | Guide Cables & Brake Hook-Up/ 
| tae 

Over 100 Cars at Each and Every Sale | ae ee oo ee | 


BUYERS BRING LETTER OF CREDIT WITH YOU 


You Can Buy Your Postwar Cars Here With 
a Guarantee That They Have Never Been Hit 


|Protecto Covers $6.95 | 
Tailor Made, lots of 6 $5.95 





Arn’. Carrying Bag .. $1.00 
EVERY CAR SOLD WITH A RIDE AND A DRIVE tae oe ze a $ | 
No Seller Has Ever Been Hurt With a Bad Check Thru This Sale FULTON — VELVAC 
WE STOCK PARTS 
$10 IF SOLD $! NO SALE Volume Users—You Can Save 


Money on Quantity Deal 


Member of National, State and Toledo U.C.D.A. 

Dealers Only “% 

| Tow Bar Sales Company 
Exclusive Factory Distributors 


AN 3-8888 _ JMU 4.8401 
DE 2-0709 Nites: 50 3.8373 |! 


40 SO CLINTON ST., CHICAGO 6 ILL i 
Denver: KE 2323 Los Angeles: OL 9782 | 








Maney Motor Co. Auto Auction 
DEALERS ONLY 
Sales Start at 12:00 Noon (C.S.T.) 
Col. Bill Suddarth and Col. Bob Keller 
Every Friday 








| WANTED 
AUTO LITERATURE 


Smith's “Marketing of Used Automobiles” | 
FTC's “Report on the Auto Industry” 


Write Box 3879 
c/o Automotive News, Detroit 26 


Auctioneers: 
Every Thursday 
MURFREESBORO, TENN. HUNTSVILLE, ALA. 
Phone 111 Phone 3188XJ 
NATIONAL AUTO AUCTION PROTECTIVE ASSOCIATION, INC. 


Member: 


AUTOMOTIVE NEWS, MARCH 13, 1950 











71 


LIQUIDATING 


Large Downtown Dodge Dealership 
and Mo-Par Distributorship 


ENTIRE MO-PAR PARTS STOCK 
AT 35°% OFF DEALER NET 


ENTIRE SHOP AND OFFICE EQUIPMENT 
AT BARGAIN PRICES 


BRYANT MOTORS, INC. 


1401 Reading Rood Cincinnati, Ohio 


DU. 1570 


Attention Automobile Dealers 


For a safer auction, buy and sell your cars at the following 
Dealers’ Wholesale Auctions: 


Evansville Auto Auction 
Evansville. Indiana 
Auction every Thursday 

Ken Schaefer Auto Auction 
Indianapolis, Indiana 
Auction every Thursday 

H. C. Turney Auto Sales 
Akron, Ohio 
Auction every Thursday 

Dyer Auto Auction 
Dyer, Indiana 
Auction every Friday 

Amarillo Auto Auction 
Amarillo, Texas 
Auction every Friday 

Quincy Auto Auction 
Quincy, Illinois 
Auction every Friday 


Aptco Auto Auction 
Detroit, Michigan 
Auction every Wednesday 

Lapiner Auto Auction 
Mason City, lowa 
Auction every Wednesday 

Ricar Motor Sales 
Chicago, Illinois 
Auction every Wednesday 

South Bend Auto Auction 
South Bend, Indiana 
Auction every Wednesday 

Clark Auto Auction 
Indianapolis, Indiana 
Auction every Wednesday 

Maney Auto Auction 
Murfreesboro, Tenn. 
Auction every Thursday 


Tim Anspach Auto Auction 
Albany, New York 
Auction every Monday 


Decatur Auto Auction 
Decatur, Illinois 
Auction every Monday 

Montpelier Auto Auction 
Montpelier, Ohio 
Auction every Monday 

Arena Auto Auction 
Chicago, Illinois 
Auction every Tuesday 

Fort Wayne Auto Auction 
Fort Wayne, Indiana 
Auction every Tuesday 

Tri-City Auto Auction 
Moline, Illinois 
Auction every Tuesday 


For better protection, these auctions are members of the 


National Auto Auction Protective Association, Inc. 





GRAY'S AUTO AUCTION 


DAVENPORT, IOWA 
Scott County Implement Lot 
Junction Hickory Grove and Kimberly Roads 
On Route 6 N. W. Edge of Davenport 


EVERY MONDAY — 12 NOON 


(FREE BUY BACKS!) 


DEALERS ONLY 


Clark Gray Phone 2-8100 





THE TUESDAY SALE — 11:30 A.M. 
FORT WAYNE AUTO AUCTION 


—DEALERS ONLY— 
(In the Heart of the Nation) 


Phones: E i333 


OUR ONLY GUARANTEE: YOU MUST BE SATISFIED 


WEBSTER-MARKER MOTORS, INC. 


324 W. Main St. Ft. 








meee ae eae ee eS 


NEW SUBSCRIPTION ORDER 


Send Automotive News to Address Below 
for One Year $8 [_] or Two Years $14 [_] 
for which check is attached [_] or send bill [_] 





AUTOMOTIVE NEWS. PENOBSCOT BLDG., DETROIT 26. MICH 


TRADE CONNECTION: 


Truck Dealer (] 
Financial [) 


Manufacturer [_] 
Supplier [) 


Car Dealer [)} 


Jobber [) 


LJ Insurance (] 


3-13-50 





Only 
These Exclusive Features for 50! 


SALES WITH “THE NEW 


Here’s the franchise that offers you be'ter sales through better value for the 


money .. . real profits for wide-awake dealers! 


upson has the only completely new 
Ha: of the year .. . the new, lower- 
priced HUDSON Pacemaker. The medium- 
priced Super Series and the deluxe Custom 
Commodore Series round out the line—each 
at down-to-earth competitive prices in its 
class ... each a plus value for the money 
and all together covering over half of the 
total new-car market! 


And every HUDSON has these exclusive 
features: Monobilt body-and-frame* with 
recessed floor . . . lowest center of gravity 
in any car . . . roomiest interior on the 
road . . . exclusive high-compression en- 


gine . . . authentic streamlining without 


bumps, bulges, and excess weight! 


All this adds up to “most room—best ride 
—safest” for “The New Step-Down Ride” 
. an entirely new sensation in motoring 

. . the surest, safest hug-the-road ride 


ever known! 


If you're out to make more money in 1950, 
you want the features the public wants. 
And HUDSON has them—in combination 
with a Sales Agreement second to none. 
Find out how you can step up sales and 
profits with “The New Step-Down Ride”: 
write, wire or phone C. A. J. Hadley, Sales 
Manager, Hudson Motor Car Company, 
Detroit 14, Michigan. 


HUDSON SAYS IT WITH $$$ 


NOT— 


MOST FOR YOUR MONEY 


IN A HUDSON 


40 YEARS OF ENGINEERING LEADERSHIP 


A few of the more than 80 important advances pioneered by Hudson 


1909 
1916 


1926 
1935 
1936 


1948 
1949 


Fluid-Cushioned Clutch 

First Super-Six, high-compression engine with 
compensated inherently balanced crankshaft 
First steel bodies built on a production basis in 
own manufacturer’s plant 

Gearshift control at steering wheel 

Patented Triple-Safe Brakes (hydraulic and 
reserve mechanical systems from same foot pedal, 
plus parking brake) 

Monobilt body-and-frame*, an all-welded unit with 
recessed floor and exclusive “step-down” design 
Super-matic Drive—no-shift driving, economical 
overdrive 


Go Places with HUDSON ... the Great Pioneer! 


NOW —3 GREAT fe, 


SERIES 


*Trade-mark and patents pending 
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Lower-Priced Famous Custom 
Pacemaker Super Commodore 
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